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ye there’s a better way to cope 
with dented fenders than blowing 
your top, junking that new car, or won- 
dering if you married the right girl. 
Thanks to a new automotive body 
“solder’”’ using an Epon" resin, repairs 
can now be made more quickly than ever 
before—and at a fraction of the usual 
cost. Tough as the steel to which it clings 
and as easy to apply as putty, this Epon 





How to stay in love with a fender-bender! 


resin-based ‘“‘solder’’ will take and hold 
any desired shape, mend dents and nicks, 
fill holes, seal metal to metal with an un- 
breakable grip. 

~~ ~~ “~ 
Epon resins, used in a variety of applica- 
tions in structural plastics, protective 
coatings, and adhesives, are another Shell 
Chemical contribution to 
industry. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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RESISTANCE TO TENSILE STRESS is achieved with properly STRENGTH OF CHAIN IN MOTION results from such refine- 
heat-treated, accurately machined side bars made of ments as pitch-hole preparation, micro-finish of parts, 
premium steel and fitted with properly hardened pins, special processing of side bars, pre-lubrication, rigid quality 
bushings, rollers control from materials selection to final boxing 


Big reason for the extra life from 
LINK-BELT roller chain 


TARTING shock, heavy loads and impact of sprocket Link-Belt refinements contribute extra stamina for 

engagement on modern heavy-duty machinery extra life . . . provide smoother, more efficient chain 
requires a chain that will resist fatigue. That’s why performance . . . reduce drive and conveying costs. 
Link-Belt gives you greater dynamic strength to shrug You have a choice of single- or double-pitch, single- 
off stresses. Pre-stressing, closer heat-treat control, or multiple-width chain. See your Link-Belt office or 
lock-type bushings, shot-peened rollers—all these authorized stock-carrying distributor for facts. 


ROLLER CHAIN & SPROCKETS 


. 14,644 
LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1. To Serve Industry There Are Link-Belt Plants, Sales Offices, Stock Carrying Factory 


Branch Stores and Distributors in All Principal Cities. Export Office, New York 7; Canada, Scarboro (Toronto 13); Australia, Marrickville (Sydney), 
: N.S.W.; South Africa, Springs. Representatives Throughout the World. 
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Aco steel, made in small heats to exact 
metallurgical specifications, is your assur- 
ance of high-quality forgings. 


8 an . 
: 





ALco’s regular forgings offer many opportu- 


nities for cost reduction in machine set-up 
ind tooling. 


HOW ALCO FORGINGS HELP 


Forgings from ALCO are controlled during every step of tunity for profit is obtained with no additional expense. 
production to assure uniformity and conformance to ALco’s forged and rolled circular forgings range from 
your specifications. 18 to 145 in. OD; open-die forgings from 500 to 30,000 
In either regular or Hi-Qua-Led® grades in any- AISI lb and 40 ft in length; mandrelled ring forgings to ap- 
specification, or in stainless steel, ALCO circular and open- proximately 60 in. wide. 
die forgings offer you unique advantages. They can lower Your inquiries will receive prompt processing. For more 
your costs in machine set-up and tooling, because you information, contact your nearest ALCO sales office, or 
are able to standardize procedures and set machining 


write ALCO Products, Inc., Department 157, Schenectady, 
speeds for the best overall economy. Yet this extra oppor- New York. 


LOWER COSTS 


ALCO PRODUCTS, INC. 


NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


YCOMOTIVES + DIESEL ENGINES - NUCLEAR REACTORS + SPRINGS + FORGINGS + WELDMENTS - OjL FIELD EQUIPMENT 


B..Goodrich report: 


\ yy ) 


Rubber straw gulps 
cattle feed by the carload 


B. F. Goodrich improvements in rubber brought extra savings 


Problem: In making a special feed 
supplement for animals, this company 
uses sharp, abrasive oyster shells and 
soya by the carload. It used to be un 
loaded from railroad cars to factory in 
flexible metal pipe. But the steel couldn't 
stand it. Friction of the abrasive mix 
ture was wearing through the pipe in 
six months. 


What was done: When a B.F.Good- 
rich distributor heard about the trouble, 
he suggested a B.F.Goodrich hose, 
made with a special lining of the tough 
est, wear-resisting rubber known. This 
rubber is soft enough to give under 
the beating it gets, yet so tough that 
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it's even used in some places to carry 
broken glass 

Savings: This B.F.Goodrich hose was 
tried, and has been unloading 90 tons 
a week ever since. It’s already lasted 
twice as long as the flexible metal pipe, 
and is expected to give three or four 
times the service 


Extra benefits: \n addition to making 
this hose stand abuse, B.F.Goodrich 
engineers have also made it light and 
flexible, easy for workmen to handle. 
A coil of round steel wire, buried in 
the hose, keeps it from crushing, kink- 
ing or collapsing even under powerful 
suction 


Where to buy: Your B.F.Goodrich 
distributor has exact specifications for 
the B.F.Goodrich hose used for 
this materials-handling job. And, as a 
factory-trained specialist in rubber 
products, he can answer your ques- 
tions about a// the rubber products 
B.F.Goodrich makes for industry. 
B.F.Goodrich Industrial Products Co.. 
Dept M-273, Akron 18, Ohio. 


B.EGoodrich 


INDUSTRIAL PRODUCTS 
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Hand-lubricating large machine 
tool takes operator-about 15 minutes 


A large part of industry still relies on out-moded lubrication methods 
to maintain and protect its tremendous investment in expensive, high- 


speed, precision production equipment. 


the right time. 


APOIO Lys 
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Lubricating large machine tool 
automatically-takes only 8 seconds 


Economical operation of production equipment depends not only on 
the right lubricant, but also on the right amount in the right place at 


Central lubrication cuts waste of 
manhours-in one case, 315 a month 


Recent management surveys into plant 
lubrication practices have turned up 
some astounding opportunities for 
over-all savings. In a single plant these 
savings included a 60% reduction in 
maintenance expense and a 20% 
increase in production. 

This particular study covered 60 
machine tools performing turning, bor- 
ing, drilling and reaming operations. 
Each operator lubricated his own 
machine with a hand gun and was 
allowed fifteen minutes per eight hour 
shift to do so—a total of 315 manhours. 

But for one reason or another 
(neglect; new, untrained operators; 
misplaced or lost guns; no grease on 
hand, fittings damaged or missing) at 
least some of the twenty-one lubrica- 
ting points on every machine were 
either improperly lubricated or had not 


been lubricated for a long time. These 
conditions were corrected by installing 
a central system on each machine, 
enabling the operator to spend all his 
time on productive work. Result—tre- 
mendous savings and greatly improved 
operation. 

This experience is typical of the 
benefits that can be realized when man- 
agement recognizes that organized lub- 
rication is a major factor in cost control. 
Large firms, with plant lubrication 
engineers, and small firms, where lubri- 
cation is delegated to engineers who 
perform other duties, are uncovering 
exceptional opportunities to extend part 
life, eliminate downtime, reduce rejects 
(even save on lubricant cost) and other- 
wise add to income. 

As consultants, Texaco’s organiza- 
tion of Lubrication Engineers, opera- 


ting in all 48 states, has been effective 
in outlining a practical approach to 
these problems. A more detailed dis- 
cussion is available in an enlightening 
booklet: “:Management Practices That 
Control Costs Via Organized Lubrica- 
tion.” Write The Texas Company, Dept. 
P30, 135 East 42nd Street, New York 
17, New York. 








LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 


(PARTS, INVENTORY, PRODUCTION, 


DOWNTIME, MAINTENANCE) 
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Whats different about. 







Note: Constructions shown here 
apply to V-Belts up to and 
including 112” in length. 








HY-T V-Belts : E-C CORD V-Belts 


V-Belts wit! t»e Green Seal? 


re 


COMPASS- 
V-Steel Belts 





























x ~. Note: Constructions shown here 
i / ey apply to V-Belts over 120” in | 
t 4 Steel Cable V-Belts HY-T V-Belts E-C CORD V-Belts length. | 
























Plenty—when you’re belting multiple drives. For belts’ load carriers of airplane-type steel cables or 


that Green Seal certifies the dimensional stability Triple-Tempered (3-T) cord — Goodyear “exclu- 
of every belt that carries it. There’s no surer sive” cord that’s carefully tempered with Tension, 
guarantee that every belt in a set will match Temperature and Time. 


every other one—perfectly. And that they’ll stay 


This unique 3-T process brings the synthetic cord 
matched no matter how long you stock them before 


to its point of greatest strength and stability. 


installation. Result: the end of shrinkage in storage—plus 
So the dimensional stability of Green Seal belts greatest shock- and stretch-resistance in use. All 
is solid protection against “loafing,” slipping, of which assures you maximum, trouble-free 
stretching, scorching and other mismatching horsepower hours at minimum cost. Why settle 


troubles. And most of the credit belongs to the for less? 


DIMENSIONALLY STABLE V-BELTS with the 


“*" EOODFYEAR 


THE GREATEST NAME IN RUBBER 


The Goodyear Tire & Rubber Company, Dept. 794, Akron 16, Ohio 


Please send me complete information on what makes V-Belts with the Green Seal different from any others made today. 


Name. 





Company 





Street Address 











Compass, E-C Cord, Hy-T, Green Seal—T. M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 
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Straws in the Trade Wind 





&> CHEMICAL EXPANSION PLANNED — 
The chemical industry is going right ahead 
with its expansion plans despite the business 
slump. Over two and a half billion dollars worth 
of new domestic construction is planned for 
1958 and 1959 by the nation’s third largest in- 
dustry. Included in this figure are production 
facilities for metals refined or modified by regu- 
lar chemical processes. Among these metals are 
zirconium, titanium, boron, vanadium, and ura- 
nium. 


®& RECESSIONS: MADE OR BORN?—More 
evidence supporting the theory that consumers’ 
attitudes are somewhat responsible for widen- 
ing or narrowing recessions has been provided 
by the University of Michigan. A study by its 
Survey Research Center discloses the current 
deterioration in consumer sentiment about the 
business outlook has led to a curtailment of 
their spending plans. In other words, men and 
women who hear and read that this is a “bad 
time”, cut down on their purchases of consumer 
capital goods—notably household goods and 
furniture. 

&> MATERIAL HANDLING OFF—Reports in- 
dicate material handling equipment manufac- 
turers are almost scraping the bottom of the 
barrel. New order index of the Material Han- 
dling Institute shows bookings are down to 87.80 
(1954—100). The index average of new orders 
for the first 11 months of 1957, however, stood 
at 126.03. 


®& COMPETITION FOR FOAMED RUBBER 
—Foamed rubber salesmen are looking over 
their shoulders in the purchasing agent’s office. 
The reason: loud noises being made by their 
newest competitor—polyurethane. Applicable 
in a broad list of products, polyurethane could 
cut ‘into the ’58 sales and profits of rubber 
fabricators. However, greater use of air sus- 
pension systems by the automotive industry 
probably means that rubber manufacturers 
wil] continue to bounce along at a steady pace 
this year. 


&> SLUMPING STEEL FIGHTS BACK — To 
boost production in a slumping market, steel- 


makers are doing some indirect “selling” for 
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their customers. Steel executives now plump for 
federal guarantees of rail equipment loans to 
spur bookings of equipment manufacturers, 
large steel users. One possibility hoped for by 
steelmen: a privately-organized pool of funds 
raised from many sources to be used for rail- 
road financing. 


> BUYING OUT OF A RECESSION—A pro- 
posal that purchasing executives buy the way 
out of the current recession was put forward 
at a recent meeting of businessmen in the na- 
tion’s capital. Noting that even a 10 per cent 
rise in the defense budget in 1958 would only 
add $4 billion to the economy, one speaker as- 
serted that a mere two per cent increase in 
goods and services expenditures would add $5.6 
billion to the country’s spending power. 


> IDEA FOR CHEAP POWER AREAS—A 
practical system of heating a plant by using 
outside air has been developed for use in cheap 
electric power areas or high cost fuel sections. 
The system—made by a subsidiary of the Borg- 
Warner Corporation—utilizes electricity as the 
only power source. A heat pump removes heat 
from the outside air and elevates it to a usable 
temperature level, producing hot water which 
can be circulated throughout the building in 
the same equipment used for air conditioning. 


® CUT PLASTICIZER PRICES — Monsanto 
Chemical Company has made a 10 per cent price 





For the P.A.'s Hot File .. . 


Salesmen will soon be beating the 
drums at your door about a “stretch- 
able” paper. The new paper is tougher 
and absorbs impact better than ordinary 
kraft paper, say its sponsors, and has 
up to 20 per cent more stretch. Commer- 
cial production of bags and sacks has 
already begun—with a myriad of ad- 
ditional uses of the product, marketed 
under the trademark Clupak, being 
pushed by the manufacturer. One pos- 
sibility for the stretchable paper: dis- 
posable work clothing for factory em- 
ployees. 
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Symbol! of a Reputation 


. a reputation for integrity, for quality and 
service ... for advanced creative engineering 
achieved by New Departure in over half a cen- 
tury of precision ball bearing manufacture. 
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You'll find this emblem is also symbolic of our 
determination to continue, in the fullest meas-. 
ure, all those factors which have built that 
reputation. It is a visual pledge of this reso- 
lution to all our customers, present and future. 


Sanitiiawvwdasa c 


“D oa 


» * FORWARD FROM eirty 
turning point of 
modern industry 


NEV DEPARTURE 


DIVISION OF GENERAL MOTORS—-BRISTOL, CONN. 
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Straws in the Trade Wind 


reduction on two of its plasticizers. Asserting 
the no competitive pressures forced the price 
cut, the company explains that the lower price 
is an effort to “further broaden the market.” 


> ANOTHER SLUMP SIGNAL —Just one 
more sign that business is not all it should be 
has been provided by the American Supply & 
Machinery Manufacturers Association. It re- 
ports new orders for production tools and equip- 
ment placed by industrial distributors with 
manufacturers dropped again in December, ex- 
tending the slide that has been underway for 
virtually a year. The 18 per cent decline in the 
last three months pulled the association’s in- 
dex down to its lowest level since February 
1955. 


> IRON POWDER DOLDRUMS—A major 
factor in the six per cent. drop in consumption 
of iron powder last year was the attitude of the 
purchasing agents of its two largest customers 
—the automobile and appliance industries. With 
their own sales dropping, P.A.’s at car and ap- 
pliance companies slowed down on purchases 
of powdered metal parts, bringing total con- 
sumption down to 30,525 tons. Domestic ca- 
pacity of the industry alone is more than 
48,000 tons. 


®» WHY DO PRICES RISE?—An analysis for 
P.A.’s of why prices are rising in a slow busi- 
ness period has been provided by Dr. Arthur 
Burns, former chairman of the Council of Eco- 
nomic Advisors. Under classical rules, he says, 
prices (along with wages) used to go up during 
booms, go down during slumps. But a combina- 
tion of Big Labor’s monopolistic power to force 
wages higher and Big Business’ tendency to 
eliminate price as a competitive factor has 
changed the rules. 


& BUYING CONSTRUCTION EQUIPMENT? 
—Uncertainty over the federal road-building 
program has made the purchase of construc- 
tion equipment a tricky business. Prices, sup- 
ply and market conditions won’t settle down 
until a lot of the question marks are erased 
from the government-sponsored program. 


® MORE DIE CASTINGS—Look for an in- 
creased supply of aluminum die castings. Ac- 
cording to the American Die Casting Institute, 
this year will see a six per cent rise in pro- 
duction of aluminum die castings with 395 mil- 
lion pounds coming out of the mills. That could 
mean greater opportunities for P.A.’s to get 
lower price tags on castings bought in 1958. 


QUOTE ! eeeeeceeeceoeeoeoeoeoeseeeeeeseeseeeeeeeeeere 


Purchasing agents should take advantage of the cur- 


rent lull by looking ahead “fat the plus factors in the 
economic picture” and by planning for the upsurge that 
lies ahead, says Philip M. Talbott, president of the 
Chamber of Commerce of the United States. Warning 
against discouragement, he predicts that some of the 
key economic indicators will start moving up before 
the end of 1958. This is the time, he warns P.A.’s, to 
“accelerate research, eliminate loss items, get costs 
under control, improve production scheduling and re- 
view purchasing policies.” Noting that “sensitive com- 
modity prices have already reached an eight-year low,” 
Mr. Talbott asserts that producers are already “bring- 
ing production into line with demand at these lower 
levels in a number of commodity markets.” 


Philip M. Talbott 
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Look what paper is doing now: 


>» Pushbutton hot cocoa 
* Saves metal dies 


* Ideas for design engineers 


* Now it’s the “cocoa break!” This 
unique vending machine dispenses 
little packets of Nestle’s cocoa. 


Standard fountain supplies hot 
water. Flavor and freshness are as- 
sured by printed Pouchpak™, one of 
Riegel’s tailor-made protective pa- 
pers for packaging. *T™M 


* In the perforating and pinking of 
shoe leather, a special paper is used 
as a backing sheet. The paper pro- 
tects the sensitive dies from injury 
as they cut through the leather to 
the paper cushion. It’s a high density 
grade that’s tailor-made for the job 
by Riegel. An idea here for you? 


* Design engineers note: Ever 
think of paper as a leading engi- 
neering material? For things like 
auto battery separators, electronic 
coil forms, .“throwaway” elements 
for oil filters, printing plates, trays, 


covers, etc.? All these are now being 
made of special Riegel plastic im- 
pregnated papers. Our experience 
and unusual equipment can solve 
many problems for you too. Write 
to Riegel Paper Corporation, P. O. 
Box 250, New York 16, N. Y. 





* Tells who's where, who's who 
* Guards frosting guarantee 
* Protects all-purpose adhesive 


* Social lions and business tigers 
find this pocket phone and address 
index is just the answer for keeping 
track of who’s where, who’s who. 


Riegel helps make the index a suc- 
cess by supplying the long-lasting 
pressboard cards that keep essential 
phone numbers and addresses clear 
and legible in spite of rough and 
tough pocket wear. 

* Jewel’s delicious frosting mix 
guarantees “money back with a 
smile.” And Riegel’s Pouchpak* 


7 “J 

helps keep “customers with a smile.” 
This special packaging paper locks 
in delicate flavors, protects fluffy 
ingredients, keeps fine powders from 
sifting out. It’s engineered packaging 
by Riegel. 
* “Send me a couple of pages of 
glue!” That sounds strange, but it’s 
happening every day, now, thanks to 
a new pressure-sensitive adhesive 
film that sticks to almost everything. 
Fortunately, there’s one thing it 
doesn’t stick to: Riegelease, a special 
Riegel release paper that peels off 
the film with no trouble at all. 

* When you're stuck with a prob- 
lem, one of Riegel’s 600 different 
kinds of paper may help. Write 
Riegel Paper Corporation, P.O. Box 
250, New York 16. 


* Keeps Dentyne factory-fresh 
* Fluorescent papers 


>k Experimental Paper Machine 
“For Rent” 


* Half the fun in gum is flavor. To 
make sure Dentyne stays factory- 
fresh American Chicle buys “flavor 
insurance” with a special Riegel 
glassine-foil combination that won’t 
crack at tightly formed folds. Seals 
moisture and flavor in. 


= 


* Riegel’s Fluorescent White Jersey 
is a new ultra-white bristol and cover 
that makes your sales folders, book- 
let covers, posters and cards really 
stand out and snap. Ask your printer 
to use Riegel’s Fluorescent White 
Jersey. 


* Want to be your own “paper 
tailor’? You can, with Riegel’s “X” 
machine, a pilot-sized experimental 


paper machine. The cost is extremely 
low: just $25 an hour plus the small 
cost of materials used. And Riegel 
furnishes research, engineering, and 
labor. Let us know what you want 
paper to do. Write to Riegel Paper 
Corporation, 260 Madison Avenue, 
New York 16, N. Y. 


TECHNICAL PAPERS FOR INDUSTRY 
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U NION DEMANDS in the 
auto industry have cast a broad 
shadow labor-manage- 
ment relations, with serious im- 
plications for the purchasing 
agent affecting prices, costs and 
supply. 

In the past, wage negotiations 
in the automobile industry have 
been carried right up to the 
deadline of contract expiration, 
with no clear sign as to whether 
a strike would develop—and 
current negotiations will follow 
such a pattern. 

While strike possibilities are 
obscure, the demands_ which 
have been made on the auto in- 
dustry will tend to shape the 
wage patterns in other indus- 
tries. 


across 


Can't Hold Wages 


While there has been much 
talk of holding the line on 
wages, there is a whole series of 
economic factors that make this 
virtually impossible. First and 
foremost is the fact that a large 
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Special Industry Report: 


segment of organized labor is 
working under existing con- 
tracts that automatically yield 
wage increases of substantial 
amounts. The pattern is one of 
leapfrogging, and union labor 
takes the position that if any 
one union in basic industry gets 
an increase, they are all en- 
titled to a parallel increase. 

The basic question is to what 
extent autos and aircraft (which 
also has important negotiations 
coming up this year) will seek 
to pull ahead of the other un- 
ions—what new gains they will 
expect beyond the so-calied an- 
nual productivity improvement 
factors and the cost-of-living 
wage adjustment factors. 

These are as yet unknowns. 
The early demands for profit 
sharing by the United Auto 
Workers only vaguely reflect 
what may happen in closed-door 
bargaining over the next sever- 
al months. 

The only certainty is that the 
wage bill will be up. This is 
clearly spelled out by what is 


happening in other segments of 
industry. 

The pay of approximately 
4 million workers will increase 
this year by automatic provi- 
sions in 530 labor contracts ne- 
gotiated last year and in 1956. 

In addition to these automatic 
wage increases, the number of 
workers who are covered by 
cost-of-living adjustment claus- 
es will be at an all-time high 
this yvear—roughly 4.5 million 
workers. 


$10 Million Increase 


As an example, in the meat- 
packing industry alone, 120,000 
workers will gross over $10 mil- 
lion additional income this year 
as a result of a cost-of-living in- 
crease. This is the third cost-of- 
living increase in two years. It 
is over and above the previous 
pay gains in the meatpacking 
industry due to cost-of-living 
and other wage increases which 
over the past five years, have 
meant an increase of $65 mil- 
lion a year in workers’ wages. 
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FORGED INSET 


Flash Butt-Welded Into a Stainless Ring 


\ SAVES MATERIAL, TIME, 
. and MONEY 


By welding a forging into a circled section of an extruded 
shape, American Welding saved one jet engine manu- 
factyrer over 200 Ibs. of AMS-5613 stainless steel per 
ring. Hours of machining time were also eliminated. 
The finished ring met both government and prime con- 
tractor's specifications. Savings per ring were very 
substantial. 


This is a typical example of how American Welding's 
experience in forming and welding of stainless, alumi- 
num, titanium and heat-resistant alloys has helped 
others cut production costs—and may be able to 
help you. 


If your problem is circular and of metal — call American 
Welding first. 


NEW PRODUCTS 
CATALOG AVAILABLE 


Write today for 20-page catalog 
illustrating the many types of 
circular products American 
Welding can form, weld and 
machine for you. 


AMERICAN WELDING 


THE AMERICAN WELDING & MANUFACTURING CO. 


460 DIETZ ROAD * WARREN, OHIO 
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Deferred wage increases will 
show up in metalworking, trans- 
portation, construction and food 
industries. Metalworkers lead, 
with 1.4 million workers ex- 
pecting anywhere from 5¢ to 
13¢ an hour more this year. 
Steelworkers will take home an 
extra 8¢ to 9¢ an hour. 


Price Outlook Varies 

The impact of these hourly 
wage rate increases on prices 
will differ. In some industries, 
there is room for absorption—in 
others, the cost structure leaves 
less latitude on pricing policy. 

In steel, there have been fore- 
casts that a $7-a-ton increase in 
price by midyear is inevitable 
On the other hand, the copper 
industry has made price reduc- 
tions as demand weakened, and 
the marginal producers 
been forced to close down. 

Many of the wage demands of 
organized labor are based on 
what they call improvement fac- 
tors—or roughly, increased pro- 
ductivity. Union position is that 
labor should get some of the 
benefits of any advances in 
technology or improved machin- 
ing and production techniques. 

Management position is that 
improved productivity should be 
shared with labor, but that la- 
bor must not drain off produc- 
tivity gains to the point where 
what remains is not sufficient 
to finance further capital im- 
provement. 


have 


Uneven Improvement 


Another problem is how to 
get an exact measurement of 
improved productivity. Labor 
unions have maintained that the 
productivity increase has been 
almost automatic and constant 
—while the experts in measur- 
ing productivity report that the 
increase in industrial productiv- 
ity has been uneven. 

These concepts will be batted 
around at the bargaining tables 
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in both autos and aircraft but 
it’s certain that agreement will 
entail a higher hourly wage. 


If a Strike Comes 

Agreement at the bargaining 
table also presupposes no change 
in the supply picture—certainly 
no interruptions in supply. 

On the other hand, a dead- 
lock could have an immediate 
impact on supply. Autos and air- 
craft are both large consumers, 
in terms of tonnages and in 
terms of the varieties of materi- 
als and components they use on 
the production line. 

What happens in the event of 
a strike? When a strike is im- 
minent in a basic materials pro- 
ducing industry, buyers try to 
stock up in advance—(1) to as- 
sure continued supply, and (2) 
for price considerations, in the 
certain knowledge that a strike 


Price-Wage Trends 
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means higher costs and there- 
fore higher prices. Any pur- 
chase from a basic materials 
producing industry before a 
strike usually turns out to be at 
a bargain price, although some- 
times a P.A. can guess wrong. 

A long strike creates a major 
problem for all suppliers feed- 
ing the struck industry. It 
might be generally conceded 
that when the strike is settled, 
demand frequently exceeds the 
total take that would have been 
purchased had no strike devel- 
oped—but these are assump- 
tions, not certainties. 

It is obvious that the P.A. is 
not a prime mover in labor- 
management negotiations — but 
what happens at the bargaining 
table will undeniably show up 
next in the cost and price pro- 
jections that are the lifeline of 
purchasing. —A. N. Wecksler. 
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buy 


Scott Towels 
for 
many 


reasons: 


Mr. Robert F. Scherer, Purchasing Agent, 
Dow Jones & Company, says: 


“Scott Towels paid for their own 
change-over costs within six weeks 
at DOW JONES!” 


Dow Jones switched from roll cloth to Scott Towels for improved sanitation. 
They found that Scott Towels also cut maintenance-costs—with the building 
superintendent reporting that Scott Towels have made his job easier! “But 
equally important,’ says Mr. Scherer, “‘is the savings realized.”” We estimated 
a savings of 23% . . . spent about $150 on cabinet change-over . . . and 
after checking usage, we find our savings to be 29°. This has paid change- 
over costs, inside of the first six weeks! Mr. Scherer adds that his firm is 
very pleased, too, with the service of the Scott distributor. 


Call your Scott distributor today. He's in the Yellow 
SCOTT PAPER Pages, under ‘‘Paper Towels." And watch ‘‘Father Knows 
Best"’ and ‘“‘The Gisele MacKenzie Show"’ on NBC-TV. 


Scott UHA Towels * Scott Multifold Towels-Singiefoid Towels * ScotTissue 
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Regional Roundup 


Uncertainty Marks New England 









New Englanders are uncertain about the length and duration of the re- 
cession in this section. Accordingly, inventories have been brought under 
much closer control and an increasing disposition is noticeable among pur- 
chasing agents to buy either on a hand-to-mouth basis or over a very 
short-term period. However, Yankee businessmen are figuring on a spurt 
in the latter part of the year, especially among the many electronics com- NEw 
panies located hereabouts. ENGLAND % 
A brisk spring and Easter is predicted for three lines in which there ++ 
has been considerable unemployment of late—textiles, apparel and shoes. 
Despite many defections to the South, textile enterprises remain one of 
New England’s leading industries and are largely responsible for the 
economic health of many communities. 












Pittsburgh Feels Cutbacks, Layoffs 
















Production cutbacks and employment layoffs are the keynotes of the 
industrial picture around Pittsburgh, says the Purchasing Agents Associa- 
tion of Pittsburgh. About two-thirds of the members reveal that their pro- 
duction is at the lowest in six months and their employees are being fur- 


loughed. Most of the purchasing executives report smaller backlogs and MIDDLE 
declining profits as well. But plans are being formulated for spending $200 ATLANTIC 


million for public construction in Pennsylvania this year in a move to 
reduce the 435,000 statewide unemployment figure. 

The decline of general business conditions in the mid-Atlantic states 
that began in 1957 continues, however, and there is no indication when 
or how any upturn will evolve. It looks like the whole area will begin 
moving upward only when the steel companies recover their lost business. 


Southeast Steel Inventories Low 




















Users of iron and steel in the Southeast have reduced their inventories 
to dangerously low levels, in the opinion of local steel executives. Instead 
of the customary 45 to 60 day inventory, many purchasing agents are 
operating with only enough supplies for two weeks’ operations. Some 
companies that might have sudden upturns (due to factors like a spell of SOUTH 
fine weather) have been advised by suppliers to “look to their cupboards.” 

Hosiery manufacturers are hoping for something better with the start EAST 
of fall business in July, but are currently in an extremely depressed mar- 
ket. Chemical men, on the other hand, are looking ahead to steady business 
in the next few months with no major changes expected. 

Production note: job-hopping, absenteeism, tardiness and gold-bricking 
are fast disappearing from the Dixie factory scene in the wake of recent | 
layoffs. he 
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WHICH BEARING 
IS RIGHT FOR YOU? 





Play it safe! Do business with an 
AUTHORIZED FAFNIR DISTRIBUTOR 


These ball bearings look alike but... there 
is an important difference between them. 
The one on the left has slinger-type, fric- 
tionless seals for effective retention of lu- 
bricant and exclusion of foreign matter 
at moderate to high shaft speeds. The 
other bearing has contact-type seals for 


slower speed applications, especially where ° 


dirt, moisture, or other “‘bearing killers’’ 
may be excessive. 


Such differences in bearing design are often 
difficult to distinguish. Yet they are all- 
important to proper machine performance 
and trouble-free service. They are thor- 
oughly familiar to your Authorized Fafnir 
Distributor... that's why it pays to do busi- 
ness with him. 


Your Fafnir Distributor is a bearing spe- 
cialist, and is able to give you expert, un- 
biased advice on what bearings will best 
meet your requirements — whether it’s on 
a simple matter of bearing replacement, or 
a problem of specifying the proper bear- 
ing for a particular application. 


By ordering from your Authorized Fafnir 
Distributor, you benefit from the services 
he’s qualified to offer. What's more, you 
avoid equipping with obsolete bearings, 
or units that are “second best"’ substitutes 
for the job. 


So play safe. For the most effective and 
cooperative help in bearing selection, 
supply, or service, do business with your 
Authorized Fafnir Distributor. 


The FAFNIR BEARING COMPANY, New Britain, Connecticut 


For More Information Write No. 163 on Inquiry Card—Page 32 


PURCHASING 








Purchasing Previews 




















Regional Roundup 


Construction, Transportation Booming 





Construction and transportation are making the big news in the Mid- 
west this year. And almost every new building, new road, or new trans- 
portation innovation is directed towards bringing this section more do- n 
mestic and foreign trade. O’Hare International Airport, north of Chicago, 
is the scene of feverish construction activity, with new runways, taxistrips, z 
buildings and hangars being rushed to completion. The Chicago and East- MiID- 
ern Illinois Railroad has just started “hot-shot” freight service from the WEST 
Windy City to the Pacific Coast that will result in a 24-hour speedup in 
deliveries. However, some weak spots stick out in this area, which is gen- 
erally moving at a faster rate than most others. An example: Milwaukee 
is feeling the effects of declining new orders in the machine tool industry. 


Oil Stocks High, Prices Low 
















Oil, as usual, is the big Southwest story: stocks float higher, crude 
prices drip lower. Optimists looked to winter weather to boost fuel oil 
prices, but five per cent higher consumption of light heating grades isn’t 
enough to counteract the increased flow of imports. Gloom doesn’t rub 
off on the petrochemicals side of the industry; production of petroleum SOUTH 
by-products is slated to grow by more than 10 per cent in 1958. Cotton, 

— : ea. sae whales é , ie . WEST 
too, makes market news as buyers accustomed to surpluses run into a 
shortage of good-quality fibres. 

The small but growing steel industry in these parts scrambles to hold 
business from far-off “pirates” invading the area to bolster sagging trade 
in their own regions. And Southern Pine mills, fighting lower-priced 
Northwest fir, come up with laminated structural sections and truss de- 
signs to get more construction jobs. 


Space Research Boosting Area 












Western aviation companies, hit hard by cancellations and stretchouts 
of government contracts, see a silver lining in a depressing cloud of declin- 
ing aircraft procurement. The material: contracts for machines and equip- 
ment to break the space barrier. Space research and experimentation, FAR 
combined with increased funds for missiles, components and rocketry, is 
easing some of the gloom felt here since the last quarter of 1957 and is WEST 
responsible for the re-employment of thousands who were laid off. 

Another boom, especially in Southern California, is the development 
of the “cermet” industry. Purchasing agents can find new materials and : 
services from this combination of heat-resistant ceramics with the new at 
“wonder” metals. 
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transmission components 


es 
"Save design time 
-»ekeep our costs at 
THIS SPECIAL MACHINE, (above) is built by the Eraser 


lowest lev 7 Co., Inc., for automatically stripping and soldering fuse 
plug lead wires. It requires the highest standards of pre- 
cision and performance in all components. Assembly 
includes BOSTON gears, rack, pillow blocks, pulleys, 
sheaves, and bushings, also the BOSTON Ratio- 
motor shown at the right. Manufacturer says — “In de- 
signing special machines, we use standard stock parts 
wherever possible. They save design time and keep our 
manufacturing costs at the lowest possible level.” 
THIS DRIVE for a rotary nylon bristle brush (left) is a 
component of an over-feed device for tentering frames 
made by Marshall & Williams Corp. This manufacturer 
of textile finishing equipment knows the many advan- 
tages of “Design around BOSTON Gear”. The standard 
gears (laminated phenolic), sprockets, chain, and pillow 
blocks used are all supplied from local Distributor’s stock. 


Design around BOSTO 
from simple drives to full automation — 


BOSTON Gear now offers more products than and show you how to get the maximum benefits 
ever to meet any drive need, quickly obtainable from standardization — in lower costs, in easier 
“off-the-shelf” from local stocks. Your BOSTON maintenance, in simplified servicing. Boston Gear 
Gear Distributor will help you simplify planning, Works, 74 Hayward Street, Quincy 71, Mass. 


Forneoren Distriburor|| 2124 STANDARDIZED PRODUCTS 


CALL 100K eg "GEARS" 
YOUR maine Pages OFF-THE-SHELF — AT FACTORY PRICES 


DISTRIBUTOR 





— STANDARD STOCK GEARS ——— = & CHAIN SPEED REDUCERS ——————— 
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& Nese A TAPERED BUSHINGS 
MITER & BLVE WELICAL worm on CARS ‘SPROCKETS REDUCTORS RATIOMOTORS FLANGED REDUCTORS BOSTON GEAR BRONZE BEARINGS 
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What's the 
LABOR OUTLOOK FOR 1958? 





Many economists have predicted that 1958 will be a year marked by labor strife. 
Purchasing agents naturally have to keep informed on labor developments in their 
own industries as well as those of their suppliers in order to make reasonably 
accurate forecasts on supply and price trends. To find out how purchasing agents 
view the labor outlook this year, we surveyed a representative cross section of 


purchasing executives. These are their combined answers: 





21% 















1. Do you anticipate any strikes No —_——- 79°, 
among your major suppliers this 
year? 


Possibility of strikes were mentioned 
most often in connection with these indus- 
tries: chemicals, brass and copper, automotive. 








2. As a result of new labor con- 
tracts to be worked out this year, 





do you think many of your sup- Few 73% 
7 pliers will have to raise their 
prices? 








° 
3. Do you expect strikes to cause Ves - 
shortages of any items you regu- 
larly buy? 
No om OT % 


Fesruary 17, 1958 





GENERAL CHAINS 

Cast chains including detachable, pintle, 
case conveyor, mill, transfer, log-haul, 
combination-Durobar, cast roller, ley 
bushed, and drag. Steel chains including 
detachable, Chabelco, drop forged, 
block and bar, long-pitch leaf, and 
TableTop. 
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ROLLER CHAINS 
Complete line of roller chains, including 
ASA single and multiple strand, ASA 
double pitch, agricultural, replacement, 
and PlateTop; block and leaf chains; 
STOCK and special types. 





f 
CAST SPROCKETS 
Including STOCK ond order sizes, arm- 
body and plate-body, solid and split, 
flanged rim and drum flanged, traction 
wheels and idlers. Made of gray cast 
iron, Temperim or cast steel. 


CUT SPROCKETS 
Including single and multiple strand, with 
and without hubs, in STOCK sizes of 
Shaft-Ready, Taper-Lock, and stock-bore 
types for roller chain; alsomade-to-order 
sizes. Made of steel or semi-steel, de- 
pending on type. 





BEARINGS AND TAKE-UPS 
Including the Shafer Self-Aligning Roller 
Bearing line of pillow blocks, flange 
units, cartridge units, flange-cartridge 
units, duplex units, take-up units, and 
take-up and frame units. Also babbitted 
ond bronze-bushed types. 





TRANSMISSION 
Including roller chain flexible couplings, 
squore-jaw ond spiral-jaw clutches, solid 
and split set collars of malleable iron or 
steel, chain slack adjusters, and lubricat- 
ing fittings. 


ELEVATOR BUCKETS 
Cast types made of malleable iron or 
Z-metal, and fabricated types made of 
welded steel. STOCK and order types. 
From the smallest to the largest commer- 
cial sizes for handling all classes of 
bulk materials. 





CONVEYOR PRODUCTS 
Complete line of belt conveyor idlers— 
regular and training, in troughing, flat, 
and return types; welded steel pulleys; 
belt conveyor trippers and take-ups; 
belt cleaners; backstops; steel beaded 
slats; leakproof aprons and self-con- 
tained feeders. 


ACCESSORY PRODUCTS 
Bin gates of undercut type or rack and 
pinion type—plain and dust-tight Spray 
nozzles in a complete range of sizes 
and materials. Chain vises and cases. 


When you’re looking for 











What in addition to a good product do you expect of a supplier? 


You should know about CHAIN Belt warehousing. It assures 
prompt and accurate shipment of standard items from nearby 
stocks often right in your own community. 


You should know about our prompt attention to emergencies 
and specials—the proudly maintained CHAIN Belt reputation 
for producing the impossible in product or time. 


You should know about the experience and training of our 
field organization—distributors and field sales engineers. These 
men can often suggest a better component than you knew existed 
—for less money. 

Write today for CHAIN Belt’s new Catalog 610 of standard 
merchandise for mechanical power transmission and conveying 
machinery—and consider the extra values which CHAIN Belt 
offers you toward a sound and mutually profitable business rela- 
tionship. CHAIN Belt Company, 4670 West Greenfield Avenue, 
Milwaukee 1, Wisconsin. 


CHAIN! sect 
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Yes Upp 


4. Do you expect any majo! 
strikes within your own industry 
during 1958? 


5. As a result of new labor con- 

tracts your company may sign Yes 
this year, do you believe your or- 
ganization will have to raise its 
prices to cover higher labor wy, 
costs? 


6. Do you favor the trend toward 
long-term labor contracts as a Yes 
means of stabilizing supply even 
though this type of contract is 

often more costly and eventually No 
forces higher prices? 


WHAT THEY SAY: 


One of the most interesting findings of this 
Purchasing Opinion Poll is that the majority of 
P.A.’s are still more concerned about having a 
sure source of supply than they are about prices. 

In answering question No. 6, 61 per cent of 
the purchasing executives said they favor long- 
term contracts as a means of stabilizing supply, 
even though this type of contract is often more 
costly and eventually results in higher prices. 

On the surface the fact that P.A.’s want to make 
certain that they can get what they need does 
not seem too surprising. However, in view of the 
fact that with the exception of nickel, there have 
been few commodity shortages during the last 
several years, the continued concern about 
supply is significant. 

It is also interesting to note that in spite of the 
fact that many economists have predicted that 
1958 will be a year marked by labor strife, few 


FeRBRUARY 17, 1958 


6% 


no YU MMMMMMMMMM(|"-- *** 





UMMM 46% 
YM 54% 








MMMM 61% 
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P.A.’s go along with this view. For example, only 
slightly more than one out of 20 purchasing 
agents believes there will be a strike in his own 
industry this year. And although one out of five 
P.A.’s believes there may be some strikes among 
his major suppliers in 58, less than one in ten 
thinks the strikes will be serious enough to cause 
shortages of any of the items he purchases. 

Somewhat paradoxically, nearly half (46 per 
cent) of the P.A.’s believe their own companies 
will have to raise prices to cover higher labor 
costs resulting from contract negotations this 
year. However, when the shoe is on the other 
foot, only 18 per cent of the purchasing execu- 
tives expect many of their suppliers will raise 
prices because of higher labor costs. 

This line of thinking may be somewhat on the 
wishful side. 














What you should know 







uch tailoring: does 


4\ Prcxing the proper corrugated ship- 
, ping carton is like buying a suit. Rarely will a 
\ ready-made, “‘off-the-shelf”’ unit fit perfectly. 
ie Some modifications usually are needed; pos- 
sibly even a complete custom-built job. It all 
depends on your product and how it is nor- 
mally handled and shipped. 


You may find, for example, among the repre- 
sentative basic box types shown here one 
that’s just right for you. Or perhaps further 
structural design work would enable you to 
ship more efficiently and economically. 


Talk it over with your local Union Box repre- 
sentative. He’s an expert at pin-pointing all 
the pertinent factors. And at recommending 
or helping develop the most practical box 
for your needs. 


1. Regular Slotted Cog 1. Regular Slotted Container 

Probably the most popular type used today. 
Fits all standard automatic packing and seal- 
ing units. All flaps the same length; outer 
flaps meet in center. Single- or double-wall 
construction is used, depending on degree of 


2. Special Flap Slotted Container 





4. Double Cover Box 


3. Half Slotted Container 


PURCHASING 
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about types of Union Boxes 


protection your product needs. 


Similar to the ‘‘Regular Slotted” is the 
“Center Special Slotted Container’. Top and 
bottom areas are stronger; both inner and 
outer flaps meet at box center. 


2. Special Flap Slotted Container 


There are two kinds of “‘Special Flap’’ boxes. 
In one, the top and bottom flaps partially 
overlap. In the other (shown left) they overlap 
completely, providing double thickness at top 
and bottom. When strapped shut, flaps over- 
ride each other, form snug, non-butting 
closure. If glued, adhesive covers full flap, 
assures extra safe, durable bond. 


3. Half Slotted Container 


Bottom is similar to Regular Slotted Con- 
tainer. Flanged cover is sent as a blank for 
set-up by shipper. Good as combination ship- 
ping shelf package. Without cover, used for 
batteries, other heavy, small items. Also, as a 
transfer file or stock box. 





4. Double Cover Box 


Ship heavy items where strapping is neces- 
sary? This three-piece box with telescoping 
covers might be just the ticket. Excellent 
stacking strength; strong covers take rough 
handling. Often used in large sizes for bulk 
packs on pallets. 


5. Telescope Box 


You'll probably need a box like this if you 
ship flat items such as paper, books, adver- 
tising material, etc. It protects with a double 
build-up of sheet around sidewalls and corners 
which also gives you maximum stacking 
strength. May be constructed as a full tele- 
scope (see below) or as a partial telescope. 


6. One-Piece Folder 


Another excellent shipper for books, catalogs, 
etc. Packs and closes quickly and easily. 
Mostly used for parcel post and express ship- 
ments. Also made up as “One-Piece Special 
Folder’’ where all flaps meet in center. 





6. One-Piece Folder 


Write for new, informative booklet, ‘Types of Corrugated Bozes.” 


frit? 
GDUNION BOXES 


UNION BAG-CAMP PAPER Corporation 
233 BROADWAY, NEW YORK 7, N. Y. 


Factories: Savannah, Ga., Trenton, N. J., Chicago, Ill., Lakeland, Fla. 


Saies Offices: Eastern Division—144 E. State Street, Trenton, N. J. 


Southern Division—P.O. Box 570, Savannah, Ga.; P.O. Box 454, Lakeland, Fla. 
Western Division—4545 W. Palmer, Chicago, Ill. 


For More Information Write No. 166 on Inquiry Card—Page 32 


your shipping container need? 


23 








Modern electrolytic method for Monsanto caustic potash assures you uniformity, purity, prompt delivery 
[wo grades of liquid (45-52%) caustic potash, low-chloride and technical, are available 
nationally from Monsanto. Caustic potash of pace-setting quality . 


..in uniformity, in 
purity. If you are interested in the finest liquid KOH, for now and in the future, call 


your local Monsanto representative or write: MONSANTO CHEMICAL COMPANY, Monsanto 
Inorganic Chemicals Division, Lindbergh and Olive St. 


toads, St. Louis 24, Missouri. In 
Canada: Monsanto Canada Ltd., Montreal. 


Where Creative Chemistry ® 
Works Wonders For You 


Unfailing source of Sodium Bisulfite, Sodium Bisulfate, Chlorosulfonic Acid, Muriatic Acid, Nitric Acid, Sulfuric Acid and Alum 
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Washington Report 


Predict Price Stability in °58; 
Steel Hike of About $5 Expected 


Leveinc OFF of prices dur- 
ing spring and early summer with 
no changes of importance in price 
structure is forecast by price 
analysts of the Bureau of Labor 
Statistics. 

In an interview with PurcHAs- 
ING Magazine the BLS experts 
made these forecasts: 

Little, if any, price change is 
likely in any of the major cate- 
gories. In basic materials, we are 
down to the bottom, and unless 
the bottom drops out (distress 
selling), there is little possibility 
of change. 

There is generally a wait-and- 
see attitude to determine how 
business will shape up in the 
spring. First big break in the 
leveling-off trend in prices will 
come July 1 when basic steel 
wage contracts call for an auto- 
matic increase in hourly wages of 
between 8¢ and 9¢ an hour. 


Freight Costs Rise 


In addition to this higher cost, 
the steel companies—like many 
others—report that their freight 
costs have been going up. This 
would indicate that the industry 
will seek to pass along as much 
as possible of the increase in their 
wage bill. 

If the whole wage bill were to 
be passed along to the consumer, 
the increase per ton would be 
roughly $7. Speculation is that 
steel producers may try to hold 
the increases below the $7 figure. 

Price increases will not sit well 
if the level of unemployment is 
high, and there is considerable 
consumer resistance. Under such 
circumstances, look for a price 
increase of around $5 a ton, with 
the steel companies exerting 
heavy pressure to keep the price 
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of scrap low to offset higher wage 
and freight costs. 

Here the PA loses both ways: 
higher prices for steel, continued 
low prices for the scrap he gen- 
erates. 


@ Military Buying Hits 
Faster Pace 


Muurary PIPELINE will be 
filling up during the first half of 
this year at a fast rate. New con- 
tracts let during December 
(major procurements) totaled 
$1.6 billion, and this rate will be 
maintained during the first six 
months of the year. 

Department of Defense analysts 
point out that this rate is “ab- 
normally” high, and that during 
the second half of 1958 (based on 
the military budget submitted by 
the President), the rate of new 
contract letting will drop, totaling 
around $7.5 billion. 

For purchasing agents who had 
to do some fancy maneuvering 


Labor Secretary Mitchell estimates 
unemployment during February will 
rise to between 4 and 4.5 million. 


last summer when military con- 
tracts were cut back sharply, the 
outlook is this: 

During the first six months of 
1958, major procurements will to- 
tal $9.7 billion (as contrasted with 
contracts totaling $5.7 billion dur- 
ing the last half of 1957). The 
contrasts are even more startling 
based on what happened during 
several of the low buying months 
of last year. In July of last year, 
for example, contracts let for 
major procurement dropped to 
$300 million. 


Keep Inventories Down 


Department of Defense officials 
feel that companies receiving the 
new orders will be buying ahead 
for both current production and 
for inventory based on the new 
military buying commitments. 
Note: Department of Defense 
change in policy on progress pay- 
ments, cutting down the amount 
which contractors can receive in 
advance of making delivery, 
means P.A.’s should continue to 
play inventories close to the vest. 
On Cost-Plus-Fixed-Fee  con- 
tracts, contractors can only re- 
ceive 80 per cent of their expendi- 
tures prior to delivery of com- 
pleted product. On fixed price 


contracts, contractors can only re- 


ceive 70 per cent of total costs. 

While there have been sharp 
fluctuations in volume of con- 
tracts placed for military goods, 
the actual expenditure rate has 
been fairly steady. Increase in 
spending during fiscal ’59 will be 
less than a billion dollars. 


@ No Slackening of 
Merger Urge 
Q 
JOURCES OF SUPPLY be- 
come fewer as the industrial 
merger trend continues. Federal 
Trade Commission makes a rough 
reading on mergers by following 
reports in financial journals and 
business reporting services, and 
has come up with an analysis 
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COAST-T0-COAST 


...One Carrier Responsibility ALL THE WAY 
with NON-STOP, 2-MAN SLEEPER CABS! 
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Washington Report 


which shows that the number of 
mergers last year was about the 
same as in ’56. 

In most cases, mergers were 
for the purpose of achieving 
greater diversification of product. 
Financial considerations were the 
second most important factor. 


@ See End of Inventory 
Cutbacks Soon 


Purcuasinc AGENTS 
stepped up the rate of inventory 
liquidation in the last quarter of 
57, and will likely continue to 
bring down inventory levels 
through the first quarter of this 
year. 

Department of Commerce ana- 
lysts reporting on the raw data 
on inventory trends point out 
that final quarter reports on in- 
ventory are extremely important 
as many of the reports are based 
on firm figures, while previous 
quarterly reports may be of a 
preliminary nature. 

Still unanswered is the ques- 
tion of when the inventory trend 
will shift—when P.A.’s will turn 
from liquidation to a rebuilding 
process. 

Analysis of sales figures and 
unfilled orders in the final quarter 
of last year shows only a moder- 
ate turn down, and it would there- 
fore appear that the period of in- 
ventory liquidation will be short. 


‘@ Standard Oil Wins 
“Good Faith" Case 


For P.A.’s, the Supreme Court 
decision that the Standard Oil 
Company of Indiana acted in 
“good faith” in offering selected 
gasoline stations lowered prices to 
meet competition, will mean little 
on a day-to-day basis. 

Federal Trade Commission top 
legal spokesmen point out for 
purchasing executives that “good 
faith” is rarely established as an 
adequate defense against Govern- 
ment charges of illegal price dis- 
crimination. 

“What is good faith in one case, 
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may be bad faith in another,” is 
the FTC view. 

In the Standard Oil case, the 
company was losing distributors 
and outlets, and claimed that it 
had to meet price competition or 
be forced out of the Detroit 
market. 

Standard’s legal battle dates 
back to 1940. The basic issue was 
whether or not the oil company’s 
price cutting was indeed an act 
of good faith, and the Supreme 
Court has finally ruled in favor 
of the company. 


Tighten the Law 


There is some difference of 
opinion as to the effect of the rul- 
ing on FTC operations. One view 
is that the Supreme Court ruling 
kicks a big hole in Robinson-Pat- 
man—that now “good faith” will 
have to be carefully defined in an 
amendment to the law. 

From top FTC legal spokes- 
men comes the statement that 
“We can live with this ruling, but 
this will stimulate members of 
Congress to tighten up the law.” 

In the meantime, it is hardly 
likely that companies will go off 
the deep end in offering special 
price concessions to favored cus- 
tomers, relying on “good faith” as 
a defense against FTC action. 

There is more the feeling that 
under the Supreme Court’s rul- 
ing, a big company does not have 
to sit back with hands tied if a 
small competitor tries to run them 
out of a local market by cutting 
prices. 


@ Want to Buy an 
Isotope? 


Buyers of radioactive isotopes 
saved their companies a half bil- 
lion dollars last year—and the 
savings will mount on a year-by- 
year basis. 

Atomic Energy Commission re- 
port summarizing the last three 
years shows 1600 organizations 
have been authorized to use iso- 
topes for industrial purposes. 

Of specific interest to P.A.’s, 
the AEC reports that it has re- 





“THIC LUBRICANT 
MEET® OUR 
REQUIREMENTS 
FOR SUB-ZERO 
TEMPERATUREC’ 








Says- TUCKER SNO-CAT CORP. 








‘“‘We are proud to state that there 
are over 50 SNO-CarTs satisfactorily op- 
erating in the Antarctic in temperatures 
as low as minus 60 degrees. This seems 
to us the ultimate in extreme tests for 
both SNo-CaTs and LUBRIPLATE Low- 
Temp Lubricant on which SNo-CaTs de- 
pend for their consistently outstanding 
and reliable performance.” 


J. M. Tucker, General Manager 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 


IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose . 
LUBRIPLATE H. D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 




















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


Fisk ore LIT co 
E BROTHERS REFINING.” 
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The big difference is SPEED | 
Railway Express is a complete rail-air-sea 


shipping service that carries your shipment 
safely and swiftly to any of some 23,000 
communities in this country—and, via Rail- 
way Express World Thruway Service, to 
almost any point abroad. | 


For More 


The big difference is ECONOMY 

When you specify Railway Express, you can 
be assured of real economy. Railway Express 
picks up and delivers (within REA vehicle 
limits) at no additional charge. And one fixed 
charge is all you pay from point of origin 
to destination. 


silverware A 
most anywhere on the map , 






| 





makes The Big Difference 





The big difference is DEPENDABILITY 

Up-to-the-minute equipment and completely 
modern. methods of operation, as well as 
specially trained personnel mean direct, 
dependable deliveries. So whatever you're 
shipping...near or far...always depend on 
Railway Express for transportation at its best. 
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duced the prices and increased 
availability of key isotopes and of 
such radiation sources as cobalt 
60—also that restrictions on ob- 
taining and using radioisotopes 
have been lessened. 

Most common uses of isotopes 
by industry: 

Radiography — Where radium 
and x-ray have been used in the 
past for inspection of metal cast- 
ing and welds, now reactor-pro- 
duced cobalt 60, cesium 137 and 
iridium 192 are cheaper and more 
effective. More than 550 firms are 
licensed to do radiography with 
radioisotopes. 

Gages—Applying principle of 
radiation penetration, a number 
of gages have been devised. Some 
400 nuclear thickness gages are 
used in paper mills. More than 
3000 density gages are in use in 
the cigaret industry to measure 
and control cigaret density 

Tracers—Most important indus- 
trial application of radioisotopes 
is their use as tracers. Isotopes 
incorporated into a batch or a ma- 
terial can be traced to discover 
the physical transfer or chemical 
or biological reactions of the 
material. 

The material labeled and traced 
may be metal particles worn from 
a piston ring, catalytic beads cir- 
culating in petroleum, the bound- 
ary between two types of petro- 
leum products flowing through a 
cross-country pipeline, the loca- 
tion of acid action to improve oil 
flow at the bottom of an oil well, 
water escaping from a leak in an 
underground pipeline, a pirate 
color in a textile-printing opera- 
tion which damages cloth. There 
are hundreds of other practical 
everyday applications—and, ac- 
‘ cording to AEC, many more to 
come. 

Other fields where use of iso- 
topes will increase are to stimu- 
late chemical reactions, use of nu- 
clear material to ionize the ma- 
terials it strikes, and the use of 
radiation in pasteurization and 
sterilization. 
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Why concave sides 


insure longer V-Belt life 


With one simple test you can demonstrate QAu: concave siot 
to yourself why the concave sides (Fig. 1) of [\U 5?) 0.181269 
the Gates V-Belt insure far longer belt life. \ 


Just feel the sides of a Gates V-Belt on the bend. 
Note that in bending around the sheave these sides 
fill out and become straight (Fig. 1-A). That means 
the belt makes full contact with the sides of the 
sheave groove; grips the sheave evenly. 

This even contact distributes wear uniformly 
across the sides of the belt. Uniform wear lengthens 
belt life; keeps costs down. 


Now make the same test with a straight-sided belt 

(Fig. 2) and see what happens. The sides bulge out 

on the bend (Fig. 2-A) concentrating wear at the 

points shown by arrows. Uneven wear shortens belt 
life; increases belt costs. 

Cut V-belt replacement costs and down time. Spe- 


N 
N—S cify belts that grip evenly and wear longer . . . specify 
* Gates Vulco Rope — the V-Belt with concave sides. 


The Gates Rubber Company * Denver, Colorado 
World’s Largest Maker of V-Belts 


There are Gates Engineering Offices and Dis- 
tributor Stocks in all industrial centers of the 
United States and Canada, and in 70 other 
countries throughout the world. 


uco riyes 
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Quik-Konnect jacks and plugs are marked 
with identification of insert alloy. Plug points 
are of different diameters for negative and 
positive poles, to prevent improper connection. 


2p 


“© @ 3g 


The Quik-Konnect Components consist of 
(left to right) cable clamp, jack, plug, and tube 
connector, and (above) jack panel which can 
be mounted in conduit box or control panel. 


Honeywell’s new Quik-Konnect 
Thermocouple Components 
cut installation time 75% 


... available through your 














Only the terminal cover at the rear of the con- 
nector need be removed during connection 
of wires. 








_ these new Quik-Konnect Components you Plug and jack assemblies have inserts or points made 
can make single, multiple or selective manual from the thermocouple alloys to which they should 


connection of a group of couples to an instrument. be connected. Available in four standard T/C com- 
No handling of small parts. No confusing snarls of _ binations. For complete details, call your nearby 
loose wire. HSM (Honeywell Supplies Man). He’s as near as 


All ae ee ee | NN ay your phone; or write for S005-1 specification sheet. 


for quick extension wire connections in a laboratory MINNEAPOLIS-HONEYWELL REGULATOR Co., I[n- , 
or test cell, or for convenience and certainty of dustrial Division, Wayne and Windrim Avenues, 

proper connections in permanent or semi-per- Philadelphia 44, Pa. 

manent installations. 


. |H| Honeywe I] 
*Trade name of Minneapolis-Honeywell Regulator Co. 


BROWN INSTRUMENTS 


Fouts ww Cortrols 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + 


Rig up with Tiger Brand Wire Rope 


Users in every field report LOW OPERATING COSTS 


Tiger Brand Wire Rope is the first 
choice in all fields because it’s made to 
unvarying quality standards. It pos- 
sesses strength, toughness and flexibility 
in the right combination to stand up 
tirelessly under long, hard service. 

Its Excellay Preformed construction 
makes it easy to handle . . . quick to in- 
stall. It requires shorter breaking-in 
period . . . has less tendency to loop, 


kink or whip . . . it hugs sheaves and 
drums at all speeds. And it offers the 
highest resistance to bending fatigue. 

You can depend on Tiger Brand to 
help reduce operating costs ... to doa 
more efficient job in any service calling 
for quality in wire rope. That’s why 
there’s more Tiger Brand in use than 
any other make. Call us today for any 
type of wire rope you need. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 


TENNESSEE COAL & IROM DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORE 


USS AMERICAN TIGER BRAND WIRE ROPE 


Excelliy Caeformed 
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The point is... Reliance Distribution Centers provide a Customer Tailored Inventory Plan 
for you at no extra cost ...A good point to remember when purchasing motors and drives for your company. 


Distribution Centers have been established in major cities throughout the country, and additional 
facilities are now under way in other areas. 


Centers are located in: 


Atlanta, Ga. Dallas, Texas Los Angeles, Calif. San Francisco, Calif. 
Boston, Mass. Detroit, Mich. Minneapolis, Minn. Seattle, Wash. 
Chicago, Illinois Elizabeth, N. J. Philadelphia, Pa. Shreveport, La. 
Cleveland, Ohio Houston, Texas Portland, Ore. St. Louis, Mo. 


These facilities provide off-the-shelf delivery, Reliance keeps your inventory on hand for 
modification of standard products and renewal your use, and it’s delivered to your door without 
parts service on all Reliance motors and drives. any additional charges. 


Customer Tailored Inventory Plans are now in Let your Reliance Sales Engineer set up a Cus- 
operation with many of our customers, providing tomer Tailored Inventory Plan to suit your needs 
the right motor or drive when required. ... Call him now or write for Bulletin A-2507. 


A-1684 


RELIANCE -ncinttaine te: 
Dept. 252A, Cleveland 17, Ohio | 


Canadian Division: Toronto, Ontario 
Sales Offices and Distributors in principal cities 
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Put this truck to work 


For many companies, even the savings resulting 
from the use of the right equipment is overshad 
owed by the capital investment necessary. The 
logical answer, in such a case, is to lease 

Without tying up a cent of working capital, the 
Clark Lease Plan permits you to select materials 
handling equipment from the world’s most com 
plete line. No down-payment or outside financing 
is necessary, and you have the added advantage 
of dealing directly with your local Clark dealer 


... Without buying it! 


The savings the equipment brings are usually 
greater than the leasing rate. In fact, most users 
of the Lease Plan find the cost-cutting factors 
of using modern handling equipment far outweigh 
the modest monthly rates. For a detailed brochure 


giving full particulars 


of the Clark Lease Plan, 
EQUIPMENT 


simply write: Leasing, 
Clark Equipment Co., 
Battle Creek, Michigan. 
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or today’s 


" Service demands 


DROP FORGED VALVES AND FITTINGS 
FOR TOUGHNESS AND TROUBLE-FREE SERVICE 


Drop forged from carbon and alloy steels, Vogt valves. 
“fittings and flanges will safely handle liquids and gases 
at high pressures and high temperatures in power 
plants, chemical plants, petroleum refineries, etc. 

The complete line includes flanged, screwed and 
socket weld end globe, gate and check valves—ells, 
tees, and crosses—couplings—bushings—plugs—un- 
ions—flanges and flange unions—and welding heads. 





MODERN STEAM GENERATORS 


Vogt steam generators are designed to give maxi- 
mum rating in a minimum of space, with high effi- 
ciency and low maintenance expense. Bent tube 
types and straight tube, forged steel sectional 
header types to burn solid, liquid or gaseous fuels 
meet every power, process or heating requirement. 


















PROCESS EQUIPMENT FOR 
EVERY SERVICE 


Vogt constructs process equipment in wide variety 
to all Codes. Stills and towers, oil chillers, crystal- 
lizers, heat exchangers, molding machines, etc., 
serve in the manufacture of oils, greases, 100 
octane gasoline, synthetic rubber, chemicals and 


related products around the world. 


SPECIAL MATERIALS COMBAT CORROSION 
AND PRODUCT CONTAMINATION 


Our modern shops produce a wide variety of 
equipment from special metals and alloys to fight 
corrosion and product discoloration or contamina- 
tion. Fabrication procedures insure that corrosion 
resistant properties of welds will match that of the 
materials used to construct the equipment. 

















PRODUCTS 





FOR REFINERIES, CHEMICAL PLANTS 


POWER PLANTS AND PROCESS INDUSTRIES 


MORE REFRIGERATION TONNAGE AT LESS COST 


More than 70 years of engineering and manufactur- 
ing experience is incorporated in Vogt refrigerating 
and ice making equipment. Absorption Systems, 
Compression Systems, and Tube-lce Machines in a 
wide range of capacities serve industrial and pro- 
cessing plants, and institutions, here and abroad. 


HENRY VOGT MACHINE CO. 


LOUISVILLE 10, KY. 


Address Inquiries to Dept. 24A-GPM 


SALES OFFICES: New York, Philadelphia, Cincinnati, Chicago, 


Cleveland, St. Lovis, Dallas, Charleston, W. Va. 
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COLUMBIA-SOUTHERN CHLORINE: matchmaker at work 


Every town, and often neighborhood, 
With 


economical precision of insight, the 


has its inveterate matchmaker 


matchmaker pairs the young . . . and 
sometimes not-so-young . . . into 
couples. Shy youngsters are gently 
prodded from their corners, the too 
enthusiastic cunningly curbed, the “not 
interested’ patiently taken in hand 
Day after day in plant after plant, 
Columbia-Southern chlorine steps in 
to smooth problems in processing 
“romance.”” Compound C just can't 
tolerate Compound F . Compound 
XY won't be nudged into a molecular 
change Compound Z. refuses to 


alter its awkward form! Only until the 


For More 
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transforming touch of chlorine, work- 
ing through oxidation, addition, or 
replacement reactions, so quickly 
creates the favorable conditions needed 

Columbia-Southern chlorine /s 
uniquely adept at this vital match- 
making. Its history begins with our 
extraction of the purest brine from 
wells thousands of feet deep, continues 
through painstaking separation in the 
world’s most modern facilities, reaches 
its peak in delivery to you by such 
Columbia-Southern pioneered improve- 
ments as fusion-welded tank cars or 
inland waterways barge fleets. 

So as your requirements for chlorine 
grow, why not contract with the 


country’s leading, most ex] 
merchant producer? Contact Col 
Southern today for chlor that 
matches wits with your processng, not 
with you. 


COLUMBIA-SOUTHERN 
CHEMICAL CORPORATION 


SUBSIDIARY OF PITTSBURGH PLATE GLASS COMPANY 


OWE GATEWAY CENTER: PITTSBURGH 22 - PENNSYLVANIA 


DISTRICT OFFICES: Cincinnoti © Charlotte 
Chicago * Cleveland © Boston * New York 
St. Lovis © Minneapolis © New Orleons 
Dallas * Houston ¢ Pittsburgh © Philadelpt rs) 

San Franciscc -_-* 
IN CANADA: Standard Chemical Limite 


its Commercial Chemicals Division 
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This 


—a complete automotive tool assembly 


Fiere’s wnat 


WESTERN 


means bya 


—one vendor—one responsibility. 





NOT This —several separate parts— perhaps 


bought from several different vendors. _ 


complete job 





and here’s how you save 
time, money and headaches 


For the purchasing agent — 
money saved 


Value Analysis proves that you are gen- 
erally time and money ahead by pur- 
chasing a complete assembly rather than 
a myriad of component parts. You need 
just one purchase order, and you get the 
distinct advantage of centralized responsibility. We do 
the complete job, too, including finishing operations— 
heat-treating, grinding and pentrating. 





For the design engineer — 
= time saved 

= a WESTERN works with you from the de- 
: ; sign stage on, helping you to develop 
the correct design for maximum product 
quality and production economy. No 
other manufacturer exceeds WESTERN 
in experienced development engineering of precision parts Why not send us your blueprints for quotation—today? 
for the automotive, aircraft and appliance industries. 


For the production man — WE STE R N 
headaches saved AUT OMATI Cc 


WESTERN's unexcelled production facil- Machine Screw Company 
ities, plus heavy experience in close 








tolerance work, make us a valuable division of Standard Screw Company 
member of your production team. From 378 Woodland Ave., Elyria, Ohio 
wire size up to a husky 4%” round, our 

terrific turning capacity assures delivery of your precision Write for Free bulletin describing WESTERN’S 


parts requirements the way you want them—the day 
you want them. 


PRECISION SCREW PRODUCTS, PARTS AND ASSEMBLIES SINCE 1873 
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SIMONDS 


| ABRASIVE CO. 


| 


| 





BOND 


MAKING SMOOTH GOING 
_—OF ROUGH GRINDING 


SS 








The life of a hard grade, plus the 
fast free-cutting of a soft grade! 
For rough snagging fig ; Every Simonds wheel made with 
rte eke par da > ie, \ new IL Bond has this ideal com- 
grinders. om | bination — because of the unique 
internal lubricating action of this 
new Bond — another Simonds 
improvement to bring you the 
best in grinding wheel perform- 
ance. Write for Snagging bulletin 
ESA 62. 


CALL YOUR SIMONDS 


a SIMONDS ABRASIVE COMPANY 


A coating in COLORS that really 


SPIChS TO 
GALVANIZED 
METAL 


2UST-OLEUM. 
GALVINOLEUM. COATINGS 








eo 
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Paint peeling off galvanized metal? Here’s the Look around! How many galvanized metal sur- 
practical answer to an everyday problem! faces do you have—gutters, downspouts, roofs, 
m siding, heating and air conditioning ducts, etc.? , 
@First— You can apply Galvinoleum right over 6 6 6 
brand new galvanized metal without Galvinoleum used now can prevent peeling “ait 
~ % 
etching, without weathering—saving “headaches” later. Make it a point to check with sed 


ostly, tedious surface preparation. : — 
eS your Rust-Oleum Industrial Distributor for a 


@Second—Galvinoleum provides lasting protection free test demonstration or application. He'll be 
for older galvanized surfaces, too. Just 
be sure that all former coatings are 
removed before applying Galvinoleum. 


happy to consult with you on your galvanized 
metal maintenance problems. Attach the coupon 


: to your letterhead for a free test sample and 
e@Third— You can beautify as you protect in your 
choice of four attractive Galvinoleum 


colors—Red, Gray, Green, Metallic. tributor—there is no obligation. 


UST-OLEUM. 


name of your nearest Rust-Oleum Industrial Dis- 








Distinctive as your own fingerprint. 
Accept no substitute. 
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ATTACH TO YOUR LETTERHEAD 
FOR FREE TEST SAMPLE OF 
GALVINOLEUM« 


Rust-Oleum Corporation 
2588 Oakton St. © Evanston, Illinois 


Please send me complete literature and a free test 


sample of Galvinoleum in the color indicated: 


Red Gray 





Green Metallic 


SE ne wwe wee Be ew ee eee ee 
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--- TO THIS 


PREVIOUS COMPLICATED DESIGN 


INLAND SIMPLIFIED DESIGN* 


Raut: 30% Reduction in Packaging Labor Cost 


for this Inland Customer 


@ This two-piece inner packing, with its complicated tabs and folds, required too much costly assembly 
time. That's the problem Inland package engineers solved with their new, one-piece design .. . cut 
packaging labor cost 30% and, at the same time, provided complete protection for the products of this 
well-known pump manufacturer. (Name on request.) 

Your Inland package engineer is a corrugated shipping container specialist. When your product pack- 
aging is entrusted to him, you can be sure you are getting the benefit of every possible packaging economy 


Tnloud Bows Build Good Will 


Send for this booklet fully illustrating Inland’s 
services, facilities and products. 


CALL YOUR INLAND PACKAGE ENGINEER 


INDIANAPOLIS 6, INDIANA 


png Fibr Boxes 


MILLS: Macon, Georgia; Rome, Georgia. PLANTS AND SALES OFFICES: Indianapolis, indiana; 
Middletown, Ohio; Milwaukee, Wisconsin; Evansville, Indiana; Detroit, Michigan; Macon, Georgia; Erie, 
Pennsylvania; Ashtabula, Ohio; Orlando, Florida; Rome, Georgia; Biglerville, Pennsylvania; Dalias, Texas. 


Other Sales Offices in Principal Cities - Consult Your Telephone Directory 
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You can tell 


| the 4S? man 
by the length of his line! 


neer himself, backed by versatile application 


Fast deliveries of more than 3,000 basic sizes 


of ball and roller and bearings—the most com 
plete line available—are a specialty with the 
fF 


man from S& 
Not only that. He’s an experienced engi 


Spherical, Cyline 


For More 
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Information Write No. 


engineers and bearing designers—the kind 
who solve bearing problems quickly. 

Why not make your job simpler and 
highly productive by calling him in today? 


EVERY TYPE—- EVERY USE 


oKF. 


INDUSTRIES. INC PHILADELPHIA 32. PA 


"REG US. PAT OFF 


182 on Inquiry Card—Page 32 
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THEY get fo take 
a last look inside 


Standard Oil research 
develops method 
for inspecting 
lubrication 
of enclosed parts 


without disassembling 









What if you had to make a final inspection of en- 
closed parts to be sure they were lubricated and you 
could not do it without disassembling? Standard Oil 
research scientists have just developed an instru- 
ment system that determines lubricant level in an 
instant. The device measures the density of an 
assembly so precisely the presence or absence of the 
desired quantity of lubricant registers on a meter. 


Having such aunit might permit you to shorten an 
assembly line or reorganize assembly operations for 
greater convenience, speed, economy. The research 
men at Standard who developed this inspection 
method will be glad to share their know-how with 
you to help you fit it to your assembly operations. 


This is the research pay-out you get from Standard. 
This is the “something more” Standard gives to in- 
dustry besides the research which has establishéd 
Standard Oil petroleum products as the industry 
criteria for quality. 


For more information about this development or for 
assistance on other lubrication problems, inquire of 
any of the 48 Standard Oil district offices in the 15 
Midwest and Rocky Mountain states. Or write 
Standard Oil Company (Indiana), 910 South Michigan 
Avenue, Chicago 80, Illinois. 


You expect more from STANDARD and get it! 
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Trucks with New, More Powerful Battery Do More Work 





Here's the secret. Unique advanced tubular con- 
struction. Every positive plate packs more power 
So you get greater battery efficilency—more power 
in the same size to fit your present trucks 


<For More Information Write No. 183 on Inquiry Card—Page 32 


Fesruary 17, 1958 


New Exide-Ironclad boosts 
work capacity...cuts cost 


It packs up to 44° more power than 
other batteries you might buy. But 
costs less per work unit and has 
longer life potential. So you can step 
up the work output of your present 
trucks, get more done during every 
day, and without increasing your 
truck investment. Result: every 
power dollar buys you more in actual 
work done. Only Exide offers such 


a big power bargain today. If you 
want to make your dollars go 
farthest... 
ahead... don't take less than the 
new Exide-lIronclad. For 


right now and for years 


detailed 
bulletin, write Exide Industrial Divi- 
sion, The Electric Storage Battery 


Co., Philadelphia 2, Pa. 


Exid0 


For More Information Write No. 184 on Inquiry Card—Page 32 
43 














How a new idea in wire 


a 


Brush wire, crimped (a3 
or straight, now 


multiple eae nisl 
in coils or f 
pending on wire sz 


cleaned up a brush production problem 


@ Maybe you can profit by the kind of interest and 
action applied to customers’ problems by the Worcester 
Wire Works Division of National-Standard. Take wire 
brush manufacture for example... 


Until recently, brush manufacturers had to cut through 
a coil of wire, then gather by hand and by guesswork 
the approximate number of wires for the type of brush 


in production. Naturally this involved a lot of cut-off 


waste, plus the wire lost through faulty guesswork. 


Now, to overcome this waste, Worcester Wire Works 


has developed ways to produce and furnish wire in pre- 
determined bunches (up to 400 wires per bunch) with 
exactly the right number of wires for a given brush. 
Much costly loss is eliminated, more brushes are pro- 
duced per pound of wire, and production is speeded. 


The point is, Worcester Wire Works people specialize 
in more than quality wire. They also specialize in the 
kind of service and exploration that time and again cuts 
costs for customers. Better check with them on your 
wire needs. You’ll like the way they do business. 


NATIONAL (=) STANDARD 


DIVISIONS: NATIONAL-STANDARD, Niles, Mich.; t/re wire, stainiess, music spring and plated wires « 





WAGNER LITHO ™ vy. 8 


NM. J.; metal decorating equipment + 


ATHENIA STEEL, Clifton, N. J.; “al, high carbon spring steels + 


WORCESTER WIRE WORKS, Worcester, Mase.; high and fow carbon specialty wires 


REYNOLDS WIRE, Dixon, HI.; /ndustria/ wire cloth 
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Information For Your Catalog Files 





AIR CONDITIONING 


A fully illustrated loose-leaf catalog gives techni- 
cal data on coal, oil and gas fired units that space- 
heat in winter and space-cool in summer. Anothe1 
catalog, No. 56 deals with fittings 

i Pcerless Corp. 


Write No. 1 on Inquiry Card—Page 32 


ALLOYS (HIGH TEMPERATURE) 


Two 28-page booklets deal with Haynes Alloy 
No. 25, a wrought cobalt-base alloy and Hastelloy 
Alloy X, available in wrought or cast form. Data 
is supplied on tensile strength, stress-rupture, etc. 


Haynes Stellite Co. 
Write No. 2 on Inquiry Card—Page 32 


BALLIZING 


Catalog BZQ-11 explains in 16 pages the ballizing 
process, whereby a ball forced through a part 
sizes holes at rates up to 4,500 an hour. Tables 
give cost-saving data 

Industrial Tactonics, Inc. 


Write No. 3 on Inquiry Card—Page 32 


BARS (STEEL, FATIGUE-PROOF) 


A 24-page engineering booklet gives a full de- 
scription of fatigue-proof steel bars. This free 
machining, high strength steel requires no heat 
treating to achieve its strength. 


La Salle Steel Ce. 
Write No. 4 on Inquiry Card—Page 32 


BENDING MACHINES 


A booklet, replete with detailed photos, shows 
“in-plant” pictures of the three types of bending 
—rotary, ram and roll. Another booklet describes 
8 types of cutting units with capacities. 


Wallace Supplies Mfg. Co. 
Write No. 5 on Inquiry Card—Page 32 


BLAST CLEANING MACHINES 


The 32-page illustrated catalog No. 951-D covers 
a full line of airless blast cleaning machines as 
well as wet blast, air blast and-dust control equip- 
ment. Also, shot and abrasives. 
The Wheelabrator Corp. 
Write No. 6 on Inquiry Card—Page 32 

For More Information Write No. 185 

< on Inquiry Card—Page 32 

Fepruary 17, 1958 


COMBUSTION EQUIPMENT 


“The Surface Story” is a 28-page brochure con- 
taining brief descriptions of equipment engineered 
and built for heat treating metals for a million 
specific jobs. 

Surface Combustion Corp. 


Write No. 7 on Inquiry Card—Page 32 


CONTROL EQUIPMENT (SUPERVISORY) 


Bulletin GEA-6603 (16 pages) supplies informa- 
tion on the what, why and wherefores of super- 
visory control equipment. Functions range from 
opening switches to adjustments of speed. 

General Electric Co. 


Write No. 8 on Inquiry Card—Page 32 


CONTROLS (ALL-PURPOSE) 


Electrical controls, suitable for use with virtually 
any detectable variable are the subject of the 12- 
page bulletin 106. The controls are built around 
sensitive contact meter relays. 

Assembly Products, Inc. 


Write No. 9 on Inquiry Card—Page 32 


EMPLOYE RELATIONS 


A six-page booklet is devoted to techniques in 
obtaining employes and reducing employe turn- 
over. Over 100 suggestions are offered to help 
solve problems involved. 

Manpower, Inc. 


Write No. 10 on Inquiry Card—Page 32 


FIRE PROTECTION 


An 84-page book provides a single source of pur- 
chasing for fire protection equipment, varying 
from all models of fire extinguishers to hoses and 
other fire apparatus in current use. 

American LaFrance Corp. 


Write No. 11 on Inquiry Card—Page 32 


FLOOR BOXES 


Different kinds of floor boxes to meet any build- 
ing construction application are covered in a 4- 
color Bulletin, No. 4-A. Each floor box illustrated 
is representative of its other styles. 


Russell & Stoll Co., Inc. 
Write No. 12 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





FLOOR CARE 


A 24-page booklet, well illustrated in two colors, 
deals with the latest developments in floor care. 
The proper treatment for each type of floor is 
given: asphalt, rubber, vinyl, concrete, etc. 
Masury-Young Co. 


Write No. 13 on Inquiry Card—Page 32 


FLUIDS (HYDRAULIC) 


Bulletin No. 1300SA deals with selection and 
operation of hydraulic fluids for industrial ma- 
chinery. It describes good and bad characteristics 
of petroleum base and fire resistant fluids. 
Vickers, Inc. 


Write No. 14 on Inquiry Card—Page 32 


FORK TRUCKS 


Potential purchasers of electric fork trucks can 
evaluate various types and models by means of 
a 4-page comparison chart. It analyzes design, 
operating and maintenance characteristics. 
Lewis-Shepard Products, Inc. 


Write No. 15 on Inquiry Card—Page 32 


HEATING UNITS (INDUSTRIAL) 


Catalog 26-620 (24 pp.) describes a wide variety 
of heating units—strip, oven, immersion and bolt 
heaters as well as industrial hot plates. Graphs 
and charts serve to guide selection. 

Westinghouse Electric Corp. 


Write No. 16 on Inquiry Card—Page 32 


HIGH TEMPERATURE FURNACE PRODUCTS 


Properties of 23 electrochemicals, made in high 
heat electric furnaces, are covered in a 16-page 
booklet, No. 2152. Included are compounds of 
silicon, zirconium, boron, calcium, etc. 

Norton Co. 


Write No. 17 on Inquiry Card—Page 32 


INSULATION (ELECTRICAL) 


Case histories of how Formica laminated plastics 
are used for electrical insulation form the text 
of a multi-colored booklet. They will protect lines 
carrying as much as 34,000 v. 

Formica Corp. 


Write No. 18 on Inquiry Card—Page 32 


LIFT TRUCKS (HAND) 


Mechanical and hydraulic hand lift trucks are 
illustrated and described in a 16-page brochure. 
It explains the two types—skid and pallet. It 
shows how they fit into material handling systems. 
Association of Lift Truck & Portable Elevator Mfrs. 


Write No. 19 on Inquiry Card—Page 32 


OPTICAL AIDS 


Over 1000 optical items for industrial uses are 
covered in an 80-page catalog. A wide variety 
of cost-cutting, industrial quality control tools are 
described and illustrated. 


Edmund Scientific Co. 
Write No. 20 on Inquiry Card—Page 32 


PLUGS 


How to select a plug for specific purposes—out 
of some 53,000 connectors available—is concisely 
described in a 40-page guide. Size, number and 
style of contacts are given. 


Cannon Electric Co. 
Write No. 21 on Inquiry Card—Page 32 


PNEUMATIC CONTROLLERS 


The 12-page Catalog No. 53P-4000 discusses mo- 
tion-balance pneumatic controllers with exclusive 
regenerative feedback circuit. Pilot-actuating mo- 
tion is only 0.0002”. 

Fischer & Porter Co. 


Write No. 22 on Inquiry Card—Page 32 


POTENTIOMETERS 


Catalog No. GR107 gives specifications, with 
photos and line drawings of 10 models of pre- 
cision potentiometers. The 32-page booklet also 
has a section on engineering data. 


George Rattray & Co. 
Write No. 23 on Inquiry Card—Page 32 


PRESSURE TRANSMITTER 


A force-balance differential pressure is described 
in a 4-page catalog, 10B1465. It features measur- 
ing circuit parts sealed off iin silicone oil and 
adjustable damping within the circuit. 

Fischer & Porter Co. 


Write No. 24 on Inquiry Card—Page 32 
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When tape costs so little, why take less than 





SCOTCH 


BRAND 


Your check points of value... 


DISPENSERS —“3M-matic”’ taping and 
ispensing methods match the right “Scorcn”’ 
Brand tapes to more than 100 manual, semi- 
automatic and automatic dispensing machines. 
Engineering assistance offered without cost or 
obligation. 
¥ MULTIPLE PLANTS~ Reliable sources of 
supply through 3M tape manufacturing plants 
and warehouses located from coast to coast. 
J QUALITY — You consistently get top quality 
with “Scotcn” Brand. 3M quality-control has 
no equal in the pressure-sensitive tape industry 


For complete informatio the right “Scotch 


¥ VARIETY——You get the right tape for your 
particular need when you choose “‘Scorcn’’ 
Brand. “‘Scotcn” Brand is the most complete 
line on the market. 

¥ RESEARCH —In the largest tape laborator- 
ies in the country, 3M carries on a continuing 
program of research to improve, create, or 
“tailor” tapes to fulfill the needs of industry. 

¥ PERFORMANCE--3M gives you complete 
technical information on tape performance char- 
acteristics through industrial tape specialists and 
expertly trained distributors. 


Brand Pressure-Sensitive Tape for your needs, 


write 3M, Dept. QC-28, St. Paul 6, Minnesota. 











Miienesora JUfinine ano J\JanuracturinG cOMPAN 


eos WHERE RESEARCH IS THE KEY TO TOMCRRO 


For More !rfc:z:ation Wit: Mo 


Frsruary 17, 1958 


182 on tae 


Cco:3—Page 32 
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PUT MORE SELL IN YOUR PRODUCT 
with Riverside-Alloy nickel silver 


Riverside-Alloy nickel silver can help you make a more 
saleable product in two ways. First, by giving it a lustrous, 
lasting, “‘clear-through”’ outside beauty that will never 
wear away. Second, by giving it astonishing inner strength, 
with resistance to wear, corrosion and fatigue. 


Riverside-Alloy offers nickel silver in a complete range 
of alloys, tempers, and anneals that can be soft-soldered, 
silver brazed, and spot and arc welded with ease. 


Let Riverside-Alloy technicians work closely with your 
engineers to choose just the right alloy for your product 
and problem from a wide selection of strips, wires, and 
rods. For more details on applications, and the name of 
your nearest Riverside-Alloy representative, write, wire, 
or call collect, Riverside-Alloy Metal Division, H. K. Porter 
Company, Inc., Riverside, N.J. 


H.K. PORTER COMPANY, INC. 


RIVERSIDE-ALLOY METAL DIVISION 
For More Information Write No. 188 on Inquiry Card—Page 32 





Catalog Files 





QUENCH-FURNACE 


A 12-page folder deals with 
quench-furnace equipment. It 
features  Microcarb  atmos- 
phere, Speedomax temperature 
and quench controls. It can be 
used for carburizing, harden- 

ing, carbonitriding, etc. 
Leeds & Northrup Co. 
Write No. 25 on Inquiry Card—Page 32 


SAFETY GARMENTS 


Fully illustrated, Catalog No. 
1057 describes virtually every 
type of safety apparel for al- 
most every type of industry. 
It covers everything from 
seamless finger guards to rub- 

ber boots. 
Advance Glove Mfg., Co. 
Write No. 26 on Inquiry Card—Page 32 


SILICONE PRODUCTS 


Cross indexed for ready ref- 

erence, a heavily illustrated 

Reference Guide, No. 1-113 

covers over 150 commercially 

available silicone products, 

many introduced within the 
past year. 

Dow Corning Corp. 

Write No. 27 on Inquiry Card—Page 32 


STITCHING (METAL) 


Tn authoritative booklet, con- 
taining over 25 pictures and 50 
drawings, gives detailed in- | 
formation on a new idea in 
fastening—stitching metal to 
metal or metal to non-metallic 
materials. . 
Acme Steel Co. 
Write No. 28 on Inquiry Card—Page 32 


TOOLHOLDERS 


How to reduce machining costs 
through the use of toolholders 

and inserts is outlined in the 
illustrated 56-page manual, 
VR-438. It covers selection of 

tool holders for specific uses. 
Vascoloy-Ramet Corp. 

Write No. 29 on Inquiry Card—Page 32 
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INTERSTATE MOTOR 








—- 


In these days of shrinking profits and drives 
by management to reduce costs, the lack of 
specific delivery instructions could be costing 
your company money. Instead of merely desig- 
nating deliveries “Best Possible Way”, specify 
a dependable motor carrier for prompt, safe 
transportation. 

Our transportation specialists have shown many 
companies how Interstate System can cut trans- 
portation costs without endangering fast, direct 


52 TERMINALS IN 18 STATES 


' COAST-TO-COAST SERVICE 


FAST, DEPENDABLE, SURE 


More than a truck line 


FREIGHT SYSTEN, 





Ay" 
VIA. «pst POSSIBLE W : 


service. They can do it for you too! 


If necessary, Interstate System can trace your 
shipment anywhere within its 18 state operation 
within minutes through its private “long line” 
telephone traffic control center. 


Call in an Interstate System transportation 
specialist today and let him show you how a 
wise choice of transportation can effect savings. 
He’s listed in the Yellow Pages. 










INTERSTATE 
JPMoTOR FREIGHT 


SYSTEM 


a transportation system. 








Grand Rapids, 


For More Information Write No. 189 on Inquiry Card—Page 32 


Fesruary 17, 1958 
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Michigan 
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How plant engineers 
4 Garlock 





“*...the new TEFLON* Fiber Packings (especially those 
in the Larrice Bratp** form) give excellent life on 
pumps handling difficult fluids. In the first place, they 
are chemically inert and tough. But beyond that, 
Garlock has made an extremely resilient, flexible prod- 
uct in this TEFLON Lattice Brat. Just the thing for 
sealing shafts rotating at high speeds. You get cooler 
pump operation as well as good sealing characteristics.” 


“... TEFLON expansion joints should be used to absorb 
shock, vibration, expansion, and contraction of costly 
corrosion resistant piping. For low pressure systems 
handling foods, acids, caustics, etc., Garlock makes 
an all-TErLoNn Expansion Joint which is ideal. For sys- 
tems under higher pressures the reinforced rubber 
expansion joint with TEFLON liner is more suitable.” 





a ie os w ? < 


Garlock LATTICE BRAID Packing made from pure TEFLON yarn, 
Write for Catalog AD-131. 





Garlock Teflon and TEFLON-lined Expansion Joints. Write for 
Catalog AD-137. 


Carnntocx 





Packings, Gaskets, Oil Seals, Mechanical Seals, 
Molded and Extruded Rubber, Plastic Products 


PuRCHASING 








speak about 
products 





. . . of course, the ultimate in sealing today is the 
mechanical seal. In many applications Garlock’s 
Mecuantpak** Seals operate indefinitely. Difficult 
sealing jobs, however, are the real test of a mechanical 
seal—and Mecuanipaks have provided a long and 
still growing list of successful applications against 
water, oils, alcohol, mild acids, and solvents. By 
making use of Terton, Garlock has also developed a 
CHEMISEAL** mechanical seal with the greatest 
immunity to corrosion and contamination.” 





oe 


. » « Garlock Spiral Wound GuaRDIAN Gaskets are 
designed for various pressure ranges under established 
bolt loads. This is done by increasing or decreasing the 
number of layers, or windings, of stainless steel and 
TEFLON (or asbestos). Thus, a safe seal is obtained at 
highest pressures. 


PALMYRA, N.Y. 





THE GARLOCK PACKING COMPANY, 





Garlock MECHANIPAK Seal. Write for Catalog AD-150 
and AD-164, 





vhs 


Garlock Spiral Wound GUARDIAN Gasket. Write for Catalog 
AD-104. 


These products are another important part of the Garlock 
2,000 . . . two thousand styles of Packings, Gaskets, and 
Seals for every need. The only complete line. It's one 
reason you get unbiased recommendations from your 
Garlock representative. Call him or write for literature. 


*DuPont Company Trademark 
**Registered Trademark 


For Prompt Service contact one of our 30 sales offices 
and warehouses throughout the U.S. and Canada. 


For More Information Write No. 190 on laquiry Card—Page 32 


Fesruary 17, 1958 



















Eliminate integral tapered shanks 
and cumbersome tool changing on 
heavy end mill jobs with the new, 
proven Postiv-Lok end mills. They'll 
cut your end mill costs up to 25%, 
give smooth, chatter-free cutting 
through torque-aided locking. Write 
for catalog on your letterhead. 





2981 CHARLEVOIX AVE. © DETROIT 7, MICH. 





POSTIV-LOK 
END MILLS 








«+ puts it on o holder thot 
soon pays for itself 


Postiv-Lok adopters 
simplify change-over to 
smoll end mills, shell 
end mills and drills. 


For More Information Write No. 191 on Inquiry Card—Page 32 
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Suppliers In The News 


J. F. Pritchard and Company, 
Kansas City, Missouri, has an- 
nounced the appointment of Ken- 
neth G. Holdom as manager of 
the eastern district with offices in 
New York City. He replaces A. 
B. McClelland who has become an 
executive of the Siboney Carib- 
bean Oil Company with head- 
quarters in New York. 


Russell R..Kynoch and Martin 
Baumann have been assigned to 
the newly created 
divisional sales managers for 
Stone Container Corporation’s 
corrugated box plant at Chicago 


positions of 


Gerald P. McManus has been 
appointed manager of tape sales 
of the Boston Woven Hose & 
Rubber Company, Division of 
American Biltrite Rubber Com- 
pany, Boston, Mass. He succeeds 
John B. Townsend who has been 
made district manager of the com- 
pany’s Memphis, Tennessee sales 
district. 


The Boiler Division of Babcock 
& Wilcox, New York, has pro- 
moted William W. Gilbert to man- 
ager of the Detroit district sales 





William W. Gilbert 


office. A registered professional 
engineer, Mr. Gilbert replaces 
Arthur R. Waugaman, who has re- 
tired after 22 years of service in 
the Detroit district, the last 18 
years aS manager. 


Fesruary 17, 1958 


Stuart F. Heinritz (center), senior editor of PURCHASING Magazine, con- 








ducted a seminar on “Value Analysis” for sales representatives of Scott 
Paper Company, Chester, Pa., at the recent annual meeting of the Industrial 
Packaged Products Division. Here he is shown with R. W. Clugh (left), 
Scott industrial sales training director, who assisted him during the semi- 
nars, and J. George Breitling, sales manager of the Industrial Packaged 


Products Division. 





Paisley Products, Inc., Division 
of Morningstar, Nicol, Inc., New 
York City, has announced a re- 
organization of eastern Paisley 
management personnel to 
the sales staff of the 
Federal Adhesives Corporation, a 
recent acquisition. The following 
management appointments 
have become effective: Federal’s 
Philip M. Liner becomes Eastern 
sales manager. H. R. Callahan as- 
sumes the new post of administra- 
tive sales manager. Arthur Mayer 
has been appointed manager of 
special products department. 
Mortimer E. Stern becomes direc- 
tor of technical market develop- 
ment. Edward Bearman, until re- 
cently chief chemist, assumes the 
post of manager, adhesive de- 
velopment laboratory. I. G. 
Nichol, assistant sales manager, 
assumes new responsibility with 
direct supervision of the combined 
New York metropolitan area sales 
force. Samuel Tisser has been ap- 


sales 


integrate 


sales 


pointed manager, latex & plastisol 
department and Harold Stone re- 
tains his post as manager, Adex 
Manufacturing Div. in Baltimore, 
Md., which will now produce the 
Paisley adhesive line in addition 
to their existing product line 


Amperex Electronic Corpora- 
tion, Hicksville, New York, has 
opened a Chicago regional office. 
Roger Gabbei has been appointed 
Chicago regional manager. He has 
worked for many years in the 
area as a sales representative. Mr. 
Gabbei will be assisted by a sales 
engineer and office staff. 


J. Bicknell Lockhart has been 
elected a vice president of Riegel 
Paper Corporation, New York. He 
will continue as manager of mer- 
chant and industrial sales. Fred- 
erick M. Jennings, now assistant 
secretary, has been elected to Mr. 
Lockhart’s former position as sec- 
retary of the company. 


ou 
w 








Suppliers In The News 


Robert Cagney has been ap- 
pointed district sales manager of 
the Chicago area for the Saginaw 
Products Corporation, Sagirtaw, 





Robert Cagney 


Michigan. Mr. Cagney will suc- 
ceed George Johnson, who has re- 
tired after serving the company 
for 30 years, the last 25 in the 
Chicago territory. The new direct 
factory office that Mr. Cagney will 
head is located at 333 North Mich- 
igan Avenue. 


Thomas F. MacLaren has been 
appointed general sales manager 
for the Machine Tool Division of 
Brown & Sharpe Mfg. Company, 
Providence, Rhode Island. Asso- 





Thomas F. MacLaren 


ciated with the firm since 1926, 
Mr. MacLaren has been with the 
sales department since 1935. His 
sales activities have included an 
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assignment in Europe, sales in 
the Philadelphia territory and dis- 
trict sales manager at Philadel- 
phia, Los Angeles and Chicago. 
For the past two years, Mr. Mac- 
Laren has been director of field 
sales for the division. 


Warner Automotive Division, 
Borg-Warner Corporation, Chi- 
cago, Illinois, has promoted David 
T. Sicklesteel to the newly created 
position of manager of the Detroit 
office. Mr. Sicklesteel has been 
active in automotive engineering 
in Detroit for more than 30 years, 
starting as a transmission designer 
in 1924 for the Detroit Gear Com- 
pany, which became a_ Borg- 
Warner Division in 1929. 


C. E. Boston has been named 
general markets sales representa- 
tive for northern California and 





C. E. Boston 


western Nevada by Dresser Man- 
ufacturing Division, Bradford, 
Pennsylvania. He has been pre- 
viously employed by Fenestra, 
Inc., California and Revere Cop- 
per & Brass, Inc., Detroit. 


Two new appointments at the 
Cleveland, Ohio, sales branch 
have been announced by Crucible 
Steel Company of America, Pitts- 
burgh. Walter J. Bernardy has 
been named assistant staff branch 
manager. Douglas W. Sturges has 
been made assistant field branch 
manager. 


H. W. Cook, Jr., has been named 
district sales manager of Page 
Steel & Wire Division, American 
Chain & Cable Company, Bridge- 





H. W. Cook,’ Jr. 


port, Connecticut. Transferred 
from the New York sales district 
to Houston, Texas, Mr. Cook will 
make his new headquarters there 
in his new capacity. The Hous- 
ton district includes the states 
of Texas, Oklahoma, Louisiana, 
Arkansas, southern Kansas and 
southwestern Missouri. 


Promotion of Donald A. Drake 
to Southwestern district manager 
for Tube Turns Plastics, Inc., 
Louisville, Kentucky, has been 





Donald A. Drake 


announced. Mr. Drake will be in 
charge of the new district sales 
office which has opened at 7714 
Wedgewood Lane, Houston, Texas. 
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“Less inspection time, less rewiring, 
when we use Rome’s machine tool wire” 


Snyder Tool & Engineering Co., De 
troit, Michigan, uses Rome’s machin 


at a minimum flame, moisture, acids, oils and cutting 
“We buy Rome wire in million- solutions. 
tool wire because it keeps wiring costs foot quantities and find that the You can speed up your complicated 


quality is consistent in each lot re- wiring jobs because Rome’s machine 


gardless of when it is purchased,” 
says G. H. Whitehouse, Snyder's 
vice president. “This results in a 
significant saving of time in inspec- 
tion and rewiring a faulty job.” 
You, too, can save—as Snyder does 
with Rome's machine tool wire. In 
addition to uniform quality, your wir- 
ing will be protected by Rome's spe- 


tool wire is surface-printed for easy 
identification. And you can increase 
the number of circuits because of uni- 
formly small diameters. 

If inspection and rewiring are prob- 
lems in your shop, solve them by using 
Rome's machine tool wire. For more 
information, contact your nearest Rome 
Cable distributor—or write Department 








cially compounded thermoplastic insu- 381, Rome Cable Corporation, Rome, 
lation. It is highly resistant to heat, New York. 


ROME CABLE 


Cc O R P O R A T t O N 


For More Information Write No. 192 on Inquiry Card—Page 32 


MORE THAN 128,000 FEET of Rome's 
machine tool wire are used in Snyder's 32- 
station segmented transfer machine that 
turns out 157 finished auto exhaust mani 
folds per hour. Ten control panels and on¢ 
master control panel “supervise” the com- 
pletely automatic operation of ten indi- 
vidual machine sections. 
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. among Airco’s complete line of over 100 different types, 
comprising of more than 450 sizes, lengths and grades, then 
the chances are it doesn’t exist and we'd like to hear about it. 

Most likely, if there is a need for a new and different 
electrode, Airco is already at work on it; for every year new, 
improved versions are added to the line. New Easyarc 30, 
for example, is a high-speed electrode that deposits 6 Ibs 
more metal per hour than any other electrode. 


Get 
AT THE FRONTIERS OF PROGRESS YOU'LL FIND... RSs: 


Air REDUCTION SALES COMPANY 
A division of Air Reduction Company, Incorporated 
® 150 East 42nd Street, New York 17, N. Y. In Canad 


Offices in 


most principal cities 


Wherever you are located, you'll find Airco’s complete 
line of electrodes easily and conveniently available through 
a nationwide network of Authorized Dealers. Look in the 
yellow pages of the phone book under “Welding Equipment” 
for the Airco office or Airco Authorized Dealer nearest you. 
If youdo not already have the Airco Electrode Pocket Guide, 
shown above, we'll be happy to send you a copy on request. 


— 


é On the west coast — 
I Air Reduction Pacific Company 


internationally — 
Airco Company International 


in Cuba — 
Cuban Air Products Corporation 


a —_ 
Air Reduction Canada Limited 


f the divisions of Air Reduction Company, Incorporated, include: AIRCO — industrial gases, welding and cutting equipment, and acetylenic chemicals * PURECO 
oxide — gaseous, liquid, solid (*'DRY-ICE"') * OHIO — medical gases and hospito! equipment * NATIONAL CARBIDE — pipeline acetylene and calcium 


* COLTON — polyvinyl acetote, alcohols, and other synthetic resins. 
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Engineers Specify BCA 
Precision Clutch Bearings... 


Ee ndutanec, yan 


BCA precision clutch bearings exceed engi- 
neers’ most severe test standards... over 
70,000 declutchings at speeds corresponding 
to more than 60 mph. Performance like that 
results from such BCA construction fea- 
tures as... high carbon chrome balls... 
carburized and precision ground steel 
washers... single piece U-section retainer, 
designed to trap grease between the rotating 
members ...labyrinth sealed with rigged 
pressed steel housing and special bronze 
ferrule ... packed with a stable, high tem- 
perature grease. 





Evenewup.... 


BCA precision clutch bearings offer real 
dollar savings because of... 


@ low initial cost @ easy installation 
@ trouble free service. 


BCA precision clutch release bearings are 
backed by 60 years of ball bearing design 
and manufacturing experience—for all 
kinds of vehicle applications. Specify BCA 
clutch bearings for real endurance and 
economy. Bearings Company of America 
Division, Federal - Mogul- Bower Bear- 
ings, Inc., Lancaster, Pa. 


Call BCA Engineers on matters pertaining to bearing problems. 


BEARINGS COMPANY OF AMERICA 
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If you buy a welding machine 
without all these features...... 





Does it have 
jet-stream ventilation ? 


The ultimate advantage of 
this feature is that the ma- 
chine will run cooler, need 
less maintenance, last 
longer. High-velocity air 
has a scouring effect, keeps 
dirt from collecting-on coils 
and stacks. Remember, dirt 
not only impairs efficiency 


but also retains heat. 
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Only machines offering all these advantages can truly 
provide lasting, highly satisfactory, trouble-free service. 
Only A. O. Smith machines can answer the challenge! 


Only A. O. Smith offers you the welding machines 
of tomorrow — today. Every machine in the line 
offers the features illustrated. And these and other 
A. O. Smith features add up to longer life, fewer 
production stoppages due to breakdowns, less cost 
for maintenance and service. 

Further, A. O. Smith offers a complete line — in 


Does it have silicone 





insulation? All A. O - " 
Smith machines do 
Silicone (Class H in = «| 
sulation) is the new eo 





est, most expensive 
insulation known to 





the electrical indus 
try. Despite 





higher 








costs, A 
the only 


QO. Smith is 


machine manufacturer using silicone “right- 
on all models. Silicone permits higher 


operating temperatures under peak load conditions and 


across-the-board 


absolutely prevents coil damage due to moisture accumu- 


lation. Longer life is assured 


most cases several choices in each size. That means 
you can choose a machine tailored exactly to you 
present and future needs. 

Look these features over carefully. Then see 
next welding machine salesman that calls can 
them, 350. Gat Say Se ae Se ee Smith’ — 
can! Check him before you buy! 






2 


Does it offer doubly protect- 


ed coils? On A. O. Smith 
units, coils are not only 
vacuum-impregnated, 


they're also precision 
wound. Result: They're re- 
sistant to moisture and 
there's no possibility of 
chafing each time an arc is 
struck. This double protec 
tion results in stepped-up 
efficiency —for years on end. 








constant potential 











| 


A. O. Smith Industry A. O. Smith 


Averoge | 


Industry Industry 


Average 


A. O. Smith 
| Average 














Does it have bonus open-circuit volts? The charts above 
provide an idea of why all A. O. Smith machines “go 
call of duty”... provide bonus open-circuit 
volts for more force, more drive and greater arc stability. 
It’s this bonus margin that makes A. O. Smith welders 
and rectifiers the 


beyond the 


machines of the future. 


Does it offer a totally en- 
closed pre-lubricated, ball 
bearing, 1/6-hp fan motor 
and big fan? Only A. O 
Smith welding machines 
are built with a big husky, 
forget-about-it motor that 
needs no reservoir filling or 
other costly production- 
stopping maintenance. Big- 
gest fan in the industry, 
sustains tremendous vol- 
ume of high-velocity air to 
keep machine running cool. 











If you'd like to know more about the extra things 
A. O. Smith does to help your welding machine 
investment pay bigger returns . . . details about 
the complete A. O. Smith line of a-c, d-c and 
constant potential machines... contact your 
“man from A. O. Smith” or write direct. 


For More 
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Information Write No. 





Through research 


A. 
Cc ‘Oo ON 


WELDING PRODUCTS DIVISION 
Milwaukee 1, Wisconsin 
A. 0. Smith International S. A., Milwaukee 1, Wisconsin, U.S. A 


. a better way 





R A 
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PHOENIX 
FLANGES 


Why Service On 





JOLIET, ILL, jee . 
CATASAUQUA, PA. 


When you place your order with Phoenix you know 
that you can’t buy a better flange. A sincere apprecia- 
tion for your order is felt throughout our organiza- 
tion. To expedite your orders we have expanded and 
streamlined our warehouse facilities, as shown, to 
make Phoenix service even better. For your regular 





IMMEDIATE SHIPMENT FROM 


requirements or special flanges in , 
carbon or alloy steel, contact Phoenix = 
roneso svat 





TWO FACTORY WAREHOUSES 


Conveniently located in the East near Philadelphia and 
Metropolitan New York and in the Midwest near Chicago, 





Phoenix factory warehouses at Catasauqua, Pa. and Joliet, 
Ill. are prepared to ship immediately regular types and © 
sizes of quality Phoenix forged steel pipe flanges. That's 
why prompt delivery is assured—overnight to nearby points 
—in only a few days to distant points. 


Write for handy 36 page pocket-size 
reference booklet containing useful 
data on flanges. 


and we'll show you what we mean. | 


Leading Manufacturers of Pipe and Tank Flanges and Commercial Forgings 


FLANGE AND FORGING DIVISION 
PHOENIX MANUFACTURING COMPANY 
- CATASAUQUA, PA. > JOLIET, ILL. > FOUNDED 1882 
LP\ Integrated Manufacturing Facilities: FLANGE AND FORGING DIVISION, STEEL 
MILL DIVISION, HORSESHOE PRODUCTS DIVISION, RUBBER PRODUCTS DIVISION 
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5790. 


NUMBER 555 
3-1/2" DIAMETER 
26-1/2" O.A. LENGTH 


NUMBER 418 
.0059 DIAMETER 
75" O.A. LENGTH 











wéB _ Was 


SHIMON. Bhangs 


_ WHITMAN s BARNES 


“MAKERS OF FINE TOOLS SINCE 1848" 


DRILLS ann REAMERS 


40015 PLYMOUTH ROAD e PLYMOUTH, MICHIGAN 
NEW YORK CHICAGO LOS ANGELES 









from blowers 
to bobbins... 


take advantage 


"VAW"! 





Ss x 
Varied 
Ss Assembly 
Work 


Whenever you need stamp- 
ings plus assembly work... 
remember to call on us. 
Scores of customers... from 
coast to coast... use this 
PLUS-SERVICE each year. 
Added facilities and person- 
nel now make it easy for us 
to handle more of this work 
. and at prices competi- 
tively attractive. 
Be sure to contact us the 
next time you need stamp- 
ings, plus assembly! 


DETROIT STAMPING 
COMPANY 


408 Midland Ave., Detroit 3, Mich. 
Depend on Detroit! 
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Never UNDERESTIMATE the 
power of a... value analyst. All 
the glares and ruffled feathers 
of our wives, secretaries, and the 
editors of the Ladies’ Home Jour- 
nal whose slogan we've changed, 
won’t budge us. Just look at the 
photo above, which appeared in 
a recent issue of the The Hercules 
Mixer, house organ of the Her- 
cules Powder Company. Editor 
Evelyn Reinhardt ran it as a gag 
shot in a story telling about the 
move of a number of Hercules 
people to a new installation in 
Cumberland, Md. But Mrs. Tom 
Brown, who’s loading the moving 
van while friend husband reads 
knows it’s no gag. Mr. Brown is 
doing vitally important work that 
will help his company and ad- 
vance his own career with Her- 
cules .. . He’s studying the defini- 
tive May, 1957 Value Analysis 
Issue of PURCHASING. Bravo 
Mrs. Brown! The realization of 
what such reading will do for 
your husband must make those 
cartons feel like feathers. Bravo 
Mr. Brown! With the intelligence, 





perspicacity and yen for knowl- 
edge you're showing, it won’t be 
long before you'll be able to af- 
ford at least a butler to handle 
the mundane chores Mrs. Brown 
is performing so nobly. Mean- 
while, keep a sharp eye out for 
our next May (12) issue—the 
Value Analysis in Action Issue. 


F IFTY YEARS of service in any 


‘ capacity is admirable, but not un- 


usual. There’s one half-century 
career just closed, however, that 
is extraordinary. It reflects credit 
on a whole profession. Purchasing 
agents collectively can take a bow 
as Mary O’Connor steps down as 
Director of Purchase for the State 
of New York. Those who have 
known Miss O’Connor, heard her 
at meetings of the National In- 
stitute of Governmental Purchas- 
ing, or read her articles in PUR- 
CHASING know there was no 
more competent or high-minded 
representative of their profession. 
Her purchasing ability and her 
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strength of character would be 
outstanding anywhere in a field 
as subject to criticism as govern- 
mental purchasing they deserve 
particular recognition. 

Nothing says more about Mary 
O’Connor—citizen, civil servant, 
and lady—than the words that 
appeared on one side of the 
Christmas card received by her 
friends and associates a couple 
of months ago: 


Announcing My Retirement 
From New York State Service 
Executive Department — Divi- 
sion of Standards and Pur- 
chase 
Secretary, Director of Pur- 
chase and Purchase Specialist 

1907-1957 

Blessings on my associates 
and mentors, within and with- 
out the service, who taught me 
that the substance of faithful 
accomplishment outweighs the 
‘shadow of prestige. May those 
who follow in my footsteps 
learn the same lesson and earn 
their hire— 

To Thine Own Self and Thine 
Own State Be True. 


Irs HARD to know how wide 
a circulation The Daily Worker 
had among purchasing agents be- 
fore it gave up the battle against 
capitalism a few weeks ago be- 
cause of lack of capital. But for 
purchasing agents who for one 
reason or another hadn’t. been 
reading Khrushchev’s American 
house organ, we pass on a few 
comments it made about the Na- 
tional Business Show in New 
York a few months ago, These 
gems were clipped from the paper 
by George Gutekunst, director of 
public relations for the gigantic 
exhibit of office machines and 
supplies. 

“Calculators and computers fig- 
ured discounts in split seconds. 
Typewriters made up bills, posted 
entries, figured payrolls and paid 
checks simultaneously. It would 
require electronic calculators to 
figure out how many flesh-and- 
: blood bookkeepers will be el- 
bowed out by these slaves of 
shining steel.” 

And so on, into the dark night. 
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A is . 


RCA 
-> THYRATRONS 


for ‘g 
industrial 
duty 


. 





O, we 


For top rehisbility in motor-, 
welding-, and other control 
equipment it pays to use RGA 
long-life Thyratrons. Théte 
are many types to meet in- 
dustrial requifements. Avail- 
able at your RCA Industrial 
Tube Distributor. 
aire 


RADIO CORPORATION OF AMERICA 


Electron Tube Division Harrison, N. J. 





For free booklet (PGIO1IC) on RCA Thyratrons as 
well as other RCA Gas and Power Tubes for industry, 
write RCA Commercial Engineering, Sect. B-36-T 
Harrison, N. J. 
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A. Standard DB 24 Spindle 

B. DB 50 Motorized Spindle 

C. DB 25 Square Body Spindle 

D. DB 50 Motorized Quill-Type 
Spindle 

E. DB 22 Square Body Spindle 

F. Standard DB 22 Spindle 








Greater Accuracy—with Ex-Cell-O 
Precision Boring Spindles 


No one need tell you of the proven superiority of 
Ex-Cell-O precision boring spindles where close 
tolerances and fine finishes are required. But, did 
you know that these same Ex-Cell-O boring 


spindles have been used as replacement units 
for years? 


Produced in belt-driven, standard motorized, or 
high frequency motorized styles, these Ex-Cell-O 
precision spindles are equipped with XLO Preci- 
sion bearings for maximum spindle rigidity, long 
life and smooth operation. Permanent bearing 
lubrication reduces maintenance costs, prolongs 
bearing life. 


For complete information, why not get in touch 
with your local Ex-Cell-O representative or, if 
you prefer, send direct for bulletin 25477. 


CORPORATION 
DETROIT 32, MICHIGAN 


MANUFACTURERS OF PRECISION MACHINE TOOLS + GRINDING AND BORING SPINDLES 
CUTTING TOOLS + TORQUE ACTUATORS + RAILROAD PINS AND BUSHINGS « DRILL JIG BUSHINGS 
AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS ¢ DAIRY EQUIPMENT 














Highlights of This Issue 





J Purchasing Grows With the Company 


A P.A. in a fast-growing company often comes 
a cropper and wakes up to find out he hasn’t 
really had a chance to build a strong organiza- 
tion. In the race to keep supplies and materials 
coming in to meet production demands the de- 
partment “just growed.” There just wasn’t time 
to streamline paperwork, develop a research or 
value analysis program, or do any of the other 
things that keep a purchasing department in tune 
with the times. 

Some purchasing executives have beat this 
problem, however. And how it was done in one 
well-known growth company is described in the 
latest of our comprehensive studies of outstand- 
ing buying organizations. 

Starting on page 69, you'll get-full details on 
how purchasing kept pace with company expan- 
sion by: 

Organizing along functional lines; 

Automating record keeping; 

Cutting paperwork with special techniques; 

Pushing a cost-reduction and research pro- 
gram; 

Helping set engineering and material standards; 

Setting up a profitable scrap disposal program. 


v Reducing Errors in Purchase Orders 


Orders going out with errors are always a prob- 
lem. And sometimes they can be a very expensive 
one. Corning Glass has slashed purchase orders 
with a ten point check designed to rate each buy- 
er’s accuracy. This is but one phase of an over- 
all program designed to cut paperwork and boost 
buying efficiency. If paperwork is a problem with 
you, be sure not to overlook the article on page 
92. It should give you some ideas. 


Vv What's Happening in Business? 


Purchasing is affected by a broader range of 


economic changes than almost any other function 


of a business. Local or national strikes, booms or 
busts in certain areas, wavering prices—all these 
must be watched and weighed. Purchasing Pre- 
view, page 7, will help you keep an eye on signifi- 
cant developments in the economy. It features 
the well-known quick-summary section, Straws 
in the Trade Wind, the Regional Roundup of in- 
dustry news throughout the country, and a spe- 
cial report on the labor outlook and its meaning 
for purchasing agents. 
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Cold Heading 
Cost Savings 


Actual Cost Cuts 
As High As 70% 


The most important consideration 
we can point out to the designer or 
purchaser of fasteners and small 
parts is that any part which can be 
machined from rod stock is also po- 
tentially available from the cold 
heading manufacturer. This tech- 
nique offers speed of production, 
without scrap loss, plus superior 
strength and appearance for low cost 
and high design efficiency. 


The designer need not be restricted 
to standard fastener sizes when they 
do not meet the requirements of his 
application. It is oftem much less ex- 
pensive to specify a rivet, nail or 
screw to meet the task exactly as the 
application requires, than it is to 
compromise its function for the sake 
of “standards.” While there is noth- 
ing mysterious about the cold head- 
ing process, experience has proved it 
to be of inestimable value for getting 
maximum quality and output at a 
minimum cost. While the really spec- 
tacular advantages in cost show up in 
runs of several thousand pieces, we 
are also able to take care of short run 
requirements. We welcome and ex- 
pect manufacturers to come to us for 
advice and assistance concerning 
their fastener problems. 


Given complete specifications, in- 
cluding a drawing and an idea of the 
application, we can quickly tell you 
whether or not it will be advanta- 
geous to have your fastener or part 
JOB-DESIGNED by HASSALL. 
The remaining important aspect of 
our service to you is the ability to 
get into production quickly and 
make prompt shipment. 


Write for a copy of our new book- 
let, “What the Designer Should 
Know about Cold Heading”. 


John Hassall, Inc. 


P. O. Box 2268 


Westbury, Long Island, N. Y. 


For More Information Write No. 203 
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Aliquippa Works 
Jones & Laughlin Steel Co. 
Aliquippa, Pa. 


and never a lubrication failure with 
Cities Service EP-21 Lubricant! 


te, oe 
— - 
Bn mone rptn ee ap POE 





Award for 8-Hour Turn Record is display« 
proudly outside mill. J&L smashed previous 
record by 38 ingots — rolled up new total of 


At Jones & Laughlin’s Aliquippa Blooming Mill, they believe in pro- 


duction with a capital “P’! 576! Year-in and year-out, the plant averages 
Not only does J&L’s Aliquippa Mill hold the world’s record for an ingot a minute, with flawless lubrication 
ingots rolled in an eight hour turn (576), but they've set a year-in, provided by Cities Service 


year-out average of an ingot per minute! 

How do they sustain this production for such long periods? 

One answer lies in their modern, 44-inch, two-high reversing unit, 
powered by four 3000 h. p. motors arranged in tandem twin drive. 

Another can be found in their lubricant . . . Cities Service EP-21. 

Used on main bearings, manipulator slides and window liners, 
Cities Service EP-21 and its superior additives provide an unusually 
tough film...tough enough to stand the highest pressures, the greatest 
shock loads with no loss of lubrication, no danger of rust or corrosion. 

Yes, Jones & Laughlin is pleased with Cities Service lubricants! 
You'll feel the same when Cities Service goes to work in your oper- 
ation. Talk with your Cities Service Lubrication Engineer. Or write : 
Cities Service Oil Company, Sixty Wall Tower, New York 5, N. Y. 





Four 3000 h.p. Motors power the blooming 
mill at J&L’s Aliquippa Works. These are 70 to 
140 rpm, double-armature units arranged in 
tandem twin drive. At 70 rpm, they can re- 
verse in under a second. Equally flexible is the 
mill’s lubricant — Cities Service EP-21. 
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The Nation’s Shortage— 


Trained Personnel 


N ATIONAL ATTENTION today is focussed sharply on the impera- 
tive need for more and better trained scientists and engineers. This 
problem will loom large in national policy and budgets immediately 
and for years to come. It will be reflected in profound changes in our 

entire education system, from junior high grades through graduate 
’ schools. 


While the first emphasis and publicity is on engineering for nuclear,’ 
missile and satellite activities, the problem is one that mushrooms 
like an atomic cloud. To support the work of the space specialists 
there is need for trained experts in metallurgy and fuels, for example. 
There will be a massive need for technical men in design and produc- 
tion. It is more than likely that many in this new crop of engineers 
will be recruited for purchasing careers. 


The belated awakening to this need has not been for want of 
far-sighted prophets to warn us of the crisis that now impends, nor 
due to any apathy on the part of our already crowded schools. It 
is chiefly the result of our optimistic national philosophy that we 
can take care of any situation as the need arises. We have met 
emergencies before with accelerated training courses turning out 
thirty-day wonders. But that policy is not equal to the present need. 
Scientific training takes time. And time is now critically, though not 
hopelessly, short. 


Thoughtful purchasing men will see a parallel in the field of educa- 
tion and training for purchasing. We are moving rapidly into a situa- 
tion where the demands on the purchasing man are greater and more 
exacting than ever before. The science of procurement, too, is reach- 
ing out to new horizons. Industry is clamoring for really top grade 
purchasing managers and buyers. And the greatest shortage faced in 
purchasing today is that of competent, trained personnel 


Despite able and dedicated leadership, and tremendous strides made 
in recent years, education for purchasing is still considerably short 
of its proper and necessary goals. It has not reached deeply enough 
into the apprentice grades, nor high enough in the realm of manage- 
ment understanding. And you can’t produce competent buyers over- 
night or change management thinking without the personnel and 
performance to give meaning to scientific purchasing. 


There is something that every purchasing department can do 
promptly that will go far toward meeting this shortage now and for 
the future. It is to institute a policy of high grade personnel recruit- 
ment and to allot time and attention to adequate basic training among 
all grades of purchasing people. The training materials are available. 
The leadership must come from progressive, experienced purchasing 
managers. The time to do it is now. 


- 


















The nation’s largest stocks of fast 
machining steels of every type, in- 
cluding leaded steels, are on hand 
at Ryerson ready for quick delivery. 
It will pay you to let a Ryerson 
representative help you select the 
steel best adapted to your opera- 
tions. The Ryerson man can docu- 
ment cases of improvements up to 
50° in parts machined per hour .. . 
of increases in tool life of 300°. 
Call the Ryerson plant near you. 







SAVE... with 
free machining bars 
and tubing 
from Ryerson 


LEDLOY AND SCREW STOCK — Ledloy 
rounds up to 4”, squares up to 1%” 
and hexes up to 3” are part of our 
unequaled inventories and we have 
the most experience with this fastest 
machining steel as we were the first 
to stock it. Also on hand—all your 
requirements for C (or MX) 1213, 
B1i13, as well as for C1117 and 
leaded C1117. 


CARBON STEEL TUBING — All the 
sizes and wall thicknesses used by 
automatic screw machine shops are 
ready for quick shipment. 


STAINLESS BARS AND TUBING — 
Here, too, our stocks are the nation’s 
largest—including easy-machining 
Types 303 and 416 in rounds, hexa- 
gons and squares. 

ALUMINUM— Stocks include rounds 
and hexagons in Types 2011, 2017 
and 2024—squares in Type 2024 
also tubing at eastern plants. 
POLYVINYL CHLORIDE BARS, PIPE 
AND TUBING — Bars from 1%” to 
2%", pipe and tubing fromm 14" to 14”. 


© RYERSON STEEL 


Also in stock: Carbon Alloy and Stainless Steels + Bars + Structurals + Plates » Tubing + Sheet and Strip * Reinforcing Bars + Safety Plate 
Ryex Expanded Metal + Industrial Plastics * Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN, * PHILADELPHIA * CHARLOTTE * CINCINNATI ¢ CLEVELAND 
DETROIT + PITTSBURGH * BUFFALO + INDIANAPOLIS * CHICAGO « MILWAUKEE « ST, LOUIS * LOS ANGELES * SAN FRANCISCO + SPOKANE « SEATTLE 
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how Tennessee 


A report: on 


Eastman Company's Purchas- 
ing Division is using progres- 
sive policies and advanced 
purchasing techniques to keep 
with 


pace the company’s 


growth and boost its profits. 


7 , 
G LAMOR COMPANIES 


a lot like glamor girls 


are 
fast mov- 
ing but rough on the people who 
‘ have to keep up with them. Many 
of our 


most spectacular growth 


firms—in electronics, aviation, 
have shot 
up fast. Then when they paused 
for breath, found that some of 
their departments were actually 
in a chaotic state 


chemicals for example 


Purchasing is one of the func- 
that suffers most in cases 
like these. Frantic efforts to obtain 
materials and facilities to back up 
booming 


tions 


sales chew up every- 
one’s time—and things like long- 
range planning, training, and cost 
reduction programs have to wait 
Then when the company settles 
into a long period of competition, 
purchasing is “discovered” as a 
profit-making job. A_ feverish 
push is started to shake up the 
whole department—often by call- 
ing in outside consultants to tell 
the P.A. where he’s been missing 
the boat. 


Fesruary 17, 1958 





TEC’s purchasing management: (1. 
to r.) Assistant Director of Pur- 
chases W. J. Jackson, Director 
of Purchases J. K. Gillenwater, 
and Vice President H. L. Ford. 





Purchasing Grows 


With a Company 


One growth company that has 
had a high rate of expansion and 
rate of confusion is the 
Eastman Company, 
Kingsport, Tenn. This Eastman 
Kodak division has been rap- 
idly expanding for 35 years. 
(“From the beginning,” one pur- 
puts it, “we 
have had virtually one continu- 
construction program in ef- 
fect.") TEC has steadily diversi- 
fied its manufacturing operations 
(and boosted its sales) from tex- 


a low 
Tennessee 


chasing executive 


Ous 


tile fibers to plastics to about 80 
different chemicals. Its purchas- 
ing division now places close to 
35,000 orders a year to the tune 
of about $80 million. 

While TEC purchasing 
managed to keep pace and build 
department _ that 
doesn’t have to scramble madly 
to keep up with its own com- 
pany’s progress—and in 


grew, 


a heads-up 


fact is 
far ahead of most companies of 
any kind in purchasing policy and 
techniques. 


How does TEC do it? 

Working on a solid basis of 
management recognition, pur- 
chasing has kept up with—and 
ahead—of the times by working 
steadily at the job of: 

Organizing the department 
along functional lines and _ staf- 
fing it with highly competent 
people; 

Automatic record keeping: 

Cutting paperwork with special 
techniques applied to order writ- 
ing, filing, small orders, catalogs, 
etc. 

Pushing a “purchasing profits” 
(cost reduction) program, and 
setting up a long-range purchas- 
ing research activity; 

Cooperating in establishing en- 
gineering and material stanJards; 

Pursuing an aggressive policy 
aimed at the most profitable dis- 
posal of scrap and surplus. 

How Tennessee Eastman’s pur- 
chasing group went at these jobs 
—and with what success is de- 
scribed in the series of short ar- 
ticles that follow. 
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TENNESSEE EASTMAN’s pur- 
chasing division—headed by Vice 
President Henry L. Ford and 
Director of Purchases Jay K. 
Gillenwater—has two main sec- 
tions: Raw Materials and Operat- 
ing Supplies, and Mechanical 
Equipment and Maintenance Sup- 
plies. This rather uncommon ar- 
rangement is perfectly natural in 
this case: TEC does practically 
all its own construction and main- 
tenance work. 

The purchasing organization is, 
of course, flexible and geared to 
growth. At the moment, the raw 
materials section has four buy- 


Good Buying Begins with 
A Good Organization 


ers and a research man; the me- 
chanical section eight buyers and 
an office manager (who also func- 
tions as relief buyer and super- 


‘visor of expediting). 


Buyers, who hold the title of 
purchasing engineer, are grouped 
with a, senior purchasing engineer 
in charge of each group of two 
or three. 

Buyers are really specialsts at 
TEC. They are required to have 
engineering degrees or at least a 
solid technical background—and 
to concentrate on the commodities 
assigned to them. TEC isn’t keen 
on the idea that buyers should be 








Unusual orderliness, efficiency and privacy mark purchasing wing in 
main building. Private office set-up for buyers is mainly responsible. 
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rotated regularly so they can 
try to be more or less expert in 
everything the company buys. 
There are just too many varied 
and specialized commodites pur- 
chased—so why risk superficial- 
ity when you can get specializa- 
tion? 

This doesn’t mean that buyers 
get so holed up in their own lit- 
tle worlds that they don’t know 
what’s going on in the rest of the 
department. Each man in any 
group must be familiar with the 
items bought by the other buy- 
ers in his group so that opera- 
tions won't cease completely 
when that buyer is away. And 
occasionally buyers will be shifted 
to different assignments for one 
reason or another—but only on 
those commodities that come 
within the scope of their training. 
Buyers are permitted to travel 
freely as they see the need for 
plant visits, consultations with 
suppliers, etc. 


Buyers Have Advantages 


Just having good buyers doesn’t 
insure full efficiency in a depart- 
ment. TEC feels even the best 
buyer needs: good environment 
and assistance to do his _ best 
work. So it provides every buyer 
with a spacious private office and 
a carefully selected full-time sec- 
retary. 

The office enables the buyer to 
keep clear of unnecessary inter- 
ruption and distractions. It also 
puts salesmen at ease and pro- 
motes more productive interviewS. 

Secretaries are chosen on the 
basis of their ability to act as as- 
sistants to the buyers. Most of 
those working in TEC purchasing 
now are college graduates. As 
one buyer puts it, “This type of 
girl gives you a sense of confi- 
dence. You know that she'll do 
a topflight job on correspondence 
and orders—and will keep the of- 
fice work running smoothly when- 
ever you’re away from the of- 
fice.” 

In the general office a chief 
clerk supervises registering of 
requisitions, typing and mailing 
orders, and the IBM record sys- 
tem. A general correspondence 
file is maintained in a vault with- 
in the division, and is in charge 
of a chief record clerk. A com- 
plete catalog library, with a full 
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time librarian, is also part of pur- 
chasing. Total personnel in the 
purchasing division at present is 
38. 


Two Types of Expediting 
The wide variety of items 
bought, andthe differing func- 
tions of the two sections of the 
division make expediting more 
than just a routine operation. The 
Raw Materials and Operating 
Supplies buys close to 
150 different commodities in car- 
load quantities; between 1000 and 
1500 in-less than carload quanti- 
ties. The Mechanical Equipment 
and Maintenance Supplies section 
buys close to 15,000 items a year. 
the majority of for 
capital expense projects. Lags in 
delivery of either class of items 

could cause serious trouble. 


section 


great them 


Expediting for the raw materi- 
als section is handled by a pro- 
curement coordinator. His job is 
to coordinate all 
of inventories, current requisi- 
sitions and open orders. (Com- 
pilation of this data by means of 
automated record keeping is de- 
scribed later in this article.) He 
receives inventory reports every 
Tuesday, showing inventory sta- 
tus on all raw materials as of 7 
o’clock Monday morning, ex- 
pected usage for the coming week, 
and the inventory standard for 
every item. A check against open 
purchase orders shows him what 
material appears to be in short- 
or over-supply, what has been 
ordered, and what is en route. 

After reviewing disparities with 
the chemical buyer, he advises 
the production department that 


data on status 





A. C. Cliff, left, and Dr. Vincent Munier, Rohm & Hass Company, call on 
Senior Purchasing Engineer W. H. Harrison to discuss chemical purchases. 


imminent—or that 
there may be a glut of a specific 
item. Vendors notified im- 
mediately and followed up regu- 
larly until the situation is cleared 
up. Expediting of orders for other 
operating supplies is done by the 
buyer involved and his secretary. 

In the mechanical section, pur- 
chasing engineers and their sec- 
retaries handle expediting of all 
MRO and code orders during 
normal items. A special procure- 
ment coordinator handles expe- 
diting of all orders on capital 
expense projects and uses IBM 
status reports to spot possible 
trouble. 


a shortage is 


are 


When TEC goes into a heavy 
capital expansion program, expe- 
diting is stepped up. It’s taken 
from the buyers and placed in a 
specially set up central section. 
This is staffed with plant people 
who have had expediting expe- 
rience during similar expansions 
in the past. TEC has found that 
this arrangement relieves the 
buyer of what would be a very 
heavy burden and lets him con- 
centrate on buying equipment 
and construction material. It also 
makes for better coordination of 
the efforts of office expediters and 
field expediters. 


Automated Records Cut 
Work, Give More Data 


THE OBVIOUS advantage of us- 
ing punched cards to record in- 
‘formation absolutely necessary to 
.a purchasing department is that 
it saves work. Tennessee East- 
man’s purchasing switched to 
punched cards basically for that 
reason. It saw toO many man- 
hours being drained off by labor- 
iously posting of records (either 
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historical or for up-to-the-minute 
status reports) on file cards and 
elaborate data sheets. 

The new system, instituted in 
1955, has not only sharply cut 
that kind of drudgery, but turned 
up a lot of other helpful informa- 
tion that purchasing can use to 
good advantage. 








The raw materials section uses 
punched cards this way: 

Whenever a purchase order is 
placed, a card is made up show- 
ing order number, date, vendor, 
material purchased, quantity or- 
dered, buyer, and vendor loca- 
tion. When material is received 
and the order closed, a separate 
card is made up with new data— 
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shipping date, actual quantity 
shipped, money paid, unit cost, 
and actual unit delivered cost if 
freight charges are involved. 


Buyers Have Complete Records 


On the last day of the month 
all records are closed. By the first 
week of the succeeding month 
two strike-offs are made on tab- 
ulating machines—one by com- 
modity, one by vendor. These 
show a complete record of all 
materials purchased for the year 
to date. Special run-offs can be 
made to show specific informa- 
tion—amount bought from a par- 
ticular vendor, amount of a cer- 
tain material bought, amount of 
purchases from all vendors in a 
given geographic area. 

Every buyer gets copies of the 
strike-offs. Thus he has at his 
fingertips a complete year-to-date 
record of all raw material and 
operating supply purchases. 


Primary concern of the me- 
chanical section is the status of 
all current requisitions and or- 
ders. This information was for- 
merly posted manually on rather 
elaborate schedule sheets. 

Now, as requisitions are re- 
ceived, a typewriter card punch 
machine registers the requisition 
and at the same time punches out 
a card. This shows the requisition 
number, date received, material 
covered, date required, and the 
buyer. When the purchase order 
is placed this card is completed by 
punching in vendor name, order 
date, material classification code, 
delivery promise, and vendor lo- 
cation. 

Once the order is placed, all 
correspondence about delivery, 
whether it be letter, acknowledg- 
ment copy of the order, postcard, 
telegram, or record of telephone 
conversation—is routed through 
the card punch. 


PURCHASE REQUISITION & ORDER REGISTER 
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When the material is received 
and the order closed, all its cards 
are removed from the active 
punched card file. Only unplaced 
requisitions and open orders 
show on any record run off from 
this file. 


Buyer Performance Revealed 


All purchase order records are 
closed at 5 p.m. on Friday. By 
Tuesday morning of the following 
week a complete record of the 
status of all current requisitions 
or orders is in the hands of all 
interested parties. Bottlenecks in 
procurement schedules are shown 
up quickly and appropriate ac- 
tion can be taken just as quickly. 
The system also puts the buyer 
in a glass house’ as far as efficien- 
cy goes—you can tell at a glance 
how well he is handling requisi- 
tions and orders. 

Careful experiments with the 
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PURCHASE ORDER STATUS REPORT 


QUANTITY viwoor 





The Purchase Order Status Report is distributed to all departments and to each buyer every Tuesday 
morning. It eliminates the old, hand-written system and provides more information faster and more efficiently. 
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mechanics of the system show 
that it works best when purchas- 
ing punches its own cards. By 
training its own personnel in 
card punching it has been able 
to process about 33,000 orders per 
year without expending more 
than four manhours per day on 
the job. Other operations on the 
cards—sorting, collating, prepar- 
ing the master decks, gang punch- 
ing, and printing strike-offs 
done by the central punched card 
section, which is part of the comp- 
troller’s office. 


are 


TEC purchasing is so sold on 
that it looks 
on its present stage as “only a 
beginning.” “We’re getting more 
complete and usable data at a con- 
siderable savings with the system 
now” according to Director of 
Purchases Jay Gillenwater. “And 
we’re able to provide our buyers 
and other interested parties with 


record automation 


up-to-date records they didn’t 
have readily available before. But 
we're not going to stop. We’re 


looking forward to the day when 
we can mesh our record system 


Four Ways to Speed Up 
Purchasing Office Work 


FOR A DEPARTMENT with its 
volume, Eastman’s 
purchasing division operates with 


unusual and _s effi- 


Tennessee 


smoothness 


ciency. A visitor is struck by the- 


absence of the hectic uproar often 
found in departments of compara- 
ble size 

Conscious effort to cut down 
confusion, unnecessary labor and 
movement seems to be responsi- 
ble. The way buyers’ private of- 
fices are set up is a good exam- 
ple. Salesmen can go directly in 
for an interview without passing 
through any work area. (See pho- 
tograph) 

There number of other 
interestng steps TEC has taken 
to streamline office operations and 
thereby indirectly 
reduce obstacles to a smooth flow 
of essential work 


Order Writing 
Centralized 


All Tennessee Eastman pur- 
chase orders are prepared by a 
central typing group in a com- 
pact and efficiently laid-out of- 
the division. As a girl 
types out the 12-part order on an 
electric typewriter, an 8-part (two 
sets of four) receiving set is pre- 
pared simultaneously by a Ro- 
botyper slave unit. 

In terms of time, this method 
requires only one and a half typ- 
ists to process between 130 and 
140 orders a day. The electrified 


are a 


directly or 


fice in 
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into an integrated date process- 
ing program that embraces the 
whole company. It may be that 
some of the data we’re recording 
now can be much more easily 
generated elsewhere.” 

“We also expect in the near fu- 
ture to convert a large part of 
our requisition, quotation and or- 
der writing to automatic process- 
es. We’re convinced that automa- 
tion is one of the greatest time- 
savers for buyers developed in 
recent years.” 


Central order typing section is compact, highly efficient. Mrs. Betty 
Roller, Anna Vaughn and Mrs. Rupe operate electric typewriters at- 
tached to slave units (for simultaneous production of receiving reports). 


machines make preparation of the 
numerous carbon copies easier 
And the automatic 
pre-typing of receiving reports 
eliminates handwriting by receiv- 
ing clerks and reduces chances of 
error. 

Each typed order is checked by 
the secretary of the purchasing 
engineer involved before he signs 
it. The order is then counter- 
signed by the director or assistant 
director of purchases. All out-of- 


7 


and faster. 


town orders are air mailed except 
those completed on Fridays. 


Savings on 
Small Orders 


TEC has cut paper handling 
(from 20 copies to 4) and speed- 
ed up delivery on small orders 
with a simple Control Order or 
Pick-Up Order system. In 1957, 
almost 4000 orders (totaling $80,* 
000) were prepared under the 
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of Eastman Kodak Company [ eonvaes. GROER NO. 
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Four part “small order” form cuts down handling and paper- 
work in purchasing, speeds delivery of items to requisi- 
tioner. It’s carried to vendor by pick-up truck driver. 




















; 


’ Full-time librarian Lois Roberts keeps up-to-date catalogs indexed and 
cross-referenced. Plant personnel may check out catalogs as needed. 
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system. Based on average figures, 
the division would have needed 
an additional order typist for ap- 
proximately 12 work weeks if the 
orders had been handled on the 
standard purchase order form. 

A control order is issued to se- 
lected local vendors for a calen- 
dar year. Purchases against that 
order are made on a simplified 
four-part form (see illustration). 

These “request for delivery” 
forms are made up in purchasing 
each day on the basis of plant 
requisitions. They are typed by 
the buyers’ secretaries. A pick-up 
truck is sent out to vendors once 
a day to pick up purchases and 
the driver delivers them directly 
to people in the plant who re- 
quested them. The person receiv- 
ing the material initials the ac- 
counting copy of the form. 

If material is required from a 
local supplier to whom no control 
order has been issued, the pick- 
up truck driver draws from pet- 
ty cash to pay for the item and 
delivers it to the requisitioner. 


Filing Must 
Be Efficient 


Tennessee Eastman’s purchas- 
ing filing system has been de- 
signed with two ideas in mind: to 
provide maximum information in 
a minimum of time, and to prevent 
accumulations of paper from ov- 
erwhelming the clerical force. 

The general system is divided 


into four main parts: purchase 
order, vendor master, general 
correspondence, and _ chemical 


subject. Filing is done in a neat, 
central area, with all files quick- 
ly available. 

The purchase order files con- 
tain all purchase orders for the 
current year and the year before. 
They are stapled into a folder and 
filed by purchase order number. 
Into the folder goes all pertinent 
documents and correspondence— 
providing a complete history on 
the order. All purchase orders 
over two years old are sent to a 
dead file. They are held there for 
three years and then destroyed. 

A vendor master order file is 
set up for each company that gets 
an order from TEC. Copies of 
every order placed with that ven- 
dor go into a master which is 
filed alphabetically. Masters are 
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held for two years in the current 
file and three years in the dead 
file. Before they are destroyed 
a copy of each purchase order in 
each master file is made on micro- 
film and kept permanently. 

The general correspondence file 
is set up alphabetically by vendor 
with a folder for each vendor. All 
correspondence not directly re- 
lated to a specific purchase order 
is placed in this file. All price lists 
are filed on the left side of the 
file folder and correspondence on 
the right side. General corre- 
spondence is kept in the current 
files for three years then de- 
stroyed. A general subject file is 
also maintained for all corre- 
spondence buyers feel should be 
filed by subject rather than by 
vendor. 

The chemical subject file is 
made up of correspondence, mar- 
ket surveys, technical literature, 
and any other information on a 
particular chemical that a buyer 
wants to keep. It is set up alpha- 
betically by chemical name and 


reviewed annually to root out 
dead wood. 


A Library 
For Catalogs 


Catalogs can be a big help to 
a purchasing agent—but they can 
bring some headaches, too. They 
can become quickly outdated and 
clutter up valuable space if 
there’s no system for handling 
them. And indiscriminate order- 
ing of catalogs by plant personnel 


can lead to back-door selling 
problems. 
Tennessee Eastman naturally 


gets a lot of catalogs—it has on 
hand, in fact, 10,000 of them from 
approximately 4500 companies. 
To handle this great number ef- 
ficiently—and to derive the great- 
est benefit from them for the com- 
pany — purchasing maintains a 
complete, up-to-date library. 

The library is housed in a sep- 
arate room and operated exactly 
like its larger counterparts. A full 
time librarian is in charge. Cata- 


Purchasing For Profit 
Saves Over $5,000,000 


FIVE YEARS ago next month 
TEC’s purchasing division began 
its “Purchasing for Profits Pro- 
gram.” Its record in that relative- 
ly short span: $5 million saved 
on the cost of purchased raw ma- 
terials and services. 

The program has several broad 
aims. The basic one, naturally, is 
to increase company profits 
through cost reduction. That’s the 
primary job of a buyer accord- 
ing to purchasing philosophy—to 
seek the most economical pur- 
chase from the standpoint of 
quantity, quality, time, and serv- 
vices required. 

But it’s hard for management 
to know when a good buying job 
is being done. Sales and produc- 
tion have statistical reports they 
can develop to show what kind 
of performance they’re turning 
in. But the profits obtained by 
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purchasing are more or less hid- 
den in material cost figures. 
Tennessee Eastman’s purchas- 
ing group felt that an organized 
program would be the most ac- 
curate, dramatic way to evaluate 
how a buyer is doing and demon- 
strate how a properly staffed and 
trained purchasing division can 
add to a company’s profits. “Pur- 
chased materials and services ac- 
count for over 50% of Tennessee 
Eastman’s manufacturing costs,” 
says one of its top procurement 
officials. “And each dollar saved 
by a buyer is essentially a dollar 
of net profit. That’s why we feel 
that no other group in TEC bears 
so large a responsibility for sav- 
ing money by reducing produc- 
tion costs or keeping them at 
an absolute minimum. And the 
burden is on us, as far as cost of 
purchased items goes, to keep 


logs are indexed according to a 
modified Dewey Decimal system 
and are cross-referenced by com- 
pany and subject. They may be 
consulted in the library or taken 
out by anyone in the plant. A 
regular checkout system is used 
to keep track of them. Requests 
for catalogs by all departments 
are funneled through the pur- 
chasing division. 

TEC has found the central cat- 
alog library to be a big help. It 
makes it easier for buyers to 
keep in their office files only those 
catalogs and bulletins that are 
used constantly. Bulletins re- 
ferred to infrequently need not 
be kept around taking space and 
gathering dust. 

The library is, of course, a very 
fine reference source, not only for 
buyers, but for all departments 
in the company—particularly en- 
gineering, research, and produc- 
tion. It helps strengthen the ex- 
cellent liaison that exists between 
TEC’s purchasing and operating 
departments. 


TEC in at least as advantageous 
a position as our competitors.” 


Responsibility for Profit 


Hammering home this sense of 
responsibility to buyers is another 
aim of the purchasing for profits 
program. It is a constant reminder 
to them of the real importance of 
their jobs and the contribution 
they make to the net profits of 
Tennessee Eastman. It helps to 
keep them constantly on the alert 
for new and better ways of reduc- 
ing costs, and stimulates their en- 
thusiasm for the job of purchas- 
ing. 

The term “purchasing for prof- 
its” was deliberately chosen over 
the narrower “cost reduction” to 
impress on management and on 
buyers the broader, more posi- 
tive aspects of the buying func- 
tion. And that thinking is reflect- 
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Purchasing researchers E. L. Humphrey, left, and W. H. Rozier 
drawing up a special report for chemical buyers on raw material. 





Senior Purchasing Engineer H. E. Phillips, in charge of electri- 


cal buying, 


ed in the significant language 
to define a cost reduction 
under the program: 

“Any net contribution to the 
company’s profit that would not 
have been accomplished without 
the initiative or constructive ac- 
tion of the purchasing division.” 

Reports made on this basis are 
sub-divided into: 


used 
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conferring with his secretary, 


Mrs. Juanita Kirk. 


1. Cost 
changes _ in 
tions, design. 

2. Cost reductions due to max- 
imum use of quantity discounts. 

3. Cost reductions due to ne- 
gotiations with suppliers which 
produced lower prices. 

Purchasing engineers are giv- 


due_ to 
specifica- 


reductions 
materials, 


en two methods of reporting: 


1. Estimated savings based on 
yearly operating requirements. 

2. Net savings based on indi- 
vidual purchase orders. 

Whenever possible, savings are 
reported on the basis of individ- 
ual orders. Each cost reduction 
is described in writing by the 
buyer on a special cost reduction 
report form (see illustration.) At 
the end of each year all cost re- 
duction reports are reviewed by 
the company auditor to make sure 
that only valid claims for cost 
savings have been included. Con- 
solidated reports are made to 
management on cost savings reg- 
ularly throughout the year, and 
a final report is made at the end 
of the year. 


Purchasing Research 

Purchasing research as_ prac- 
ticed by Tennessee Eastman, is 
not directly a part of the pur- 
chasing for profits program. That 
is, it’s not necessarily concerned 
with immediate cost reductions. 
But looked at from a long-range 
point of view, it can be consid- 
ered a very definite tool for help- 
ing buyers develop the purchas- 
ing for profits approach on spe- 
cific projects and on a_ broad 
range of activity. 

The functions of the purchas- 
ing research section indicate 
where and how this can be done. 
It is responsible for: 

Making market surveys on ma- 
jor raw materials. 

Supervising the IBM record 
system for the raw materials and 
operating supplies section. 

Analyzing and improving pro- 
cedures. 

Making special reports to man- 
agement. 

Two purchasing engineers pres- 
en ly handle the purchasing re- 
search operation. The big job, of 
course, is to put in the buyer’s 
hands any information he can use 
in making better buys on raw 
materials. This means digging out 
and putting into quickly intelli- 
gible form such data as: produc- 
ers of a raw material and an anal- 
ysis of their market positions; 
locations of their plants and the 
effect on such things as delivery, 
transportation costs. All kinds of 
significant economic data must be 
compiled not only to aid the buyer 
in determining the right source 
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and price, but to give manage- 
ment a sound basis for long range 
planning. These include analyses 
of price behavior, past price his- 
tories and forecasts of future price 
trends and estimates of manufac- 
turing costs for various raw ma- 
terials. 

Also within the scope of pur- 
chasing research are studies of al- 
ternative products or substitutes 
materials 
the 


for purchased 
‘These 


raw 


must be evaluated in 


are chemical- 


ame light. If they 


ly acceptable, who and where 
are the sources, what’s the price 
history and outlook, and so on. 
“Purchasing research will nev- 
er be a substitute for negotiation 
and we've never approached it 


in that Mr. Gillen- 


3ut in two years we have 


way says 
water. ~ 
proved that it is an excellent tool 
for the negotiator. When a buy- 


er has complete information on a 


he’s equipped to deal 
with much more 
knowledgeable basis than if he 


material 
vendors on a 
got his data on more or less of a 
hit-and-miss basis. And purchas- 
ing research also helps the divi- 
sion intelligently advise manage- 
ment on trends in price and avail- 
ability of important raw materi- 
als, desirable inventory levels and 
lead times, and possible substi- 


tutes.” 


Purchasing Helps Write, 


EASTMAN KODAK is noted for 
having 
engineering 
dards. So 


Tennessee 


pioneered In developing 
stan- 
surprise that 
Eastman, working in 
conjunction with the parent com- 
pany, has an advanced program 


and material 


it’s no 


on purchased material standards 
The working up 
standards is under the supervi- 
sion of the Material Standards De- 
partment. But once a_ specifica- 
tion has been drafted it 
meet the approval of the purchas- 
ing division before it can be for- 
mally issued. 
Development of 
with 
lished by the standards depart- 
ment in various parts of the plant 


program for 


must 


specifications 


begins committees estab- 


The appropriate buyer is always 
a member of the committee that 
deals with the he 
buys. It is the responsibility of 
each buyer to work closely with 
the personnel in the plant who 
originate the specification. This 
minimizes the chance of conflicts 
when the _ specification finally 
comes up for final purchasing ap- 
proval. It also insures that other 
members of the 
informed of the specifications an 1] 
methods of testing material used 
by various manufacturers in- 
formation the buyer is in a good 
position to obtain readily. 

TEC purchasing works closely 
with vendors in getting their as- 


commodities 


committee 


are 
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Then Approves Standards 


We Saved With Standards 


Before 


Valves 


the standards program got under way, types 304 


and 316 stainles steel valves in all sizes and types were stocked. 
After analysis we decided only one type of steel was necessary. 


Before 


standardization of valves began, the number and types of 


valves in stores were carefully examined. The idea was to screen out 
unsatisfactory types so that they wouldn't be ordered again by various 
departments. Most of the valves eliminated had proved unsatisfactory 
in one or more applications. Some were not even recognized as being 


of industrial quality 


Some were duplicates of other valves but no- 


body had realized it since they had different stock cards, having been 


purchased by brand name 


As a result of these moves, inventories have been reduced by 
$60,000. All standard valves at TEC are now purchased and stocked 
on a specification basis. We have a record of a representative number 
of manufacturers who produce equally aceptable valves for each of 


the listed 


eacn 


types 


division has a choice of three or 
select 


Paints 


Designers and engineers now indicate valves for 
application by TEC standard number only, and the purchasing 
more brand names from which to 


In less than five years we brought down the amount tied 


up in paint and protective coatings inventory from well over $75,000 
to $16,942, without shorting the supply and in the face of rising prices. 
When we started, 110 types of paint were stocked. Forty of these 


were eliminated as non-standard, a 36% 


reduction. And the simul- 


taneous development of standard colors for painting all buildings and 
equipment played an important part in bringing down the cost of 


paints 





sistance and explaining the com- 
pany’s objectives in setting up 
specifications. In every case, an 
attempt is to conform as 
nearly as possible to the accepted 
industry standard and method of 
testing. When a specification has 
been developed and accepted by 
the vendor it is made, by refer- 


made 





ence, an integra! part of each 
purchase order or purchase con- 
tract for the material involved. 

Typical examples of substan- 
tial savings effected by the stan- 
dardization program through the 
efforts of the purchasing division 
are shown elsewhere in this ar- 
ticle. 
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TEC PURCHASING took over 
the sale of surplus materials in 
1954—and within a year had trip- 
led the monthly income from that 
source, and practically eliminated 
the list of obsolete materials and 
equipment on hand. 

Since that time all surplus or 
obsolete items have been moved 
within a short time after they 
were declared surplus. In 1956 
Tennessee Eastman got approxi- 
mately half a million dollars from 
the sale of surplus items. 

The record is impressive—but 
it took a lot of effort initially. The 
effort is paying off now, as the 
figures show. When purchasing 
took over the sale of surplus, it 
decided on an aggressive sales 
policy to get the highest yield for 
the company. A series of meet- 
ings were held with the super- 
visor of the scrap yard, the super- 
visor of the stores department, 
and various members of manage- 
ment. The aim was to develop the 
most efficient system of handling, 
segregating and baling surplus 
and getting it to the market in 
the form that would bring the 
best price. 
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Aggressive Program On 
Surplus Triples Income 


At the same time, purchasing 
worked with the company’s in- 
ternal auditor in an_ intensive 
study of all materials listed on in- 
ventory reports to find obsolete 
items that should be sold. 

Surplus at TEC is broken down 
into three categories: equipment 
and material that has become ob- 
solete; material in excess of nor- 
mal inventory requirements; and 
scrap of all types. Scrap gets the 
most attention because it pro- 
duces the most sales dollars—but 
the others are by no means ne- 
glected. 

The sales program on scrap pa- 
per begun in December, 1955, 
gives a good idea of how pur- 
chasing’s aggressive approach 
works and, more important, pays 


off. 
Dealers Asked to Help 


During the summer of that year 
a cost study on scrap paper had 
been made. It showed that the 
cost of collecting, sorting, baling, 
and shipping scrap paper almost 
equaled the gross income from 
paper sales. It appeared that the 
way to beat this situation would 





be to eliminate one or more of 
the basic operations. 

Two scrap paper dealers were 
invited to visit the plant and sub- 
mit ideas. After a few weeks in- 
vestigation, it was decided to al- 
low one of the dealers to come 
into the plant with his trucks 
and pick up the paper loose in 
portable racks. 

The’ production departments 
provided the racks, labeled them 
as to what grades of paper were 
to be accumulated in them, and 
placed them wherever scrap pa- 
per was generated. The dealer 
now picks up the paper daily and 
is weighed out by the stores de- 
partment, which also keeps all 
records for billing purposes. 

As the paper arrives at the 
dealer’s warehouse; it is inspected 
to insure proper sorting and is 
baled and stored. On the first of 
each month, bids are received . 
from various mills and brokers 
for the material in storage. All 
grades are available for inspec- 
tion by any prospective bidder. 

TEC’s costs dropped consider- 
ably and its profit margin went 
up as the program developed. The 
only cost now is the fee paid the 
dealer on each ton of material he 
picks up. All profits are credited 
to the production department 
generating the paper. This incen- 
tive has stimulated careful ac- 
cumulation and sorting of all 
scrap paper. 





TEC’s, purchasing team: Bottom Row—J. K. Gillenwater, H. L. Ford, W. J. Jackson; Second Row—E. L. 
Humphrey, R. J. White, W. H. Rozier, T. P. Ketron, H. D. Dale; Third Row—G. C. Steele, T. M. Rea, 
R. A. Woodham, E. E. Shaulis, J. D. Barnes, H. E. Phillips; Top Row—W. H. Harrison, R. H. Alvey, A. T. 
Regan, R. H. Cooper and J. D. Hattaway. 
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This is the second in a series of 
articles on the technical aspects 
of purchasing. The material that 
will be presented is meant to 
provide a “refresher course” for 
experienced buyers and basic 
instruction for trainees or buy- 
ers new to specific commodities. 
Mr. DuMond is the author of 


the well-known book, “Frabi- 
cated Materials and Parts” 
(Reinhold Publishing Corp., 


New York). A mechanical en- 
gineer, he has spent many years 
in technical writing and editing. 
He has published two 
books on engineering materials 
and fabricated shapes. 





ProsaBiy EVERYONE in 
purchasing has had some experi- 
ence in buying sand castings, 
whether he knows it or not. Sand 
casting is without doubt the most 
common method of producing 
metal parts. Automobile engine 
blocks, plumbing fixtures, valves, 
crankshafts, hand tools, typewrit- 
er frames and countless other 
items in everyday use started as 
sand castings. 

Metal casting in sand molds has 
changed little in essentials 
through the centuries. However, 
refinements in techniques and im- 
proved metals have _ enabled 
founders to keep pace with the 
progress of other metal forming 
methods. So they remain in the 
forefront of forming processes. 

Sand casting remains popular 
because of the almost limitless 
range of sizes and shape that can 
be made by the process. Equally 
important, sand castings have 
earned a reputation for being 
“low cost” parts. 

The versatility of the sand cast- 
ing process is equalled only by 
few other methods, and these have 
many more restrictions. Large or 
small parts can be produced as 
sand castings; quantities can 
range from a handful to hundreds 
of thousands; design can be sim- 
ple or extremely complex. There 
are some drawbacks to the meth- 
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What the P.A. 
Should Know About 


Sand Castings 


Sand casting is a versatile process. It will turn out parts 


with a wide range of sizes and shapes. More materials 


can be used in it than in any other metal forming meth- 


od. Whether you’re buying one part or thousands it will 


pay to study the advantages of sand casting 


limitations. 


By T. C. Du Mond 


od, but before discussing them in 
detail, let’s review the process it- 
self. 

Sand casting starts with a wood 
or metal pattern made to the 
exact configuration of the part to 
be reproduced. Usually a pattern- 
maker works directly from the 
designer’s drawings, varying only 
slightly when he must make al- 
lowances for subsequent metal re- 
moval or metal shrinkage. 

Molds are then made by tamp- 
ing special foundry sand mixtures 
around the pattern. Oils and bind- 
ers mixed with the sand hold it 
together and help it retain the 
desired shape until the entire 
mold can be hardened by baking 
or through the use of carbon di- 
oxide gas. Openings, recesses and 
other special features of the cast- 
ing are provided for through cores 
made of the same type of sand 
mixture. Mold sections, with all 
cores in place, are then clamped 
firmly together. 

Now the molds are ready to re- 
ceive molten metal. Metal flows 
into recesses of the mold through 
a system of gates and risers which 
form, in effect, a liquid distribu- 
tion network. Molds remain 
clamped together until the metal 
solidifies, at which time they are 
broken up to yield the finished 
casting. Gates and risers are cut 
off before the casting passes on to 


and its 


further processing if that should 
be necessary. As can be realized, 
each mold is good for just one 
casting, because it must be broken 
to remove the cast shape. Al- 
though the need for a new mold 
for each casting contributes to the 
cost of a casting, that feature is 
the key to the design flexibility of 
the process. 

There are several variations in 
sand casting, all of which offer 
some improvements over the basic 
casting process. Among these are: 
improving surface finish, obtain- 
ing closer dimensional tolerances 
or speeding up the operation. 

Most prominent among the 
variations in sand casting is the 
shell molding process. In shell 
molding, sand is mixed with a 
resin, usually a phenolic, and 
formed over a heated metal pat- 
tern. Heat of the pattern melts 
the plastics material and binds 
the sand into a cohesive, thin shell 
of the desired shape. Pouring is 
then done in the same way as in 
ordinary sand casting. In shell 
molding, also, the mold is de- 
stroyed after each casting. Pattern 
costs and mold materials are more 
expensive in shell molding than 
in ordinary sand casting. How- 
ever, higher costs are more than 
justified if close tolerances, fine 
finishes or surface detail are re- 
quired. (Shell mold castings will 
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Sand cores are used to produce special shapes in castings. The 
cores set in place in the mold half at top produced the shape below. 


be covered in a separate article 
in this series.) 

A newer process, somewhere 
between straight sand casting and 
shell molding is one which uses 
carbon dioxide to harden the sand 
after it has been molded to shape. 
Among other things, the use of 


carbon dioxide eliminates the 
need to bake molds, thereby 
speeding up the process and 


lowering costs somewhat. 


Materials 


More materials can be used in 
sand casting than in any other 
common method of creating metal 
shapes. Generally, sand castings 
are made from the least expensive 
form of a metal. For example, pig 
iron, other ingot metals and metal 
scrap are used rather than rolled 
and other more expensive 
wrought forms. 

Most common of the sand cast 
metals are gray iron and its varia- 
tions. These include _ special 
quality controlled irons, many of 
which are proprietary, and the 
newer modular or ductile irons. 
The variations offer either higher 
strengths or greater ductility, or 
both, than the standard gray 
irons. Gray irons range in strength 
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from 20,000 to 60,000 pounds per 
square inch, but are somewhat 
brittle. As strengths and alloy 
contents increase, iron base ma- 
terials become somewhat more 
difficult to cast. Other irons com- 
monly cast include malleable 
irons and white irons. 

Practically all types of steel 
can be sand cast. Strengths and 
other properties range from those 
found in the plain low carbon 
steels on up through the stainless 
and other high alloy steels. 

High nickel alloys, aluminum, 
magnesium and more than twen- 
ty-five brass and bronze alloys 
are commonly cast in sand molds. 
Representative strengths of some 
of these materials in cast form 
are shown in an accompanying 


table. 


Selection Factors 


A survey of the selection fac- 
tors as they apply to sand castings 
show these facts: 

Sizes—Sand castings can _ be 
made economically in all sizes 
and weights—from a few ounces 
to many tons. Usually sand cast- 
ing is not considered for extreme- 
ly small parts because of the diffi- 
culty of pouring into small re- 


cesses. Products too small for 
sand casting might better be made 
as investment castings, die cast- 
ings or screw machine parts. 

Along with size we should also 
consider dimensional tolerances. 
As with most processes, sand cast- 
ing cannot be restricted to any 
fixed tolerance rules because 
variations can result from dif- 
ferent foundry practices. How- 
ever, years of experience have in- 
dicated that these tolerances 
should be considered minimal for 
normal conditions: -:1/32 inch 
per inch of casting length in thin- 
sectioned castings and +1/16 
inch per inch in parts of heavier 
section. As melting points and 
alloy content of materials being 
poured increase, so does the diffi- 
culty in pouring. Thus, gray iron 
and aluminum can be cast to 
relatively close tolerances. Steel 
and bronze require more liberal 
dimensional allowances. 

Finishing—Most sand castings 
are relatively rough, both surface- 
wise and dimensionally. By to- 
day’s standards they are likely to 
require more cleaning and finish- 
ing than competitive forms. First, 
gates and risers must be removed 
from the casting. It should then 
be cleaned by sand blasting, tum- 
bling or by chemical means to 
remove loose sand and other 
foundry soils. Next, it is likely 
that the casting will require some 
machining to bring it to final size, 
prepare mating surfaces or pro- 
vide threads for assembly. Final- 
ly, if surface appearance is im- 
portant the casting might require 
some finishing treatment—barrel 
finishing, plating, or some type of 
chemical or painted finish. 

Tooling Costs—Tooling for sand 
casting (wood or metal patterns 
of the overall shape, plus any 
necessary coring) is least ex- 
pensive of that for any other 
major metal forming process. Pat- 
terns are long-lived and can be 
altered to conform with minor 
design changes. 

Because of the relative sim- 
plicity of tooling, it can usually 
be produced quickly. This, of 
course, cuts down the lead time 
required to get a part into pro- 
duction. 

Labor Costs—Considerable 
skilled and semi-skilled labor is 
required to produce sand castings. 
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Foundries are becoming highly 
mechanized, but many hand 
operations remain. One mold for 
every casting adds to labor costs, 
but the greatest share of labor is 
expended after actual casting has 


STRENGTH OF TYPICAL SAND CAST METALS 


Tensile Yield Elonga- 
been completed. Labor is needed Strength, psi Point, psi tion, % 
to cut gates and risers from the 
casting as well as to clean, ma- Gray Iron, Class 20 25,000 20,000 — 
chine and finish it. 

Scrap Loss—Scrap loss in sand Gray Iron, Class 60 65,000 55,000 _— 
casting can be classed as moder- Alloy Gray Iron, heat treated 95,000 92,000 — 


ate. Good foundry control will cut 
down on defective castings. Those Malleable Iron (grade 32510) 52,000 34,000 12.5 
castings which must be discarded 


Low Carbon Steel 77,000 43,000 29.0 
can be remelted and recast. How- ‘ 
ever, excessive machining scrap, Medium Carbon Steel 97,000 55,000 21.0 
shoots losses up. Machining chips 
have little or no reclamation Nickel-Chromium-Molybdenum Steel 154,000 139,000 11.0 
value. a ; Leaded Red Bronze 30,000 — 20.0 

Quantities—There is really no 
lower limit to the number of parts Manganese Bronze (high tensile) 110,000 — 12.0 
needed to justify the use of sand a 
castings. In thousands of instances Silicon Bronze 50,000 eet 18.0 
the process has been used for only Aluminum-Magnesium 90/10 46,000 a 14.0 


one of a given design. As quanti- 
ties of certain parts rise into the Magnesium, AZ92 40,000 — 10.0 
thousands, it might be advisable 
to consider some other produc- 
tion method. That’s not to say j ‘ : ; 
that when quantities become great complete, being presented to show the range of properties available in sand 
sand casting is to be discarded. castings. 

Many automotive parts, electric 
motor housings, plumbing fixtures 
and other products are turned out 
in mass quantities by sand cast- 
ing. In these cases, casting is the Ce ee 
only method that can accept the 
required materials, produce the 
desired shapes, or has some other 
advantage not claimed by com- 
petitive methods. 

The point is, that sometimes 
tooling costs of some high speed, 
high production method might be 
justified when quantities become 
high. 


Values shown are representative of ‘metals in various groups. The list is not 





To Cast or Not to Cast? 


Sand castings have almost as 
many limitations as they have 
advantages. Many of the points 
listed as limitations are, of course, 
not always important, but they 
can be. So they should always be 
considered. 

Let’s look at the advantages of 
sand castings: 

1. Tooling costs are low. 

2. Parts can be put into produc- 
tion quickly. 

3. There is great flexibility of 
material and design. 





4. Changes and modifications This part, formerly a weldment, is now made as a simple casting. 
are quickly and easily made. The casting (left) cost considerably less than its welded counterpart. 
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Permanent instructions can be cast into sand cast parts. The in- 
formation stays legible through dirt and repainting of equipment. 





Everyone’s work is made easier when a complex part is cast in 
two sections, then joined. Valve sides are joined by silver brazing. 


). Parts can be simple or ex- 
tremely complex. 

6. Properties of cast materials 
are equal in all directions as op- 
posed to the unidirectional prop- 
erties of many rolled and forged 
materials. 

7. Metal can be placed where 
needed for extra strength or bulk. 

8. External shape is not re- 
stricted to machine or die limita- 
tions. 

Classed as limitations are these 
items: 

1. Sand casting requires more 
labor than most metal forming 
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methods and certainly more than 
other foundry processes. 

2. As-cast surfaces are rela- 
tively rough. 

3. Machining is needed, almost 
without exception. 

4. Sand casting is slow when 
compared to many other methods. 

5. Metal structures and proper- 
ties are likely to vary from cast- 
ing to casting due to inherent 
problems in pouring and solidifi- 
cation of molten metals. 

6. Internal defects can result 
from entrapped air or evolved 
gases in the molten metal or from 


shrinkage during solidification. 

7. At least one major cleaning 
operation is usually necessary on 
sand castings before they can be 
used. 

Although the design of a part 
is usually fixed when plans reach 
the purchasing department, cer- 
tain design features should be - 
looked for. They often serve as 
guideposts in finding the proper 
production method. 

As has been mentioned, com- 
plex and irregular shapes are 
made to order for sand casting. 
However, the process does not 
lend itself to the making of parts 
with sharp corners; abrupt 
changes in section thickness are 
likely to cause casting problems. 
Metal fluidity, or lack of it, dur- 
ing pouring and solidification dic- 
tate minimum section thicknesses, 
which, normally, are as follow: 

3/32 inch for copper alloys 

¥% inch for most irons and 
aluminum 

3/16 inch for steels. 

In considering design, it should 
be remembered that there are 
good cost saving possibilities in 
large complex shapes. Worthwhile 
savings can be realized by break- 
ing down large sections into two 
or more smaller and simpler sec- 
tions. Properly done, savings will 
be substantial even after the sec- 
tions have been joined to provide 
the one large assembly sought 
originally. 


When to Choose 


It would be nice if there were 
a ready made set of rules to fol- 
low when determining the one 
ideal production method for any 
part. Unfortunately there is not, 
particularly in the case of sand 
castings. The possibilities of this 
method are so vast that nearly 
any shape and metal could be 
considered as suited to it. Thus 
we must see how close our needs 
fit the advantages and limitations 
of sand casting and decide only 
after a careful evaluation. 

Often three points tip the scale 
in favor of this process. They are: 

Quantities—in the small to 
medium range. 

Complex design — too compli- 
cated for other methods. 

Materials—some can be pro- 
vided in no other form, or at best 
to a limited degree in other forms. 
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Director of purchases Hume leads management discussion, Typical top- 
level meeting includes, from left around table: Curt Hoerig, manager- 
manufacturing; Otto Ress, director of engineering; Chester Birch, comp- 
troller; H. P. Mueller, Sr., president; Frank Nunlist, executive vice- 
president; and Hume. 


Management Recognizes 


The Value Of Reports 


In one of Milwaukee’s progressive organizations 


the average age of its executives is 41. Early recog- 


nition of the importance of the purchasing func- 


tion has resulted in a dynamic management team. 


By C. D. Francisco 


In PURCHASING, as in other 
professions, prestige must be 
earned. One of the best ways to 
get top management recognition 
is through reports to management. 
At Mueller Climatrol Division of 
Worthington Corporation, Mil- 
waukee, Director of Purchases 
Robert F. Hume sits at top man- 
agement’s table because purchas- 
ing has earned its place there. Not 
because it writes reports, but be- 
cause the reports it writes become 
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the basis for profit-making deci- 
$10ns. 

A typical monthly report pre- 
pared by Bob Hume will include 
cost reductions, cost analyses, cost 
inventory status, and 
purchase commitments stated in 
dollars on specific commodities. 
This report is in letter form. “We 
can’t see spending money on a 
printed form,” says Hume. “be- 
cause in addition to the cost, a 
supply of forms takes up needed 


forecasts, 


storage space. Moreover, printing 
space would be wasted on a form 
for this purpose—the same things 
are not significant every month.” 

The monthly report goes direct- 
ly to Worthington’s vice president 
of purchases and traffic. Coordi- 
nating reports from Mueller and 
other divisions, he can see trends 
develop, get on-the-spot opinions 
and statistics which can even in- 
dicate if division sales prices 
should increase or decrease, de- 
pending on what competition will 
allow. 

Daily reports are highly impor- 
tant too. A daily purchase com- 
mitment report covering miscel- 
laneous and production items goes 
to the division comptroller. From 
this report he can ascertain how 
much cash must be available to 
cover purchase commitments. 

Requisitions from the advertis- 
ing department are totaled and 
correlated in this report by pur- 
chasing too. It pays to advertise, 
but it also costs money to adver- 
tise. By having this daily report, 
the comptroller can tell advertis- 
ing how their budget may be af- 
fected. 

Another daily report, showing 
“day’s end” inventory, goes to top 
management staff. Based on ship- 
ments and orders received, figures 
combined with those of the day 
before show the daily inventory 
picture. 

Reporting has brought more 
than vital information to top man- 
agement. It has brought the im- 
portance of the purchasing func- 
tion. At Mueller Climatrol, man- 
agement knows that purchasing 
works closely with sales—custo- 
mer requirements dictate what 
purchasing buys. Management 
knows that good vendor relation- 
ships exist, that supplies are at 
the right place at the right time, 
at the right price, quality and 
quantity. 

Management knows that com- 
modities are rotated among the 
buyers, making them stronger 
men for the company, giving them 
new challenges, new efficiencies 
and a continuing objective atti- 
tude. Management knows that 
purchasing is using value analysis 
and all other progressive tech- 
niques to stem the tide of the 
present trend toward diminishing 
profits. 
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Paperwork is a necessary nuisance in every purchasing de- 
partment. But the forms you use can help you do a more 
scientific buying job or they can bog you down in red tape. 
Here’s how one company that’s in the business of making 
forms handles its own purchasing paperwork problem. 














REQUEST FOR PURCHASE —MOORE BUSINESS FORMS, INC. 


ORDER FROM: 
(SUBUECT TO PURCHASING DEFT APPROVAL) 


PURCHASE ORDER NO. 


DATE TO BE DELIVERED 





£.0.8. 





SHIP TO: TERMS 
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Fig. I. Each request for purchase from consuming depart- 
ments specifically states that the notation of a vendor by the 
department is “subject to purchasing department approval.” 
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When a Professional Tackles | 


W nex IT comes to paperwork 
Moore Business Forms, Inc., is a 
professional. It has to be because 
it’s one of the largest manufactur- 
ers of business forms in the coun- 
try. As a result, it’s no surprise 
to find that the Moore purchasing 
departments use a series that are 
tops when it comes to efficiency 
and completeness. 

Typical examples are the pur- 
chasing forms used by Moore’s 
Eastern Division, Niagara Falls, 
N.Y., which last year had a pur- 
chasing volume of $22.5 million. 
The forms used by this division 
have proved particularly effective 
in the control and procurement 
of plant stores items. 

Starting at the beginning, 
there’s the request for purchase 
form, (see Fig. 1). This is a three- 
part form, with the original copy 
and tickler for the purchasing de- 
partment, and a carbon for the 
issuing department. The requisi- 
tion contains space for listing the 
quantity desired, a description of 
the item, the quantity on hand 
and an estimate of how long the 
on-hand inventory would normal- 
ly last. 

Although this request for pur- 
chase form has a section labeled 
“order from” in which the depart- 
ment making the request can sug- 
gest certain suppliers, the words 
“subject to purchasing depart- 
ment approval” appear directly 
underneath. This phrase is in- 
cluded to make certain depart- 
ment heads understand that their 
notation of a vendor is (1) op- 
tional, (2) by no means final and 
(3) is merely a suggestion for 
the purchasing agent to consider. 
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Paperwork... 


Next form used in Moore’s 
normal purchasing operations is a 
four-part request quotation 
(see Fig. Il). The main advan- 
tage of this form is that it can be 
used to get bids from three sup- 
pliers in only one typing opera- 
tion and with only one name ap- 
pearing on each of the vendors’ 
copies. By using sheets of differ- 
ent lengths, the names of the 
three companies are typed on the 
original sheet and only one name 
appears on each of the carbons. 
The description of the item, the 
quantity and all other 
information is the 


for 


relevant 


same on all 


copies. 


Have Supplier in Mind 


Moore’s purchase order form 
is a handy seven-part form con- 
taining—in addition to the infor- 
mation on the quotation request 

-the conditions of sale, shipping 
instructions and invoicing instruc- 
tions. All of the multi-colored 
copies are 11 inches long, except 
for the white original which is 
only 934 inches. The additional 
space on the other carbons is used 
for internal expediting, account- 
ing and receiving. 

Besides the original, another 
copy of the purchase order is sent 
to the vendor as the acknowledg- 
ment copy. This yellow page is 
designed with the supplier in 
mind. All he has to do is fill in 
the acknowledgment date, the 
shipping date and his own order 
number before signing his name 
and returning the page to Moore. 
The company then has a written 
record of the supplier’s confirma- 
tion, along with a delivery date. 
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Fig. Ul. A feature of this request for quotation form is that 
three vendors can be contacted. With the use of different 
length carbons, one typing operation does the whole job. 


Other parts of the purchase 
order are a numerical copy, for 
filing in a book containing all or- 
ders in numerical order; a de- 
partment copy, for the depart- 
ment requesting the item; re- 
department copy, in 
which the price column has been 
blacked out; control copy; and an 
official department copy, a hard 
paper sheet designed for easy in- 
sertion and use in a file drawer. 

Moore combination 
stores ledger card and traveling 
requisition on a form it calls Visi- 
record for orders of a repetitive 
nature. This card contains a 
description of the item, its auth- 
orized vendors and the reorder 
point. It has a series of 


ceiving 


uses a 


also 


boxes where the amounts or- 
dered, received and issued can be 
entered. The balance on hand is 
easily available at all times and 
a new order is placed whenever 
the inventory dips below the re- 
order point. 

According to Everett W. Noble, 
general purchasing agent, “the 
store’s record card is removed 
from the file and becomes a trav- 
eling requisition when the item is 
reordered. Before reordering, in- 
ventory of the item is checked 
in the storeroom. By this pro- 
cedure, all stores items are 
checked for physical inventory 
at the time of reorder, so no 
periodic physical inventory is 
necessary for stores items as a 
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Fig. III. Every Moore plant uses charts to show the most economical order- 
ing quantities for the majority of its purchased items. This provides 
a quick reference point for the P.A. when he has to decide how much to 
buy. Each plant has to have its own individual chart because of varia- 
tions in operating methods as well as carrying and replacement costs. 


whole. The purchase order is 
typed directly from the stores 
record card.” 

The receiving report is a com- 
pact four-part register form. 
Measuring 814 x 5% inches, it 
has space for a description of the 
material received, the quantity, 
size and weight and the purchase 
order number. There is also 
room on the form for purchasing 
department verification of the 
order. 

The final form in the purchas- 
ing department series is a ship- 
ping or disposal order. This is 
used for goods returned to the 
vendor because of breakage, mal- 
function or error. 

Traffic receives the original of 
this form for its use until the 
shipment is sent out, at which 
time it is forwarded to the invoic- 
ing department. The second copy 
is sent directly from purchasing 
to invoicing, while the final one 
goes to the vendor’s salesman as 
notification of shipment. 


Economical Order Charts 


Another aid used by Moore for 
scientific purchasing is economical 
ordering charts prepared by each 
plant for most items purchased 
regularly. Exceptions are those 
with a short shelf life, those sub- 
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ject to gobsolescence, special 
bulky items. 

The charts show the most 
economical ordering quantity for 
various values of annual usage 
and were prepared by computing 
the replacement cost per purchase 
order and the carrying cost of 
the stores inventory. The lowest 
cost of each item occurs when the 
replacement cost per year and the 
carrying cost per year are equal. 

“The charts also show the ex- 
cess cost per year for purchasing 
in quantities other than the most 
economical,” says P. A. Noble. 
“This permits a quick check to 
determine whether discounts for 
purchasing in larger quantities 
would result in a net gain or 
loss.” 

Here’s an example of how these 
charts are used: On the Chart 
(see Fig. III) the most economical 
ordering quantity is always at the 
point where the excess cost is 
shown at zero. Quantities above 
and below the most economical 
ordering quantity show the excess 
cost in dollars per year. 

In the illustration used here, 
the table shows that the most eco- 
nomical ordering quanity for an 
item with an annual usage of 
$2000 is $265 per order (see Fig. 
III A). Assuming a quantity dis- 


count of three per cent on or- 
ders of $1500 or more, this is the 
way the chart can be used by a 
buyer to determine whether a 
discount for buying larger quan- 
tities is justified: 

Referring to the table, the ex- 
cess cost per year for ordering in. 
quantities of $1,500 .......... $83.05 
(see Fig iI B). 

Annual savings due to 
three per cent discount 
on $2,000 usage per year $60.00 
Net loss per year by or- 
dering in quantities of 
$1,500 $23.05 


Thus Mr. Noble can see at a 
glance that in this particular in- 
stance it does not pay to buy in 
larger quantities to obtain the 
discount. If, however, the dis- 
count were five per cent instead of 
three per cent, a net savings of 
$16.95 would result and larger 
quantity buying would be profit- 
able. 

Forms and charts are tools at 
Moore to assist Mr. Noble and his 
staff perform their duties. For 
Moore—and for just about every 
other company—the sharpness of 
these tools can often be the differ- 
ence between a modern forward 
looking purchasing department 
and one that’s fog-bound. 
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NO. 4 IN A SERIES 


What Makes a Good Supplier ? 


Many considerations are involved in selecting sources of 


supply. And there are many ways of evaluating these con- 


siderations. Here are some timely tips which will aid in 


reviewing the methods already in use in your company. 


By Stuart F. Heinritz 


Tuere’s a saying that has gained some cur- 
rency in discussions of purchasing, that if you 
pick the right supplier you don’t have to worry 
about getting the right quality, service, and price, 
because all these things will follow automatically. 
It isn’t quite as simple as that. As a matter of fact, 
the procedure is usually in the reverse order. 
‘The purchasing agent seeks out the right quality, 
service, and price, and when he has satisfied him- 
self on these points, that determines which source 
of supply is the right one. Then, of course, all 
the factors are wrapped up together in the final 
decision. 

The saying does emphasize the importance of 
picking the right supplier, and properly so. But 
’ if we have to generalize upon this point, it would 
be more accurate to say that a strong and reliable 
list of suppliers is one of the best assets that a 
purchasing department can have. That’s another 
way of saying that the groundwork of purchas- 
ing has been thoroughly done and that purchas- 
ing’s judgment and evaluation of sources has 
been sound. 


Suppliers’ Representatives 


The first point of evaluation, because it is 
usually the first personal contact between buyer 
and supplier, lies in the caliber of the vendor’s 
sales representative. That contact may be made 
in the seller’s initiative or may result from a 
request by the buyer in response to advertising 
or in the course of a more general market ex- 
ploration. 
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The salesman’s personality is important, be- 
cause first impressions often set the pattern of 
the relationship and at this point the salesman 
personifies his company. More objecively, the 
purchasing agent will be impressed by certain 
specific attributes. Among these are: 

a. Knowledge of his product and what it will 
do—the indispensable basis for intelligent con- 
sideration of the product, and evidence of compe- 
tent sales training by his company. 

b. Ability and willingness to understand the 
buyer’s requirements in respect to the product— 
the foundation for sound evaluation and decision. 

c. Initiative in making suggestions to improve 
product performance, reduce costs, or other- 
wise to increase value, and in providing special 
technical assistance where needed—the qualities 
that put real teamwork into the buyer-seller re- 
lationship. 

d. Current knowledge of production and de- 
livery conditions, and the authority to commit 
his company to specific delivery promises and 
warranties—the factors that give meaning to 
negotiation. 

e. Follow-through in interest and service after 
an order has been placed—the best assurance of 
satisfaction in the individual purchase and in a 
continuing source of supply. 


The Record of Experience 


The second basis for evaluation of a supplier 
lies in the actual record of experience—the 
promptness of deliveries and conscientious ad- 
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herence to schedules and promises, the main- 
tenance of required quality standards, and fair 
price policies based on reasonable costs and ef- 
ficient production methods. 

These factors are measurable. The purchasing 
agent can readily determine a supplier’s relia- 
bility in terms of actual performance. What per- 
centage of shipments are on time, how many are 
late, and by how much? What percentage of 
shipments are acceptable, how many are re- 
jected? How do the prices compare with quo- 
tations of other vendors? The answers to these 
questions are all available in the purchasing 
department’s own records, and they provide a 
means of making direct comparisons. Some 
buyers put such information into the form of a 
simple formula, weighing the factors of service, 
quality, and cost according to their relative im- 
portance in the particular case, to rate the re- 
liability and performance of competitive sources. 

There are other related facts that can be found 
in the record. How much follow-up effort is re- 
quired to secure satisfactory service from a ven- 
dor? Is his attitude fair and reasonable in respect 
to replacements and adjustments on faulty ship- 
ments, or is this a matter of contention? Does he 
effectively improve performance when specific or 
chronic shortcomings in service or quality are 
brought to his attention? Is he cooperative when 
asked to supply special or emergency service? 

Experience also gives the answers to other 
questions which may seem trivial in themselves 
but do concern reliable and trouble-free procure- 
ment. Does he maintain the sales contact actively 
enough to be of real service, yet not so frequently 
as to be wasteful of time for both parties, to no 
useful purpose? Does he acknowledge purchase 
orders promptly, in accordance with buyer's 
terms and providing necessary delivery informa- 
tion? Does he keep the buyer informed, in ad- 
vance, of any avoidable delays or changes in de- 
livery schedules? Is he prompt in answering re- 
quests for quotations and other correspondence? 
Does he follow shipping and billing instructions, 
providing the necessary number of copies of ship- 
ping notices and invoices for efficient receival and 
processing at the buyer’s plant? Does he consis- 
tently make complete shipments, without leaving 
partial quantities or open items on back order? 
Negative answers to any of these questions are 
among the factors that needlessly complicate buy- 
ing routine and increase procurement costs. 


Some Basic Requirements 


In selecting a new source, where no experience 
record exists, there are a few points on which 
the purchasing agent will wish to satisfy himself 
before entrusting his requirements to an untried 
vendor. The general reputation of the vendor 
company in its industry is a guide, but there are 
more specific facts that can be established by di- 
rect inquiry or from outside sources and are of 
direct interest to the buyer. 

The first requirement is that the company be 
' qualified to produce the desired material or 
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product in the needed quality and quantity. Sam- 
ples of the product, or of a comparable item pro- 
duced for another buyer, are helpful. Supple- 
menting this, a list of the production machines 
and equipment available gives an idea of the 
type and quantity of output that can be expected. 
Companies seeking subcontracting business on 
parts and components habitually furnish such 
equipment lists. The facilities and policies for 
quality control are also pertinent. 

Size and equipment facilities are indicators of 
over-all capacity. The buyer, however, must con- 
sider these in relation to his own needs. It is not 
enough that the supplier be able to produce in 
the desired quantity or volume. The buyer’s 
orders must be significant enough in the sup- 
plier’s total operation to assure a regular place in 
the production schedule and to merit conscien- 
tious attention. The smaller, specialized producer 
may be the better source of supply for items re- 
quired in small or moderate volume. The pro- 
ducer who is straining for greater volume may 
overreach his capacity to provide satisfactory in- 
dividual service. 

A reliable supplier is financially stable. Infor- 
mation on this point is available from standard 
rating and reporting services. A record of good 
earnings and steady growth, and continuity of ~ 
profitable management, are excellent recommen- 
dations for the vendor. 

Stability also involves an adequate labor sup- 
ply and good labor relations. The company with 
a history of labor troubles and a union contract 
approaching its expiration date is a poor risk for 
the buyer. 


Personal Observation 


Most purchasing agents make it a practice to 
visit the plants of suppliers and prospective sup- 
pliers of key items in the procurement program, 
for first hand observation of the facilities. The 
benefits of this practice are many, beyond con- 
firming the information already noted in preced- 
ing paragraphs. 

The advantages of establishing personal rela- 
tionships among management and plant super- 
visory personnel, in addition to the normal sales 
contacts, can scarcely be overestimated. This is 
the opportunity to “sell” the vendor on the buy- 
er’s status as a desirable customer, just as the 
vendor company seeks to establish itself as a de- 
sirable supplier. It is the opportunity to impress 
upon the producer the importance of certain spe- 
cial requirements in a part or product, which the 
foreman or machine operator might otherwise re- 
gard as trivial or unnecessary just because they 
are a little ou‘ of the ordinary. And the advantage 
of having a personal contact at the vendor’s office 
or plant, who can be called in case of emergency, 
is obvious. 

The purchasing agent can learn, too. Observa- 
tion of actual production methods gives a better 
appreciation of the producer’s problems and can 
lead to more intelligent ordering practices, mak- 

(Please turn to page 198) 
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New Office Layout 


Tue PURCHASING  depart- 
ment of Ryan Aeronatuical Co. in 
San Diego, California, like many 
others, just “grew and grew.” As 
the company’s business expanded, 
more and more people were put 
in the same general office area 
Like most aircraft companies, 
Ryan must operate on tight profit 
margins and there’s never enough 
money in the till to spend on frills 
like fancy Most capital 
funds go into productive assets 
like machine tools. 

the 
department got worse and worse 
Desks crowded together 
Buyers had little or no space to 


offices. 


Conditions in purchasing 


were 


interview salesman and no privacy 
whatever. This handicap probably 
wasn't noticed too much because 
the office was so noisy that it was 
difficult interview 
anyway. With a dozen buyers and 
expediters on the ‘phone and a 


to conduct an 


couple of dozen typewriters clat- 
tering, it was awfully difficult to 
keep the noise Cown anyway. 

With but a moderate expendi- 
ture, Ryan has now greatly im- 
proved working conditions for 
purchasing personnel.“We haven't 
got the ideal set-up yet, by any 
means,” Assistant Materiel Man- 
Warren Nichols admits 
“But we have solved a lot of our 
problems,” he declares. 

Ryan’s solution is not a new 
office. Instead it’s new, modular 
type metal furniture re-arranged 
in a scientific fashion. 


ager 


> 
MODULAR WAY: With new furni- 
ture, buyers now have their own 
offices and girls have more space. 
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With the new arrangement, 
girls have more working space 
than before. And, better yet, each 
buyer has his own private work- 
and is set off from the 
rest of the group by metal parti- 
As a result, buyers are now 
able to problems with 


ing area 


t1i0ns 


discuss 


Boosts Buying Efficiency 


vendors without being distracted 
by other activities. To a degree, 
at least, the partitioning helps re- 
duce the noise of phone conversa- 
tions and typewriters. “We're ex- 
tremely happy with the new ar- 
rangement,” says Materiels Man- 
ager M. K. Smith. 


OLD WAY: Girls and buyers are jammed together with no 
space, 


privacy, very little 


working 


and lots of noise. 
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How to Write a Purchasing Job 


Description ... and Why It Pays 


By Virginia Morley 


Ever FIND yourself at your 
desk at ten to five, your “in-box” 
looking like the Leaning Tower, 
and wonder where the day went? 
Plenty of executives do. Innumer- 
able articles have been written 
about ways they can get more 
mileage out of their working 
hours. But they all come back to 
a few fundamental points of ad- 
vice: clarify for yourself once and 
for all, just what you’re actually 
responsible for—the basic objec- 
tives of your job. 

First make a list of the activi- 
ties you perform every day. Then 
add to it the occasional duties that 
make demands on your time, and 
may be equally important. Putting 
first things first, arrange these 
activities into some kind of log- 
ical grouping in black and white. 
Write yourself a job description. 
This won’t tell you what you 
should ideally be doing with your 
time, but what you are presently 
doing with it. 

Knowing how to write a job 
description for your own job and 
for other jobs in your department 
is an invaluable asset. Some of the 
important areas where job de- 
scriptions help are: 

Personal Efficiency—You can 





Virginia Morley is the pen name of @ prominent 
management consultant. 
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study your own job, compare what 
you are doing with what you 
feel you should be doing. 

Selection—You can match skills 
with job requirements—because 
you (or others on your staff) have 
completely thought out the con- 
tent and demands of the job. 

Training New Employees—The 
new employee gets a clearer over- 
all picture of what is expected of 
him. 

Training and Development of 
Existing Staff—Whether your 
people have been on the payroll 
for six weeks or six years, there’s 
no better form of on-the-job train- 
ing than to have them analyze 
what they’re doing and draft de- 
scriptions of their jobs, as they 
see them. As often as not, these 
drafts will show that your picture 
of their jobs is somewhat different 
from their own. 

Work Simplification—Reviews 
of job descriptions (including your 
own) will show how tasks are 
grouped and distributed. This way 
you can spot overlapping func- 
tions and consolidate or combine 
certain duties, perhaps eliminate 
others. 

Salary Administration—Any 
systematic attempt to “price” jobs 
means that the content of the jobs 
must be analyzed and compared— 





a step you’ve already taken when 
you prepare job descriptions. 

Better Employee Performance 
Ratings—A job description fo- 
cuses attention on job content 
It cuts down the part played by 
personal characteristics and per- 
sonal preferences that naturally 
creep into any rating. 

Promotions and Transfers—Can 
be handled with efficiency and 
genuine satisfaction to all con- 
cerned only when the terms, con- 
ditions and requirements of each 
job in question have been defin- 
itely specified. 


How Do You Go About It? 


A job description can follow a 
number of different forms. But 
the general outlines are the same 
for most .jobs. Here are some 
guides: 

1. The person in the job should 
make the first draft himself. If 
he’s never written a job descrip- 
tion before, he should be given - 
some kind of outline to follow, 
or a list of key questions to con- 
sider. He should clearly under- 
stand that his own performance 
on the job is not the issue. A job 
description is a statement of duties 
and responsibilities and operating 
relationships—it is concerned with 
the job, not the man. It describes 
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what is done and how—not how 
well. If someone outside the de- 
partment is responsible for the 
preparation of job descriptions, he 
will usually observe the person 
at work, interview him to get the 
needed facts, and write the first 
draft himself. This saves time and 
assures greater uniformity _ if 
many different jobs are to be de- 
scribed. But whenever possible, 
the person holding the job should 
be asked to prepare the original 
draft himself as a’ means of en- 
listing his support and as part of 
his training. 

2. The supervisor should re- 
view the first draft, noting any 
necessary changes. 

3. The employee and supervisor 
should sit down together and re- 
concile any differences which have 
arisen between steps one and two. 


Language of the Job Description 


The language of the job descrip- 
tion should be simple and explicit 
enough to be understood by an 
outsider. Try to use active verbs 
in the present tense to open each 
sentence describing a duty or an 
operation. Emphasize what each 
person does rather than the pro- 
cedure itself (e.g., “sorts requisi- 
tions” rather than “the requisi- 
tions are then sorted.’). Nouns 
and verbs tell the story. Adjec- 
tives and articles can be cut to a 
minimum. 

Proper names should not be in- 
cluded in the job description. 
(“Refers unpaid claims to traffic 


supervisor” — not “to Frank 
Webb”). 
Job titles, rather than the 


names of people should be used 
throughout. People preparing first 
drafts of their own job should 
understand that length of descrip- 
tion doesn’t indicate the import- 
ance of the job. As a matter of 
fact, the heavier a job is, in terms 
of responsibility and authority, 
the briefer and less involved the 
description tends to be. 

Vague, ambiguous terms like 
“handles” or “reviews” or “proc- 
esses” should be avoided. A 
phrase like “has responsibility for 
budgets” doesn’t tell what activ- 
ities are involved. It could refer 
to a comptroller’s job—or that of 


a file clerk. 
(Please turn to page 190) 
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Questionnaire for 
Supervisory and 
Executive Jobs 


. List your job title and the 


name of your department. 


. What is the title of the per- 


son you report to? 


. Do you supervise anyone 


else? If so, list their job titles 
and briefly summarize what 
they do. Does the entire job 
come under your supervision, 
or do you check certain parts 
of the work? Describe any 
instruction or training for 
which you are responsible, 
and indicate whether you 
have the authority to recom- 
mend pay changes, promo- 
tions, or other such action. 


. What duties do you perform 


regularly? Describe first the 
most important duties and 


. How much 


those which take up the 
greatest proportion of your 
time. Show at what stage the 
work comes to you and ex- 
actly what you do to it be- 
fore you pass it on Also list 
and describe any duties 
which you perform period- 
ically or occasionally. 
instruction do 
you receive from your super- 
visor in doing this work, and 
what parts of it are checked 
by him? What type of de- 
cisions or judgment do you 
exercise on your own? Give 
a few concrete examples. 


. What would be the effects of 


errors on your part? 


. What machines or equip- 


ment, if any, do you operate? 


. Is there anything about the 


work that is especially stren- 
uous or difficult (consider 
factors such as heat, noise, 
outside work in bad weather, 
etc.)? 





Questionnaire for 
Rank-and-file Jobs 


. List the title of your job and 


the name of your department. 


. What is the title of the per- 


son you report to? 


. Describe the major responsi- 


bilities of your position, be- 
ginning with the duties 
which take up most of your 
time. Also describe periodic 
and occasional duties includ- 
ing any outside activities 
which you take part in for 
the company. Give several 
examples of the types of de- 
cisions you make or prob- 
lems you handle which re- 
quire the most judgment or 
discretion. What types of 
projects do you initiate with- 
out consulting your superior? 


. How many employees do you 


supervise and what are their 
duties? Do you have the 
authority to hire and dis- 
charge, promote or transfer, 


. What 


approve pay changes, author- 
ize overtime? 


. Describe any duties which 


bring you into direct contact 
with suppliers, customers 
and the general public. Do 
you serve on any committees 
within the company or en- 
gage in company activities 
outside your own depart- 
ment? 

company assets or 
property are you responsible 
for? If you are responsible 
for an operating budget, 
what is its annual value? 
Describe the extent of your 
responsibility for disbursing 
company funds. If possible, 
estimate how large a financial 
loss the company might suf- 
fer as a result of an error 
in judgment on your part? 


. Describe any creative work 


which your job involves. Are 
there any intangible aspects 
of your job that you feel con- 
tribute to the successful op- 
eration of your department 
or the company as a whole? 
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Corning General Purchasing Agent Ralph Baker, Jr., (facing camera) 
holds regular Monday morning meetings with his assistant purchas- 
ing agents. At topic that comes up often: how to cut paperwork. 


Rating 


Helps Cut Paper Work 


By Ned Kellogg 


Grapinc PURCHASE orders 
is one way the purchasing depart- 
ment at Corning Glass Works, 
Corning, N.Y., is streamlining its 
paperwork, Every week a sample 
of each buyer’s purchase orders is 
analyzed for its accuracy. The 
buyer is then given a rating based 
on the number of errors in the 
purchase orders he has okayed. 

Purpose of the grading system 
is to make the buyers check their 
PO’s more carefully before send- 
ing them out. Corning P.A. Ralph 
Baker, Jr. says that as a result of 
the program there have been few- 
er cases of the wrong material 
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being shipped and fewer in- 
stances of material being shipped 
to the wrong place. Also, there 
are fewer misunderstandings with 
vendors. 

Ten factors are checked in rat- 
ing the buyer’s purchase orders: 


(1) Vendor’s name and ad- 
dress 

(2) Delivery point 

(3) Delivery date, type of 


carrier 

(4) Description of material 
(5) Pricing data 

(6) Quotation reference 
(7) Confirmation data 

(8) Account number 


(9) Data on special internal | 
delivery 

(10) Proper requisition ap- 
proval and editing of requisi- 
tion 


How It Pays Off 


When the idea of rating pur- 
chase orders was_ introduced, 
some of the buyers, particularly 
the ones who turned out the larg- 
est share of PO’s, were afraid 
they’d get low ratings just be- 
cause of their high volume. It 
hasn't worked out that way, how- 
ever. Baker says everyone now 
likes the idea. The purchase order 
rating system has resulted in 
some good natured _ kidding, 
created a healthy kind of competi- 
tion among the buyers, and most 
important, has meant Corning’s 
purchase orders are now more 
accurate than they have ever 
been. 

It’s hard to pinpoint the cost 
savings from a program of this 
kind, but any P.A. who thinks 
about the phone calls, the time 
wasted, and the delivery foul-ups 
that result from inaccurate pur- 
chase orders can get a fair idea. 
And, of course, it has eliminated 
a lot of the unnecessary paper- 
work that results when purchase 
orders aren’t filled out correctly. 

This is only part of Corning’s 
drive to streamline paperwork 
however. Corning uses as few 
different types of forms as pos- 
sible and does all it can to keep 
them simple. Wherever possible 
the purchasing department uses a 
short form purchase order, relies 
on the phone instead of a letter 
whenever it’s feasible. 

Jse of blanket purchase orders 
has also done a lot to cut down 
on the volume of paperwork. 
Proof of this is the fact that Corn- 
ing averages two invoices for 
every ‘ purchase order. This 
doesn’t mean Corning is being 
billed for material it hasn't 
ordered. It’s just that use of 
blanket PO’s cuts down the num- 
ber of purchase orders that has 
to be filled out. 

In another effort to streamline 
handling of paperwork, one buyer 
has been assigned the job of 
screening all purchase requisi- 
tions as they are received by pur- 
chasing so that they can be routed 
directly to the appropriate buyer. 
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Another time saver: all purchase. 
orders have code letters indicat- 
ing which buyer made out the 
order. This means that if there’s 
a problem on the receiving end, 
the people in the receiving de- 
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New PO Form 
Purchase orders aren't 2 very 
happy conversation topic with 


Baker, however. His frustrations 
in getting a new purchase order 
worked up started about year and 
a half ago. At the outset he was 
stymied for a while by a disagree- 
ment with a vendor over the de- 
sign of the forms 
had to be 
forms 


A new vendor 
found. Finally, the 
were delivered but the 
printing job proved unsatisfac- 
tory. Baker had to start from 
scratch again. By this time he had 
less than a week’s supply of the 
old purchase order fornis on hand 
and had to put through a rush re- 
quest for more of the old forms 
just to keep in operation. 

When the next set of new pur- 
chase order forms was made up 
and shipped, it turned out that 
someone had inadvertently left 
them in an open truck overnight 
Naturally—it rained. The forms 
were ruined. Baker did eventual- 
ly get what he wanted but under- 
standably he still burns when- 
ever he thinks about what he had 
to go through. 


No Contract Terms 


Baker has an interesting view 
on the contract terms printed on 
purchase orders. So far as he’s 


concerned they're virtually use- 
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Typical weekly purchase order rating report (1) used by Corning Glass 
Works. Sample of buyers’ purchase orders is checked for any of the ten 
possible errors listed on the rating criteria sheet (2). Corning finds the 
rating program is paying dividends. There’s less paperwork, fewer de- 


livery foulups. 


contract terms serve little pur- 
pose 


More important, he feels 


that if you’re dealing with a reli- 
able vendor you don’t need them. 


less. As he points out, a company This viewpoint is typical of 
goes to the trouble of having Baker's over-all approach to 
elaborate terms printed on its paperwork: eliminate as much as 
purchase orders and in most cases you can—what can’t elimi- 


the vendor never bothers to read 
the fine print. Instead the vendor 
sends back his acknowledgment 
with a lengthy list of his own 
terms. The buyer in most cases 
doesn’t read them. Baker feels 
that since nobody reads them, 
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you 


nate, keep simple and move as 
fast as possible. 


The one part of his depart- 


ment’s paperwork problem that 
really annoys him is seeing a five 
dollar stack of paperwork gen- 
erated to make « 50¢ purchase. 


He’s been trying to work up a 
system for handling local pur- 
chases that would eliminate this 
problem—something along the 
lines of having a buyer traveling 
around to local vendors in a sta- 
tion wagon and paying cash on 
the spot for anything he pur- 
chases. So far, however, he 
hasn’t been able to work out a 
method that justifies itself from 
a cost standpoint. But with his 
intense interest in keeping paper- 
work to a minimum there’s no 
doubt a solution will be reached. 
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Students watch pour off of 100 Ib. ladle of 
molten aluminum alloy into small squeezer 
sand molds. 


G oop BUYERS have always 
relied on suppliers for help in 
increasing their technical savvy. 
But this kind of learning had its 
drawbacks. The varying fre- 
quency of salesmen’s calls, how 
much time the buyer had, and 
other unpredictable factors made 
it sporadic at best. Education by 
vendors was generally concen- 
trated on specific problems—the 
: . rest was hit-or-miss. 

Foundry Gives Mobile showrooms, _ in-plant 
seminars, and lectures are some of 
the more important devices 
. thought up by vendors to meet 
Technical Course the demand for technical help. 
Now Howard Foundry Company 
has come up with a new advance 
in buyer education—a regular 
For Buyers course in casting engineering and 

production. 
On the theory that a classroom 
seminar can’t equal on-the-spot 
: study of casting production, 
Buyers need technical help from Howard brings groups of inter- 
suppliers—but intermittent dis- ested personnel into its plants for 
cussions don’t accomplish much. a five-day concentrated course. 
Typical students in the ten-man 

One firm has taken a forward step 


: (or smaller) classes, are casting 
in education for both designers buyers, casting inspectors, value 


and buyers of castings with a analysts, — engineers, tool 
engineers, etc. 
concentrated five-day — The course isn’t a sales gimmick 
foundry operations. or a show to impress good cus- 
tomers. Howard can’t help but 
benefit from it, of course, in the 
long run. But its philosophy is 
that you’ve got to show what the 
foundry industry as a whole can 
do — demonstrate its service, 
methods and capabilities — before 
you start to toot your own horn. 
Need for and genuine interest in 
casting information is the only 
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Chief Engineer Joseph O’Connor shows buyers and 
fixtures 


engineers how core assembly 


measure of eligibility. The sales 
department has no hand in the 
conduct of the course. 

The scope of the course backs 
up Howard’s contention. It cov- 
ers: 

Design engineering and pro- 
duction of castings produced by 
the sand mold, shell mold, perma- 
nent mold and investment cast- 
ing processes; 

Metal dies and wood and metal 
pattern equipment, showing con- 
struction, purposes, and effect on 
design; 

Metallurgical characteristics af- 
fecting design and casting of vari- 
ous types of metal in relation to 
the process in which they’re cast; 

Quality control procedures, and 
why and when they are used. 


Different Departments Team Up 


Most companies send more than 
one to the course 
every team there is at 
least one casting buyer. A typical 
two-man team from an Arizona 
aircraft firm was made up of the 
casting buyer and the casting co- 
ordinator. The coordinator is a 
liaison man among design engi- 
neering and purchasing. ; 

Howard has found that buyers 
are generally more familiar with 


man —and on 


almost 


foundry operations than engi- 
neers. When the course was 
started a few years ago as an 


aid to a manufacturer’s engineer- 
ing department, foundry execu- 
tives were surprised tc find that 
few engineers had ever seen the 
inside of .a foundry. Experience 
since then has shown that pur- 
chasing people generally know 
more about what a foundry can 
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are used. 


Students see how a foundry laboratory 
is used to help maintain both foundry 
and metallurgical control. 








Discussing the use of X-ray as a quality control 
tool is one phase of the casting production course. 


do than the people who design 
the castings. 

Howard has deliberately and 
frankly solicited criticism of the 
course. Some visitors have asked 
for more discussion and less foot- 
work. (One coordinator even 
asked for a guide to what to see 
in Chicago!) On the basis of one 
suggestion, Howard is preparing 
a printed booklet explaining foun- 
dry terms. 

One purchasing man criticized 
the length of the course. Howard 
feels, however, that the five days 
are needed to give a broad educ- 
ation in the four basic casting 


methods. This gives students the 
chance to make comparisons and 
evaluate the various processes. 
Aircraft and guided missile in- 
dustry buyers are particularly in- 
terested in the course because of 
the extensive casting research 
Howard has done in their fields. 
Howard feels the course is pay- 
ing off—for itself, for the industry, 
and for the people who attend. 
They have evidence that many of 
their customers have made im- 
portant savings as a result of the 
information buyers and engineers 
have obtained from the course. 
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Purchasing's Newest Assignment: 


Helping Train Company Salesmen 


Salesmen that are trained in the purchasing department learn there’s 


a lot more to buying than just interviewing supplier sales reps. 


Porcuasine’s basic educa- 
tional job, of course, is to train 
and develop a company’s buyers. 
But it’s also taking on another 
task—training neophyte salesmen. 
That’s what’s happening at Mon- 
santo Chemical Co.’s Organic 
Chemicals Division. All newly 
hired sales trainees are spending 
three months working as assistant 
buyers in one of the company’s 
plant purchasing departments. 
“Our objective,” says T. C. 
Tupper, director of sales opera- 
tions for the Organic Division, 





Director of Sales Operations T. C. 
Tupper: “We want to give the 
trainee the opportunity to distin- 
guish between the _ professional 
salesman and the drummer.” 
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“is to give the trainee the broades. 
possible opportunity to distinguish 
between the professional sales- 
man and the drummer.” After a 
bright trainee has spent a few 
months in purchasing no one has 
to explain the difference between 
a good and a bad selling job to 
him. He’s had plenty of oppor- 
tunity to see both. 

The program does a lot more 
than give an embryo salesman a 
chance to see what life is like on 
the other side of the desk. “Pur- 
chasing,” says Tupper, “is one of 
the best possible places for a new 
man to become generally familiar 
with the company’s products and 
processes.” In purchasing, a man 
has a chance to become generally 
familiar with a lot of different 
operations without getting too in- 
volved in the details of any one 
of them. “Also, purchasing,” con- 
tinues Tupper, “is one of the best 
possible spots for a new man to 
meet the people in quality con- 
trol, production, and engineering 
who'll be able to give him advice 
throughout his sales career with 
the company.” 


Put ‘Em to Work 


The Organic Division’s program 
with purchasing is radically dif- 
ferent from most training pro- 
grams. The trainees don’t just sit 
around and observe. Purchasing 
puts them to work productively 
within three days. “We give sales 
trainees exactly the same treat- 
ment as if they were hired by us 
to work toward permanent careers 


in purchasing,” says Monsanto’s 
director of purchases, Larry Hef- 
fernan. 

Trainees spend the first two 
days of the program at central 
purchasing in St. Louis, There 
they get briefly introduced to the 
over-all operation of the depart- 
ment. So that they'll understand 
what they see, they get reading 
assignments in Stuart Heinritz’s 
Purchasing and the company’s 
purchasing manual before talking 
to appropriate specialists in the 
department. For example, the 
trainees read chapter eight of the 
manual which covers traffic be- 
fore they tour the traffic depart- 
ment. 


"Free" Help for Buyers 


On the third day, the trainees 
report to the plant purchasing 
department (either at Monsanto's 
Queeny or Kremmrich plant, both 
near St. Louis). They’re put right 
to work. “After a very short 
period,’ Heffernan declares, 
“they’re pulling their own weight 
as members of the purchasing de- 
partment.” Trainees continue to 
supplement their on-the-job train-: 
ing with study of purchasing texts 
at the plant. Because of this in- 
tensive training, they’re probably 
worth their salaries strictly as 
purchasing men by the end of 30 
days. 

Purchasing is naturally inter- 
ested in doing anything it can 
to see that the company gets sales- 
men with the best possible train- 
ing. That, in itself, is an excellent 
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reason why purchasing could co- 
operate wholeheartedly in the 
training program. But purchasing 
selfish 
The sales training program means 
“free” help for purchasing. The 
trainees remain on the sales de- 
partment’s payroll and are not 
purchasing’s 


also has a more motive. 


charged against 
budget. By staggering the three 
month training periods so that 
one starts in as another 
finishes the program, purchasing 
has been able to add the equiv- 
alent of two extra men to the de- 
partment. 

Like every purchasing 
department, Monsanto purchasing 
can always find plenty of work to 
keep a couple of extra men profit- 
ably employed. At Monsanto, the 
extra help has made more time 
available for seasoned buyers to 
work on cost reduction. And, as 
every buyer knows, this sort of 
activity can be extremely profit- 
able. For example, the Queeny 
plant made savings of $10,000 a 
year on electrical items alone. 


trainee 


other 


Broader Program 


If this training program is such 
a good deal for both purchasing 
and sales, why not give it to all 
the old-timers in sales too? This 
has already occurred to the Or- 
ganic Division’s sales chiefs. With 
a veteran salesman, the cost of 
the program is much higher of 
course. The man must be moved 
from a territory where he’s actual- 
ly making money for Monsanto 
The cost of replacing him in the 
high. And_ usually 
it’s difficult to move the man and 
his family into the St. Louis area 
for the three month 


territory 1S 


training 
period 
However, 
periment and enroll a_ ten-year 
the 
program. The results were more 
than report, 
Stewart said that he wished he’d 
“had this opportunity ten years 
before.” There’s no doubt that the 
best way 
point of view” is to actually work 


the division did ex- 
véteran, George Stewart, in 


satisfactory. In his 


to get the “customers’ 
in a purchasing department. And 
the salesman who understands his 
customers is the one who gets the 
orders. 

been the 
only seasoned salesmen to be en- 
rolled in the program to date. The 


However, Stewart ha 
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When he ‘was a 
sales manager, 
Monsanto's director 
of purchases, Larry 
Heffernan, used to 
have his men spend 
some time in pur- 
chasing as part of 
their training pro- 
gram. 


problems of pulling a man off a 
productive sales job are tremend- 
ous. So Monsanto has compro- 
mised by having Stewart give 
talks on his experience in the pro- 


gram at various sales meetings, 


etc 
Idea Not New 
Like most other good ideas, 
Monsanto’s sales training is not 


unprecedented. When Monsanto's 
director of purchases, Larry Hef- 
fernan, was sales manager of the 
company’s Everett, Mass. plant, 
he used to have his men spend 
time in purchasing. Naturally, 
Heffernan was both enthused and 
cooperative when approached by 
T. C. Tupper in about a 
similar program. 

Tupper, in turn, has had the 
Organic 


sales 


Division’s sales trainees 
spend at least a little time in pur- 
chasing as part of the sales train- 


hte “mit. 


Monsanto sales trainee 
Fred Poerschke inter- 
views a supplier as part 
of his three months of 
on-the-job training in 
the company’s purchas- 
ing department. 





ing program for some time. As 
part of their 4-6 week indoctrina- 
tion program, trainees spent a day 
in central purchasing. Needless to 
say, the most they could do in 
this short period was learn in gen- 
eral what purchasing was sup- 
posed to do. They couldn’t hope to 
develop a real understanding of 
the buyer’s job. Nor, in an in- 
doctrination program where they 
rushed from department to de- 
partment, could trainees be given 
anything very constructive to do. 
With the three-month program in 
purchasing, sales trainees both 
learn more about purchasing and 
have a chance to contribute their 
efforts constructively. 

The natural successor to a pro- 
gram where salesmen are trained 
in purchasing is one where buyers 
are trained in sales. There’s more 
than one P. A., who thinks this 
might not be a bad idea. 
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Patent Licenses: 
Good Buyers Negotiate 
Flexible Conditions. 


In granting a license, the owner of a patent can establish 
almost any conditions he likes—provided that they do 
not enlarge the monopoly granted him by the patent. 


by Albert W. Gray 


Berore the Federal Court of 
Appeals in the Southwestern 
United States a few months ago 
there was involved in the appeal 
of a patent infringement action, 
the validity of a limitation on a 
patent license for the use of pat- 
ented oil drill bits. 

To each of these bits was at- 
tached the notice, “Hughes roller 
rock bits and oil core bit heads 
are never sold but are leased. 
When the original cutter teeth 
and/or bearing have served their 
useful life the user will surrender 





MANUFACTURER 


CUSTOMER, 








the bits to Hughes Tool Company 
upon request. In accepting de- 
livery the user agrees not to sur- 
render any of the tools as men- 
tioned above to other than a duly 
authorized representative of the 
Hughes Tool Company.” 

In an earlier decision this court 
said of the same patent license 
notice of this tool company, 


Limitation on Restrictions 


“In licensing the use of his pat- 
ented device the patentee may im- 
pose restrictions on the use there- 






They're 
both 
guilty. 











WHEN MANUFACTURER AND CUSTOMER KNOWINGLY VIOLATE 
ONE OF THE CONDITIONS OF THE INVENTORS LICENSE, 
THEY ARE BOTH GUILTY OF PATENT INFRINGEMENT. 
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of by the licensee either as to time 
or space or any other restriction 
upon the exercise of the granted 
privilege, save only that he may 
not attach a condition to his 
license that will enlarge the 
monopoly granted him by his 
patent and thus acquire a monop- 
oly which the statutes snd the 
patent did not give him.” 

Then of the validity of ous 
lease agreements used by the tool 
company in the marketing of 
these patented bits the court said, 

“Had the lease agreements, in- 
stead of providing for their termi- 
nation when the useful life of the 
cutter teeth and/or bearing 
ended, provided that they should 
terminate on specific dates, the 
use or repair of a bit leasec under 
such an agreement after the ex- 
piration date stated therein would 
have constituted infringement. 

“The lease agreement provided 
that the right of the lessee to use 
the bits should terminate upon 
the occurrence of a future event, 
namely, the end of a useful life 
of the original teeth, an event 
which would occur in normal 
course as the result of the use of 
the bits. That provision imposed 
nothing more than a restriction 
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Roebling 
Tire Bead Wire: 
Packaged for 
Maximum Benefit 


The problems eliminated by this unique 
reel-less core packaging system are 
manifold. Loads are palletized two 
cores per pallet and may be stacked two 
or three high. This, plus the fact that 


you need not accumulate empty reels 
means storage space requirements are 
cut to less than half. You do away with 
all freight and handling costs on reels, 
the bother and expense of “bookkeep- 
ing” returnable s, and the freezing 
of money in reel deposits. 

[This is typical of Roebling’s ad- 
vanced packaging methods—that makes 
handling Roebling high-quality wire so 


much easier. For details on this effi- 
cient Roebling Tire Bead Wire packag- 
ing method, or information on other 
types of Roebling wire, write Wire and 
Cold Rolled Steel Products Division, 
John A. Roebling’s Sons Corporation, 
Trenton 2, New Jersey. rR 
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Branch Offices in Principol Cities 
Subsidiory of The Colorado Fuel and iron Corporation 








as to time. When such event oc- 
curred the right of the lessee to 
use the bit ceased and with it 
his right to repair the bit and the 
repair of the bit thereafter con- 
stituted infringement.” 


General Limitations 


To this ruling the court in this 
recent case said in commenting 
on agreements of this character, 

“In contracting for the use of 
his patented device the patentee 
may impose restrictions on the 
use thereof either as to time or 
space or any other restriction up- 
on the exercise of the granted 
privilege, save only that he may 
not attach a condition that will 
enlarge the monopoly granted him 
by his patent and thus acquire a 
monopoly which the statutes and 
the patent did not give him. 

“Here the lease agreement 
merely provided for the termina- 
nation of the right to use on the 
happening of a future event, 
namely the termination of the use- 
ful life of the cutter tool and/or 
the bearings. It is simply a limita- 
tion as to time. 


Limitation on Use 


Limitations of another type in 
the patent licensing field were re- 
cently before a Federal Court in 
Delaware. In a licensing agree- 
ment for manufacture under a 
diesel engine patent there was 
provided the limitation, “Said 
license being limited to stationary, 
industrial and automotive engines 
with a piston displacement of 
more than 1,000 cubic inches, air- 


























Here's my adaptable -adapter. 
The royalty increases with 
production. 


plane and passenger car engines 
excepted.” 

In a suit for violation of this 
agreement by the licensee the de- 
fense was made that this agree- 
ment not only violated the anti- 
trust laws but that the patents 
themselves were invalid. 

“The owner of the patent,” said 
the Delaware court sustaining the 
limitation on the license agree- 
ment, “need not allow anyone to 
use it for any purpose. Clearly 
if he does not permit someone to 
use it he may impose any lawful 
restrictions upon the privilege. 
Moreover he may limit its use to 
‘one or more of the several fields 
of use.’ He is not forced to permit 
an all inclusive use.” 


Production Limitation 


Another type of limitation of 
rights under a patent license was 
involved in an action in Illinois. 
Provision in this agreement re- 
stricted the right of the licensee 
in the use of this patented ma- 
chine to operations at its brick- 
yard in Chicago with the further 
restriction that should the user 
sell more bricks than the amount 
stipulated in the agreement it 
should pay royalties five times 
greater than the amount with 
which it was otherwise charge- 
able. 

Of this restriction it was said 
in the decision of an action by 
the patent owner on this license 
limitation, “The owner of a valid 
patent is the possessor of a seven- 
teen year legal monopoly granted 
to him by the United States Gov- 
ernment. Such a patentee or his 





Now wait 
a minute! 


LICENSOR CAN IMPOSE ANY CONDITIONS HE LIKES UPON 
LICENSEE AS LONG AS HE DOES NOT ATTEMPT TO BROADEN 
THE MONOPOLY POWERS GRANTED HIM BY THE PATENT. 
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assignee has for said seventeen 
years the exclusive right to make, 
sell and use the patented article 
or the patented process. 

“He may exclude the entire 
population of the United States 
from making, selling or using the 
article covered by the patent. He 
may assign the patent in whole 
or in part. The right to exclude 
all carries with it the lesser right 
to exclude part of said population 
and to permit another or others 
to make, sell or use the patent 
for a limited period or in a limited 
territory.” . 


An Illegal Limitation 


Then of the validity of the 
limitation on the production by 
the licensee the court said, 

“Insofar as it is fixed, curtailed 
and allotted, the number of bricks: 
which each licensee could make 
however, the agreement was sub- 
ject to the antitrust laws of 
Illinois and the United States. The 
imposition of the so-called penalty 
royalties in case more bricks than 


were allotted to one licensee, 
were manufactured was not a 
licensing provision but was a 


price fixing quantity production 
limitation, the inevitable result 
of which was the unreasonable 
restraint of trade and commerce 
and the creation of a mouopoly.” 

In a now famous case involving 
licensing restrictions of this char-. 
acter the Western Electric Com- 
pany granted a license of rights 
under radio amplifier patents to 
an American Transformei Com- 
pany “solely and only to the ex- 
tent and for the purposes herein 
specified and defined, to manu- 
facture and to sell only for radio 
amateur reception, radio experi- 
mental reception and radio broad- 
cast reception licensed apparatus 
so manufactured by the licensee.” 


Restricted Use 


In violation of this restriction 
the Transformer company manu- 
factured and sold these an:plifiers 
to a General Talking Pictures 
Corporation for use in moving pic- 
ture theaters throughout the 
country although on each device 
was the notice, “This apparatus is 
licensed only for radio amateur, 
experimental and broadcast re- 
ception.” 
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POWELL 


worlds largest family of valves 


ay 


Fig. 1559—Steel Lubricated Plug Fig. 559—Iron Body Bronze Mounted Swing 
Valve for 400 W.0.G.; ASA 150 and Check Valve for 125 W.S.P. Regrindable, 
300 Pounds. Screwed gland type. Fig. 1793—Iron Body Bronze Mounted = — renewable bronze seat and disc. Screwed 
0.S. & Y. Gate Valve for 125 W.S.P. end and All tron valves available. 

Solid wedge disc. Sizes under 8” can 

be supplied with double wedge disc. 


















Fig. 500—Bronze Gate Valve for 
125 W.S.P. Screwed-in bonnet, 
inside screw rising stem. Solid 
or double wedge discs. 


Fig. 1821—Bronze Solder Joint Gate 
Valve for use with copper pipe or 
tubing. Inside screw rising stem. 
Non-rising stem valves also available. 





Fig. 3003—Steel Gate Valve tor 300 

W.S.P. Outside screw rising stem and yoke. 
Powell Steel valves are available for 
pressures from 150 through 2500 pounds. 


FOR EVERY FLOW CONTROL PROBLEM Powell offers more kinds or types of valves, 
available in the largest variety of metals and alloys, to handle every flow control requirement. 
Your local valve distributor will be glad to tell you all about them. Or write to us for the full facts. 


THE WM. POWELL COMPANY * Dependable Valves Since 1846 + Cincinnati 22, Ohio 
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Appeal from the decision that 
the users of this patented device 
in a field beyond the limits set by 
the license were liable for in- 
fringement was taken to the 
United States Supreme Court. 

“The licensee,” asserted that 
court, “knowing that it had not 
been licensed to manufacture or 
to sell amplifiers for use in thea- 
ters as part of talking machine 
equipment made for that commer- 
cial use, made the amplifiers in 
controversy and sold them to this 
user for that commercial use. The 
user ordered the amplifiers and 
purchased them knowing that the 
manufacturer had not been li- 
sensed to make or sell them for 
such use in theaters. 

“Any use beyond the valid 
terms of a license, is, of course, an 
infringement of a patent. If where 
a patented invention is applicable 
to a different use, the owner of a 
patent may legally restrict a li- 
cense to a particular field and ex- 
clude him from others, the manu- 
facturer was guilty of infringe- 
ment when it made the amplifiers 
for and sold them to the user and 
as the user ordered, purchased 
and leased them knowing the 
facts, it also was an infringer. 

“As the restriction was legal 
and the amplifiers were made and 
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sold outside the scope of the li- 
cense the effect is precisely the 
same as if no license whatever had 
been granted to the manufacturer 
and as the user knew the facts, it 
is in no better situation than if it 
had manufactured the amplifiers 
itself without a license. It is liable 
because it has used the invention 
without license to do so.” 

In Missouri several years ago 
the owner of patents on a power 
operated washing machine grant- 
ed a license for the life of the pat- 
ent with the condition for manu- 
facturing and selling, “for use 
only in connection with and as 
part of power operating washing 
machines of the general type and 
design shown in the circular at- 
tached hereto.” 

When this licensee failed to ob- 
serve the restrictions under the 
terms of this agreement suit for 
infringement was brought by the 
patent owner. In holding such lim- 
itations valid and enforceable the 
court stressed the feature, that as 
the patent owner was under no 
obligation to license any part of 
his patent he was clearly free to 
limit his license as he might see 
fit. 


Exception to Right 


“Obviously the patentee is not 
compelled to choose between 
granting a full and complete use 
under the patent or granting no 
use. He may attach such limita- 
tions upon the use as do not go 
beyond the influence of his com- 
plete monopoly without granting 
licenses. None of the licensee’s 
rights are invaded by this limita- 
tion since it may cease using the 
patented device and manufacture 
any character of machines it de- 
sires with any other gearing at- 
tachments Nor is the public 
harmed by this limitation because 
the patentee is entitled to all the 
benefits naturally flowing from 
the monopoly of his patent.” 

Suit a few years ago by the 
Federal Government agaynst the 
patentee of a process for the 
prevention of metal corrosion, 
brought from the Federal Court 
in Michigan a splendidly clear 
statement of the rights under pat- 
ent licenses. In this instance the 
patentee had granted licenses for 
the sale of this product with the 
agreement on its part not to li- 


cense other jobbers who might be 
competitors of the licensee. 

Such a provision, the govern- 
ment contended, was a violation 
of the antitrust laws. In its aboli- 
tion of the patentee of the charge 
of price fixing the court said, 


Patent Owner's Rights 


“The owner of a patent has a 
right (1) to fix royalties, (2) to 
prescribe sales prices, (3) to limit 
the quantity of articles or the per- 
centage of the whole output which 
the licensee may manufacture, use 
or sell, (4) to limit the territory 
in which the licensee may operate 
under the patent, (5) to prescribe 
the purpose or the field for which 
the licensee can utilize the inven- 
tion and (6) to determine the 
number of licenses and to select 
at his discretion those to whom 
licenses shall be issued. 

“He may enter into any kind of 
a contract to protect these rights 
so long as he does not attach a 
condition to the contract which 
will have the effect of enlarging 
his monopoly beyond that covered 
by the patent. 

“Under the common law courts 
protect the owner of a secret proc- 
ess. It would be contrary to the 
American sense of justice to in- 
duce an inventor to make a public 
disclosure of his invention and 
then deprive him of the benefits 
of his invention by unduly re- 
stricting his rights to make use of 
ag 

Authority for this statement of 
the law to which the court here 
made reference, lies in a recent 
decision of the United States Su- 
preme Court, 

“The patent law confers on the 
patentee a limited monopoly, the 
right or power to exclude others 
from the manufacturing, using or 
selling his invention. The extent 
of that right is limited by the defi- 
nition of his invention as its boun- 
daries are marked by the specifi- 
cations and claims of the patent. 

“He may grant licenses to make, 
use or vend, restricted in point of 
space or time or with other re- 
strictions upon the exercise of the 
granted privilege, save only that 
by attaching a condition to his 
license he may not enlarge his 
monopoly and thus acquire come 
other which the statute and the 
patent together did not give.” 
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GET IN ON THE 
AUTU MAKERS’ 







by using these special new 
mass-produced Timken’ bearings 


B standardizing on a few new-design bearing 
sizes that we make by revolutionary new cost- 
cutting methods, the automobile industry has kept 
its bearing costs at rock-bottom levels. Now you can 
cut your bearing costs by switching to these same 
Timken® tapered roller bearings (bore sizes %", 
2%", 1%" and 1%".) 

The picture at right shows a big reason why these 
savings are possible. It’s the inside of our new Moto- 
Mated bearing plant at Bucyrus, Ohio, that can turn 
out over 30 million bearings a year without a hand 
touching them. Revolutionary new manufacturing 
techniques cut production costs to the bone. And by 
standardizing on the Moto-Mated bearing sizes, the 
auto industry keeps this plant going full-tilt. The 
result is high, high non-stop volume. . . low, low 


manufacturing costs—big savings for you. 





Why not take advantage of the auto industry's 
savings by switching to Timken Moto-Mated bear- 
ings on your machines? Farm implement and con- 
veyor manufacturers have already started the switch. 
Don’t buy another bearing until you talk to us about 
Timken Moto-Mated bearings. The Timken Roller 
Bearing Company, Canton 6, Ohio. Canadian plant: 


St. Thomas, Ontario. Cable address: ‘““TIMROSCO”. TAPERED ROLLER BEARIN GS 
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...-and here’s that same 
leakproof, streamlined 
seat ring-—a steel 
valve feature, so good, 
we put it on our 


iron valves, too 


QR haves 





BRONZE. (RON, FORGED AND 





CAST STEEL LUBRICATED PLUG VALVES 
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See how this end-seated ring fits into the 
valve body, out of the flow. It stream- 
lines the body port, eliminates excessive 
pressure drop across the valve. 


Here's how these 
rings reduce your 
maintenance problems... 





Old-style, OIC 
shoulder-seated ring end-seated ring 
cross section cross section 


Old-style shoulder-type rings interrupt 
flow, cause turbulence. Since rings are 
seated in tension, they loosen and leak. 
These OIC streamlined rings are end- 
seated in compression against the body. 
They can’t loosen, even in continuous 
operation, so they won’t leak. 





3 OIC iron vaive features 
that add to your 
maintenance savings 


Yokes in all sizes permit replacement of 
the yoke nut when the valve is wide 
open, without interrupting flow. 

T-head stem-wedge connection pre- 
vents wedge from binding when closing 
the valve. Closing is easy, positive, least 
wearing to trim parts. 

Threaded backseat bushing seals off 
upper bonnet of fully open valve. Makes 
repacking under pressure possible. 

Choose for your service from 29 OIC 

, iron valve numbers with 9 different trim 

; and body metal variations. Order from 

your OIC Distributor or write for com- 
plete specification literature. 


THE OHIO INJECTOR COMPANY 





: ete] 
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Major Breakthrough for 


A NEW POWDER metallurgy 
process makes possible the pro- 
duction of precision metal parts 
at a fraction of the time and cost 
of conventional machining meth- 
ods. The process, called Steelmet, 
eliminates expensive multiple 
pressing and sintering operations. 

Applications go across the in- 
dustrial “board” says the company 
that developed the process, P. R. 
Mallory & Co., Inc., Indianopolis, 
Ind. They say that steelmet parts 
will ultimately be used by the 
automotive, aircraft, ordnance, 
electrical, appliance, and business 
machine industries. Samples have 
already been produced in Mal- 
lory’s pilot plant for a number 
of companies. Samples include 
gears, cams, levers, pawis, and 
ratchets. 

In the steelmet process, cheap 
powders are subjected to a series 
of carefully controlled thermal, 
physical-chemical and mechanical 
steps. This produces a variety of 
iron alloy powders of closely con- 
trolled particle size and particle 
size distribution. The resulting 
powders can be converted by a 
single pressing and sintering op- 
eration to a wide variety of iron 
alloy compositions which are at 
least 95 per cent dense. 

A Mallory vice president said 
that the industrial and military 
significance of this development 
is evident when one realizes that 
it may take eighteen months to 
tool and produce a small intricate 
part for a weapons system by 
conventional wrought processes; 
and with the steelmet process the 
required physical properties can 
be produced by powder metal- 
lurgy at a fraction of the time 
and cost. 
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Powder Metallurgy Industry 


Mallory is producing four major 
types of materials from this proc- 
ess. The four materials, called 
steelmets, cover a cross section of 
properties of interest to indus- 
try. The materials are: 

Steelmet 100. A 98% iron alloy. 
General purpose material. Has 
good tensile strength and ductil- 
ity. Can be carburized and heat 
treated. 

Steelmet 101. A high nickel, 
ferrous alloy material. Has high 
tensile strength and good ductil- 





ity. Can be carburized and heat 
treated. 

Steelmet 302. Equivalent to 
wrought 302 stainless steel in 
analysis. Has as-sintered tensile 
strengths of 75,000-90,000 p.s.i. and 
elongations between 15 and 30 
per cent in one inch. 

Steelmet 600. A copper contain- 
ing ferrous alloy. Can be pre- 
cipitation hardened to increase its 
tensile strength from 70,069 to 90,- 
000 p.s.i and still retain moderate 
ductility. 

Write No. 30 on Inquiry Card—Page 32 





Dense, structural parts are made from inexpensive raw ma- 
terials by the Steelmet process. Expensive multiple pressing and 
sintering operations are eliminated. Here, flanged bushings made 
of powdered iron alloys are unloaded from a sintering furnace. 
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No need to scratch around for a solution to your grinding 
wheel problems. Switch to CINCINNATI (PD)° WHEELS. For 
now CINCINNATI GRINDING WHEELS offer POSITIVE DUPLI- 
CATION—a remarkable achievement in precision manufac- 
turing and quality control that can save you money... and 
increase your production. 


And there’s no reason to howl when it comes time to duplicate 
the original wheel when you reorder, for CINCINNATI (PD) 
WHEELS assure you of POSITIVE DUPLICATION of the 
original wheel every time you reorder. “On Grade” with a 
CINCINNATI (PD) WHEEL means all future (PD) wheels will 
perform and grind exactly alike. 


Yet, CINCINNATI (PD) WHEELS will cost you no more than 
ordinary wheels. 


So, today, see your CINCINNATI GRINDING WHEELS Distributor. 
He'll be glad to explain how (PD) WHEELS will save you money 
and increase production. Or contact us direct and we'll send 
one of our representatives—specialists who know grinding 
and grinding machines as well as grinding wheels. Write, wire, 
or telephone Sales Manager, Cincinnati Milling Products 
Division, Cincinnati 9, Ohio. 


Remember—only CINCINNATI GRINDING WHEELS give you 


(aan 

>]) POSITTY PLIC ATION 
1 J : ‘ 
“™— 





crmene ent 


Grinding Wheels 


"Trade Mark Reg. U.S. Pot. Off. 


A PRODUCTION-PROVED PRODUCT OF THE CINCINNATI MILLING MACHINE CO. 


For More Information Write No. 210 on Inquiry Card—Page 32 


Fesruary 17, 1958 





107 


THREAD ROLLING DIES @® OUOCONE DIES © TAPS © THREAD MILLING CUTTERS @® REAMERS .., 


BUY SHARPER... 
NOT CHEAPER 


In the long run, Pratt & Whitney Cutting Tools will 
cost you far less, because they’re quality all the way. 
They produce far more pieces per tool and insure 
better, more accurate work. Don’t forget, quality is 
long remembered, but price is soon forgotten. 


Pratt & Whitney produces complete lines of standard 
and special cutting tools in high speed steel and solid 
carbide for every industrial requirement. And to pro- 
vide the prompt delivery service you need, compre- 
hensive stocks are carried on the shelf at the P&W 
Branch Office near you. 


For complete cutting tool information and ordering 
data, write now to Pratt & Whitney Company, Inc., 
19 Charter Oak Blvd., West Hartford, Conn. 


Pratt & WHITNEY 


FIRST CHOICE FOR ACCURACY 
MACHINE TOOLS GAGES 


hoy SS 
ys 


CUTTING TOOLS 
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Products 





Diamond Coated Saws Cut 
Fiberglas, Plastics 





Saws in over 100 types, both 
mounted and unmounted, are 
available in diameters up to 24” 
for cuting Fiberglas and all types 
of reinforced plastics. Ability of 
these diamond coated saws to cut 
with precision throughout an un- 
usually long service life is credited 
by the maker, O’Rourke Diamond 
Co., Inc., 11423 Van Owen St., N. 
Hollywood, Calif., to the use of a 
special bonding agent, that makes 
possible speeds up to 160,000 rpm 
without failure. Routing tools are 
available with configurations that 
permit several operations simul- 
taneously. 

Write No. 31 on Inquiry Card—Page 32 


Elapsed Time Indicator 
Helps In Replacing Tools 








A 2%” diameter meter, for 
checking on operating times of 
machine tools, electronic and sim- 
ilar equipment, is now available 
in an enclosed housing that meets 
military specifications. It has five, 
easy-to-read digits that register 
1/10 minute or 1/10 hour incre- 
ments to 9999.9 or hour stops to 





99999. It is useful in insuring 


For More Information Write No. 211 
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proper maintenance or replace- 
ment of tools and equipment at 
the proper intervals. The unit, 
made by Electronic Sales Div., 
DeJur-Amsco Corp., 45-01 North- 
ern Blvd., Long Island City 1, 
N.Y., is equipped with a self 
starting synchronous motor for 
110-125v, 60 cycles a-c. . 

Write No. 32 on Inquiry Card—Page 32 


Assembly Line 
Parts Bin 





Compact load lugger racks that 
can be serviced from either side 
are now available. Heavy alumi- 
num parts lugs slide in and out 
like a drawer in either direction. 
Each rack has self-leveling feet 
to adjust to uneven floors. Wire 
shelves can be added to hold 
cartons and narrow bins. They are 
made of strong alloy steel by 
McClintock Mfg. Co., Industrial 
Sales Dept., 802 W. Whittier 
Blvd., Whittier, Calif. 

Write No. 33 on Inquiry Card—Page 32 


Interfloor Conveyor 
Won't Misdirect Loads 


Development of an automatic 
interfloor handling system which 
conveys material up or down, 
from any floor to another at the 
touch of a button is announced 
by the Gifford-Wood Co., Hud- 
son, N.Y. This single unit pro- 
vides five different conveying cy- 
cles. A foolproof “thinking” panel 
tells the operator, by means of 
signal lights, where a load comes 
from and where it is going. Thus 
loads cannot be misdirected. The 
complete system is centered 
around a vertical conveyor with 
two sets of horizontal conveyors 
—one for loading and one for 
receiving— installed at each floor 
to be serviced. 

Write No. 34 on Inquiry Card—Page 32 
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QUALITY COSTS LESS, 
BECAUSE IT PRODUCES MORE! 


Pratt & Whitney Reamers stay on the job longer 

. produce more smooth, round, accurate holes per 
tool. Correctly designed, carefully manufactured from 
selected steels, expertly heat treated and given an 
exclusive surface treatment, they’re quality all the way. 
Investing in the finest will save you dollars in the 
long run. 


Pratt & Whitney produces reamers for every industrial 
application. You can select standard types and sizes 
from on-the-shelf stocks at the P&W Branch Office near 
you; non-standard sizes are quickly ground and de- 
livered from stocks of hardened blanks. Write now for 
complete information. Pratt & Whitney Company, Inc., 
19 Charter Oak Blvd., West Hartford, Conn. 
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PRATT & WHITNEY 


FIRST CHOICE FOR ACCURACY 


MACHINE TOOLS + GAGES + CUTTING TOOLS 





















"BUTCH, WAKE UP-YOUSE 
/S HAVING ANOTHER NIGHTMARE {“ 





Many thieves and vandals have tangled with 
Cyclone Fence, to their sorrow. This sturdy property 
protection fence also performs valuable service in con- 
trolling the comings and goings of employees and 
visitors, directing them to proper entrances and exits. 


It is good-looking, too. Once installed by our 
factory-trained experts, it stays taut, preserves its 
good appearance, requires little or no maintenance. 

Cyclone is the quality fence . . . the largest-selling 
chain-link fence in the world. We will gladly send you 
our free booklet describing its 14 different styles and 
their uses. Just send the coupon below. 







Your tence 
How é eos A 
he a ee 


USS CYCLONE FENCE © 


Dept. Z-28, Waukegan, Ill. 





Send free Cyclone Fence booklet. 


Product of 
United States Steel 
.. accept no substitute. City 
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Fork Trucks Can Now 
Stack Barrels 


\ ue 
' 





Ws 
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A steel rack has been developed 
by the Pressed Steel Div., Repub- 
lic Steel Co., 6100 Truscon Ave., 
Cleveland, Ohio, which permits 
for the first tirne the stacking of 
barrels and drums with standard 
fork lift trucks. The rack sup- 
ports two loaded barrels and fa- 
cilitates the stacking of pairs of 
containers to any practical height. 
Eliminating the need for special 
drum handling equipment, the 
units are so made that a two-drum 
lift can be made from front, back, 
or either side. The racks are made 
of heavy gage channel steel and 
will support 7,500 lb in 18 gage 
drums or 14,000 Ib in 16 gage ones. 
Write No. 35 on Inquiry Card—Page 32 


Seamless Aluminum Cans 





thee pins 


A new drawing technique for 
the commercial production of 
seamless aluminum cans has been 
developed by Kaiser Aluminum 
& Chemical Corp., 1924 Broad- 
way, Oakland 12, Calif. The deep 
drawing technique involves the 
shaping of a flat disc of sheet 
aluminum into a hollow vessel 
by pressing the metal into a die. 

(Please turn to page 112) 
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Laboratory 


Only way to prove what the new Nicholson or 
Black Diamond “Magicut” All-purpose Machin- 
ist’s file will do for you is to try it in your plant. 





30 


23 


20 





| 
| FILING BRASS | 
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300 
STROKES 


200 400 500 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


and BLACK D 
A FILE FOR EVERY PURPOSE 
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report: 


But we've conducted some laboratory tests. 
Results of these will give you an idea of the 
savings you can expect with this unique new 
file. We compared “Magicut” with all kinds of 
Machinist’s files—old and new, ours and others. 
(Of course these were hand tests.) 


In just one part of these trials—comparing 
our new file with another described as being 
similar in purpose—we found these percentage 
superiorities for “Magicut”: 28.8% over Brand 
.. 24.7% on 


“0.0 
“B” on brass (shown in chart) . 
aluminum... 16.2% on magnesium... 15.4% 
on .70 carbon steel...and 11.4% on copper. 
And these figures have been confirmed in the 


field. 


There’s not another file that can cut your 
metal filing costs like the Nicholson or Black 
Diamond “Magicut” can. Because not another 
file has the “Magicut’s” Penetrating Planer-type 
Teeth. These rough and smooth industrial 
metals in a single stroke. You need fewer files 
—fewer strokes per job. 


“Magicut” is the cost-cuttingest file you can 
use. Available right now in Flat, Half Round 
and Square shapes...8”, 10”, 12” and 14” 


lengths. See and try “Magicut” soon. 


FREE! Complete reports of ““Magicut’ laboratory findings. 
Send for this authoritative guide to lower filing costs. 


Industrial Distributors provide the finest goods and 
services in the least possible time. Our files are 
sold exclusively through them. 


“Magicut's” perfectly formed gullets eliminate ‘pinning’ and 
consequent scratching. Note steep-angled serrations which 
produce maximum cutting surfaces 











Electric 
Tools 


STANLEY 









“The men in my 
shop claim... 


$5450 


Fs (with 3 blades) 


“Stanley's new heavy-duty 
Sabre Saw outperforms them all!’ 


“Before we take on a new tool we naturally put it through the works. 
But the real proof of whether a tool can take it, comes after it’s been 
used on the job for months. My men claim they've never used a jig 
saw that handles nicer or could take the beating this new Stanley Sabre 
Saw can.” 

This smooth-working, rugged saw is ideal for cuts that circular or 
hand saws simply can’t make. It lets you sail through tricky cuts, yet 
it has the power and guts to keep running long after other sabre saws 
give in. Check these features and see if the Stanley Sabre Saw isn’t 
the kind of tool that'll definitely speed up production in your shop, too! 


e CUTS 2” LUMBER, molding, 
sheet metal, plastics 

e CUTS FLUSH to the wall 

e CUTS FAST with 3300 long 
strokes per min. 


e POWERFUL CHIP BLOWER 
keeps cutting line clear 


e COOL, COMFORTABLE 
HANDLE gives precise control 


e EXCLUSIVE COUNTERWEIGHT 
DESIGN checks vibration 


e HEAVY-DUTY STANLEY 
MOTOR for years of 
dependable service 


You can still get the H75 Sabre Saw for only $54.50 with 3 blades. 
See your distributor today and ask about the H775 Kit, too. It in- 
cludes saw, 8 blades, ripping guide and sturdy metal carrying case. 
Complete for $69.95. 


AMERICA BUILDS BETTER AND LIVES SETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools » drapery, industrial and builders hardware * door controls +» aluminum windows + stampings + springs 
+ coatings + strip steel + steel strapping— made in 24 plants in the United States, Canada, England and Germany. 
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(Continued from page 110) 


By application of pressure, the 
metal is made to flow in a direc- 
tion parallel to the die face, thus 
producing a smooth-walled shell. 
Unlike conventional drawing 
methods, in which several opera- 
tions are required to bring the 
can body to its desired shape, this 
technique forms the can in one 
operation. The technique, avail- 
able to can manufacturers gen- 
erally, is expected to open a broad 
market for aluminum cans. 
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Magnetic Drill Press 





For heavy industrial drilling, 
Black & Decker Manufacturing 
Co., Towson 4, Maryland, an- 
nounces a new 14 inch magnetic 
drill press, which is tolerance- 
built to drill holes within 1/64 
inch accuracy. Designed for con- 
tinuous operation, on either a-c or 
or d-c current, the press will not 
overheat and thereby reduce its 
magnetic hold after a few hours. 
It is equipped with a drill point 
locator for immediate, exact po- 
sitioning and remote control hy- 
draulic power feed, which enables 
the operator not only to drill ef- 
fortlessly but also to stand clear 
of the work. Drilling capacity is 
1% inch in steel, with tapping and 
reaming capacities in steel both 
1 inch. Direct magnetic pull is 
3,500 Ib. 
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HOW a | a | CENTRIFUGAL 


CASTING 


CAN CUT COSTS OF BRONZE PARTS 


Engineers know that centrifugal castings have a man-sized strength and 


soundness hard to match. 


This means that in many cases you can design a big part smaller. . . 
a heavy part lighter . . 


Cost saving can be substantial. 


. and you still get the casting strength you want. 


Find out now where you can use NBD centrifugal bronze castings and save. 


We'll help you with the engineering. 
Mail this coupon for the new NBD Facilities for Centrifugal Casting 


book. It'll show you the alloys, weights and sizes NBD is equipped to 
centrifugally cast and machine. 





| 


Send me my free copy of the 
NBD Facilities for Centrifugal Casting book. 





Brake Shoe 


NATIONAL BEARING DIVISION 


717 Grant Buliding e Pittsburgh 19, Pennsyivania 
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USSEY 








PIPE, COPPER, HM 
pER, HUSSEY 





rop, COP 


BARS, COPPER, HUSSEY 


SEY 
STRIP, COPPER, HUSSE 


| / SHEETS, COPPER. HUSSEY 





\ 
\ 


IN MANY FORMS AND SIZES 


nvenient Warehouses 
Mill Shipments 


--e is complete—copPe! 
Hussey Copper service TS eadily available 


j r 
‘4 all its forms and sizes— a 
e day-to-day quantities from Hussey War 
ito lots direct from 


+n production 
houses or in prod Hussey Copper and Mae Moan: 
the mill. Be sure it's Fussey oF A 


be sure! 


Co 
Direct 





7 CONVENIENT WAREHOUSES : 
H PITTSBURGH (19) 2850 Second Ave. 
{CLEVELAND (3) 5318 St. Cloir Ave. 
{CINCINNATI (37) 1045 Mete Drive 
{CHICAGO (18) 3900 N, Elston Ave. 
‘ 
A 


Cc. G. HUSSEY & CO. 


(Division of Copper Range Co.) 


ROLLING MILLS AND 
GENERAL OFFICES: ST. LOUIS (1) Central Terminal Bidg. 
PHILADELPHIA (30) 1632 Fairmount Ave. 


PITTSBURGH 1 9, PENNA. NEW YORK, LONG ISLAND CITY (6) 34-39 Thirty-first St. 


14 For More Information Write No, 217 on Inquiry Card—Page 32 
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Fluorescent Lamp Bright- 
ness Increased 250% 


,. 
s 





Westinghouse Electric Corp., 
Bloomfield, N. J., is using a mix- 
ture of rare gases to obtain long 
cathode life and maintain high 
brightness in a fluorescent lamp 
that gives two and one half times 
the brightness of conventional 
lamps carrying the same sized 
tubes. As a result of the use ‘of 
cooling chambers located at each 
end of the lamp and the use of 
continuous filament heating, the 
lamps have excellent starting and 
operating characteristics. They 
are available in 48”, 72” and 96” 
sizes and are rated at 6,000, 9,300 
and 13,000 initial lumens respec- 
tively. 

Write No. 38 on Inquiry Card—Page 32 


Magnetic Steel Improves 
Electrical Cores 





The development of a new kind 
of magnetic steel, called Cubex 
steel, climaxes a 25-year re- 
search by the electrical industry. 
Described as “doubly-oriented” 
or “cube-oriented”  silicon-iron, 
the product is expected to be 
used in the magnetic cores of 
electrical devices such as trans- 
formers, motors and other elec- 
trical equipment. The crucial 
characteristic imparted to the 





(Please turn to page 116) 
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Readin’, ’Ritin’, and Reliability 





“~ 






Synthane plastic laminated bush- 
ings and breaker arms for auto- 
motive ignition. 














Dependable operation of a school 
bus, a truck, or your own car involves 
the functioning of many parts. One 
breakdown can wipe out the memory 
of ten thousand trouble-free miles. 

Some of these parts are made of 
laminated plastics. They’re usually 
unseen, unsung, small in size yet effi- 
ciently performing their job. 

Their cost is relatively insignificant 
when compared with the cost of 
equipment in which they work, but 
it should be sufficient to insure de- 
pendability. 

Actually, what you pay for Syn- 
thane laminated plastics is little or 
no more than you’d pay for any 


other plastic laminate. But the Syn- 
thane price includes top quality ma- 
terials, product control, excellent 
facilities and workmanship, an as- 
surance of continuous supply, and 
a long reputation for fair dealing. 

If you are interested in a reliable 
source of laminated plastics—sheets, 
rods, tubes, or completely fabricated 
parts, write for an interesting catalog 
or call our representative nearest you. 


SYNTHANE 
m 


SYNTHANE CORPORATION, 7 RIVER RD., OAKS, PA. 
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(Continued from page 114) 





new steel by its cube orientation 
is an ability to be magnetized 
easily in four directions. This 
permits magnetism to readily 
“turn corners” in the magnetic 
core of electrical equipment. The 
new steel was developed by the 
Westinghouse Research Labora- 
tories, Box 2278, Pittsburgh, Pa. 
Write No. 39 on Inquiry Card—Page 32 


Easily Installed Magnetic 
Tramp Iron Grate 











Shaking for cocktails is a must — but certainly not indicated in your 
automobile. And that’s just what you would get — king-size shaking 





and vibrating if your car were not equipped with washers that are Heretofore, considerable _ in- 
designed to counteract the natural forces of friction and vibration stallation work was required to 
with consequent looseness. properly house a magnetic grate 


for tramp or fine iron removal in 


Metal washers are our business — Flat, Lock, Spring, Saw Tooth in vertical gravity flow lines. Eriez 


all variations. We Garrett people worry about them . . . constantly Mfg. Co., Erie, Pa., has ovecome 
strive to improve them . . . and can deliver any type in any size or this problem with a design that in- 
shape (many out of stock) to fit your application — pronto! : corporates the grate and its hous- 


ing in a single package, ready for 
instant mounting in a simple open- 
washer problems. If he ing. A hinged and gasketed door 
doesn’t have the an- front encloses and holds the 
swers, he certainly double banked magnetic grates 
knows where to get within the housing, making them 
readily accessible for removal of 
iron accumulations, 

Write No. 40 on Inquiry Card—Page 32 


Your Garrett Sales Engineer is fully qualified to discuss your metal 


them fast. 


OF PHILADELPHIA 





Stock Lathes With 
CTE EL a a, ee er Custom Features 


GEO. K. GARRETT COMPANY, INC. 
TORRESDALE AVE. AT TOLBUT ST., PHILA, 36, PA. 
(1) HAVE YOUR SALES ENGINEER CALL 
() PLEASE SEND LITERATURE ON THE FOLLOWING: 
() FLAT WASHERS () SAW TOOTH WASHERS 
(0 HELICAL SPRING (1) HOSE CLAMPS 
LOCK WASHERS (1) STAMPINGS 
(C) SPRING WASHERS 
( STATISTICAL QUALITY CONTROL 




















Oe ae eee ewe een em ee ennnneeny 





Name_ — — — 
Title — — 
Company sipiactidtiiieananliidiciiheiacitaiaiaials A low cost lathe can now be 
EE ordered from R. K. LeBlond Ma- 
City a chine Tool Co., Cincinnati 8, Ohio, 
P258 
For More Information Write No. 219 on Inquiry Card—Page 32 (Please turn to page 120) 
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. 
fos 
Pu? * 


“HERE’S 


ANOTHER 
RINGER, 
1=10) 34 


It was cold and dark in the shopthat night. Everyone problem. Pete immediately offered his services; then 
had gone but the foreman and Pete Clybourn, Inland drove several miles across town to borrow a spark 
mill representative, who was busy preventingacostly testing outfit. Back at the shop, it was well into the 
slowdown in production night before he finished testing the complete lot of 
This company, a manufacturer of steeltanks,hadrun tanks, in the process of which he uncovered three 
into some unforseen trouble. They had inadvertently Would-be troublemakers. 

used a few pieces of the wrong specification steel in There are not many men today who can do the really 
the manufacture of a section for a quantity of tanks competent job of spark testing that Pete did that 
But in which particular tanks, nobody knew night. We think it typifies a man who's conscientious, 
About 3:15 that afternoon Pete had stopped by on knowledgeable,thoughtful...the kind of man you're 
another mission and the foreman had mentioned his_ likely to meet when you do business with Inland 


10 West Monroe Street - Chicago 3, Illinois |S 1icago » Milwaukee - St. Paul - Davenport - St. Louis - Kansas City + Indianapolis - Detroit - New York 


<INLAND> 
ee 


For More Information Write No. 22 n Inquiry Card—Page 32 For More Information Write No. 221 on Inquiry Card—Page 32 
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] New! Self-loosening chipbreaker 
clamp. A twist of the wrist releases 
ert for indexing . . . automatically lifts 
1 lowers chipbreaker. No more prying 

hipbreaker free. No more fumbling with 

loose chipbreaker. Choice of 3 chipbreaker 


+h 


for accurate chip control. 


w accessible from top or New! Unique carbide-surfaced chip- New! Three color-coded chipbreakers 
easily reached wh breaker. New method bonds carbide Choice of three widths: yellow for 
down or on its side. coating directly to chipbreaker. Ends all light cuts, silver for medium cuts, red for 
from any position. possibility of braze failure heavy cuts. Makes identification easy 





ANNOUNCING 
THE ALL-NEW 
CARBOLOY. 
LIFT-O-MATIC 
TOOLHOLDER 


ee er een ee 


| 
: 
; 


. Only toolholder on the market with 
) these § advanced design features 
4 
; | . 
” Indexes faster, easier — from any posi- dexed right in the machine, downtime 
tion. Setscrew on Carboloy Lift-O-Matic is reduced — you get more production. 
Tool Ider e turned fro ither , 
oo 7 Po a a goin me Because of the new holder design and 
top oF Dotto! Even of vs holder is harder steel shanks, you get closer 
et Gewe, OF On SS ee, oe tolerance production less scrap loss 
l iiV ¢ ¢ Hie 
- — 17 styles in 8 sizes—stocked for immedi- 
What's more, the clamp and chipbreaker he “adhe 
"iy . ate delivery Lift-O-Mati Toolholders 
re e piect and rise automatically : a 
: | There® are now at your local Authorized 
whe t ‘ ew j ‘ d here's - 7 a r 
‘ i 1] } th C arbolo Di tribute r C iil toda’ his 
ni me ‘ tec in tumDling witl e , ray 
ital a f name is in the Yellow Pages. Or, for new 
Cre? x Sm Pee a eee Lift-O-Matic Toolholder Catalog, write: 
Reduces set-up time, speeds up produc- Metallurgical Products Department of 
tio! Because Carboloy Lift-O-Matic General Electric Company, 11173 E. 8 
Toolholders can be set up faster and in- Mile Ave., Detroit 32, Micl 


CARBOLOY 
ELECTRIC 





New! Fewer parts to replace or stock Insert clears top of the shank. Stops 

Holders use fewer parts. And all are chipping of fresh cutting edges against 
standardized to cover widest range of walls of insert pocket. Inserts are positive- 
applications. Means reduced inventories ly clamped; clamp never touches shank . 





. aa 
» <%* 
~~ 

. 3 . 


oe 


NEW! TRANSPARENT PACKAGES 
FOR CARBOLOY INSERTS 


New plastic package makes it easy to see 
what's inside...easy to pick out insert. 








P&B PROGRESS 


HIGH SHOCK CRYSTAL-CASE RELAYS 


CRYSTAL-CASE SIZE! PERMANENT MAGNET DESIGN. 
SHOCK: 100g. VIBRATION: 30g 55 TO 2000cps. NO CONTACT OPENINGS. 
The new SC non-latching type and SL latching type crystal-case size micro 
miniature relays further expand the broad Potter & Brumfield relay line 
Over 40 basic relays—more than 20,000 variations—are available for prac- 
tically any relay requirement. 
Our engineering staff is at your command and will work with your engineers 
in the development of special relays for your exact requirements. 
Three P&B plants, located at Princeton, Ind., Franklin, Ky. and Laconia, 
N.H. provide the largest production facilities in the industry. Over 500 
listributors across the country provide “‘off the shelf delivery’’ of most P&B 
relay types. 
See the yellow pages of your classified phone directory for your local dis 
tributor and P&B representative. 








L. ays wax A +m bh ff ab SC and SL Series 
- + ! Engineering Data 
a f = t Operate Time: 3 MS. max. with 550 ohm 
| — coil @ 24 V. DC. (SL: 630 ohm coil at 
24 V. DC). 
- g 3 Transfer Time: 0.5 MS max. 
- 2 Terminals: (1) Plug-in for microminiature 
1 receptacle of printed circuit board. 
} (2) Hook end solder for one #20 AWG wire. 
v\ { t | Enclosure: Hermetically sealed. 
! 8 | CONTACTS: Arrangement: 2 Form C. 
| San 2 | Material: Gold flashed palladium. 
SL| =| 1p SC oa healt Load: 2 amps @ 28 V. DC, resistive; | 
te 399 MAK-o* > 350 MAL" amp (@ 115.V. AC, resistive. 

GENERAL: Insulation Resistance: 10,000 Pressure: SC—13 grams min.; 
megohms, min. SL—16 grams min. 
Breakdown Voltage: 1,009 V. RMS. COIL: Power: Approx. 1.0 watt at Nominal 
Shock: 100g. Voltage. 

Vibration: 30g 55 to 2000 cps.; 0.195” Resistance: SL—40 to 1400 ohms; 
mox. excursions from 10-55 cps. SC—35 to 1250 ohms. 
Temperature Range: -65 C.to +125 C. Duty: Continuous 

Weight: 17.5 grams (5/8 oz.). MOUNTINGS: Bracket, stud and plug-in. 


P&B Standard Relays are available at your local electronic, electrical and refrigeration distributors 


Potter & Buundield, ine. 


PRINCETON, INDIANA - SUBSIDIARY OF AMERICAN MACHINE & FOUNDRY COMPANY 
Manufacturing Divisions also in Franklin, Ky. and Laconia, N.H 
For More Information Write No. 222 on Inquiry Card—Page 32 


Products 














(Continued from page 116) 


into which will be built a variety 
of basic features or attachments 
specified by the customer. It is 
available in 17” or 20” swing 
sizes. Among the basic options 
obtainable are choice of speeds 
of from 70 to 700 rpm or 105 to 
1050 rpm on the 17” unit, and 
from 57 to 600 rpm or from 85 
to 900 rpm on the 20” unit. You 
can choose from features such as 
hydraulic tracing, automatic fac- 
ing, taper attachments, turret tool 
post and many more. 

Write No. 41 on Inquiry Card—Page 32 


Silicone Adhesive 


Is Applied With Knife 





An easily applied high bond 
strength silicone rubber adhe- 
sive has been developed by Dow 
Corning Corp., Midland, Mich 
Identified as Silastic Adhesive 
S-2200, the material is translu- 
cent, non-toxic, contains no sol- 
vent and may be applied with 
knife or spatula. Designed to 
bond vulcanized rubber parts, 
the adhesive vulcanizes to create 
a strong bond in only five min- 
utes at 240 to 270 F. It is also 
recommended for bonding. sili- 
cone rubber to a variety of com- 
mon metals, in which case curing 
of about 4 hours is required at 
480 F under pressure. 

Write No. 42 on Inquiry Card—Page 32 
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...and if we don’t have them in stock* 


ALLMETAL ‘ 
MANUFACTURES 
STAINLESS STEEL 
FASTENERS 

TO YOUR ORDER- 


it 








END ES 
@ Allmetal specializes @ Batteries of cold headers and @ Now! Headquarters in @ Phone the Alimetal office 
in all types of stainless automatic screw machines the East, Midwest and nearest you — 
steel fasteners; screws, ready to turn out West for fast local service you can receive the 
nuts, bolts, washers, rivets, special fasteners direct from Allmetal. fasteners you need 
pins, ‘AN’ fasteners, etc. to your specifications. the very next day. 
Send now for your copy of Allmetal’s 52 page Stainless Steel Fastener Stock List and Data Book 











ALLMETAL SCREW PRODUCTS COMPANY, INC. 


821 Stewart Avenue, Garden City, L.I., New York 


MIDWEST DIVISION 
5611 West Lake Street, Chicago 44, Illinois 


WEST COAST DIVISION 
2978 Wilshire Boulevard, Los Angeles 5, California 
manufacturers of stainless steel fasteners 


*Highly improbable since Allmetal has the largest stock of stainless steel fasteners in the world. Try us and see. 


For More Information Write No. 223 on Inquiry Card—Page 32 
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Vehicular Desk Permits 
Driver Making Memos 





Product Development Corp., 
P.O. Box 789, Norwalk, Conn., 
has engineered an 8” x 12” desk, 
or writing platform, with a 1” 
deep basket welded underneath. 
The basket is enclosed on three 
sides and is equipped on the 
fourth with a spring to prevent 
completed paper work loss. The 
mounting bracket is secured to 
bottom of dashboard flange by 
furnished  self-threading screw 
and may be adjusted sideways, 
backward and forward. Desk por- 
tion is easily detachable so oper- 
ator may dismount curb-side and 
carry desk and papers to point of 
delivery. It is useful in any ve- 
hicle where the driver keeps rec- 
ords or takes down two-way radio 
instructions. 

Write No. 43 on Inquiry Card—Page 32 


Ratchet Tie-Down Device 
Tensions Belting 





A 5,000 Ib buckle for heavy 
web belting (the kind used in 
cargo tie-down) has been incorpo- 
rated in a ratchet type take-up 
mechanism for tensioning the 


99 


—— 


belting to any desired load up to 
capacity. It has a quick release 
feature. The buckle may be used 
with a short length of strap on a 
cargo net, or with longer lengths 
used between anchor joints in 
trucks, cargo aircraft, or indus- 
trial materials handling equip- 
ment. The ratchet tie-down may 
be used with any webbing up to 
a maximum width of 1-23/32” 
and maximum thickness of 5/32”. 
The device is a product of Aero- 
quip Corp., General Logistic Div., 
Pasadena, Calif. 

Write No. 44 on Inquiry Card—Page 32 


Adjustable Packaging 
Cats Costs, Time 





Many advantages are claimed 
for a method of over-packing in 
which scored and slotted fiber- 
board sections are made into cor- 
ner sections and overlapped on 
each other to form an adjustable 
container. The inventor of the 
method, Signode Steel Strapping 
Co., 2600 North Western Ave., 
Chicago 47, Ill., claims that this 
“Adjusta-Pak” container enables 
one piece of material to take care 
of almost any order size. He says 
adjustability is possible in length, 
width and height of the slotted 
fiber sections. One manufacturer 
is said to be saving $40,000 a year 
in packaging costs. In addition, 
pilferage has all but disappeared 
as the package is difficult to open 
in transit. 

Write No. 45 on Inquiry Card—Page 32 
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MEEHANITE CASTINGS ARE MADE ONLY 
BY MEEHANITE FOUNDRIES 

The American Laundry Machinery Co., 
Rochester, N. Y. 

Atlas Foundry Co., Detrcit, Mich. 

Banner Iron Works, St. Louis, Mo. 

Barnett Foundry & Machine Co., 

Irvington, N. J 
Blackmer Pump Co., Grand Rapids, Mich. 
E. W. Bliss Co., Canton and Toledo, Ohio 
Centrifugally Cast Products Div., The 

Shenango Furnace Co., Dover, Ohio 
Compton Foundry, Compton, Calif 
Continental Gin Co., Birmingham, Ala. 
The Cooper-Bessemer Corp., 

Mt. Vernon, Ohio and Grove City, Pa 
Crawford & Doherty Foundry Co., 

Portland, Ore 
Empire Pattern & Foundry Co., Tulsa, Okla 

ad Bonham, Texas 
Flo ence Pipe Foundry & Machine Co., 

Florence, N. J 
Fulton Foundry & Machines Co., Inc., 

Cleveland, Ohio 
General Foundry & Mfg. Co., Flint, Mich 
Georgia Iron Works, Augusta, Ga. 
Greenlee Foundries, Inc., Chicago, Ill 
The Hamilton Foundry & Machine Co., 

Hamilton, Ohio 
Hardinge Company, Inc., New York, N. Y. 
Hardinge Manufacturing Co., York, Pa. 
Johnstone Foundries, Inc., Grove City, Pa. 
Kanawha Manufacturing Co., 

Charleston, W. Va 
Koehring Co., Milwaukee, Wis. 

Lincoln Foundry Corp., Los Angeles, Calif 
Nordberg Manufacturing Co., 

Milwaukee, Wis. and St. Louis, Mo 
Palmyra Foundry Co., Inc., Palmyra, N. J 
The Henry Perkins Co., Bridgewater, Mass 
Pohlman Foundry Co., Inc., Buffalo, N. Y. 
The Prescott Co., Menominee, Mich. 
Rosedale Foundry & Machine Co., 

Pittsburgh, Pa. 

Ross-Meehan Foundries, Chattanooga, Tenn 
Sonith Industries, Inc., Indianapolis, Ind. 
Standard Foundry Co., Worcester, Mass 
The Stearns-Roger Mfg. Co., Denver, Colo. 
Valley Iron Works, Inc., St. Paul, Minn. 
Vulcan Foundry Co., Oakland, Calif. 
Washington Iron Works, Seattle, Wash. 
Dorr-Oliver-Long, Ltd., Orillia, Ontario 
Hartley Foundry Div., London Concrete 

Machinery Co., Ltd., Brantford, Ontario 
Otis Elevator Co., Ltd., Hamilton, Ontario 


WRITE TODAY 
FOR YOUR FREE 
SINGLE COPY 
OF THIS 
INFORMATIVE 
BULLETIN. 


BEHAVIOR OF CASTINGS AT ELEVATED 
TEMPERATURES — BULLETIN TD-7 
Write today to Meehanite Metal 
Corporation, Department 2B, 
714 North Avenue, New Ro- 
chelle, New York. 


MEEHANITE® 


For More Information Write No, 224 
on Inquiry Card—Pege 32 
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HEAT RESISTANCE 


These Mechanite®, type HS, annealing bas- 
kets support over 2000 Ibs. of bar stock cast- 
ings during heat treat cycles at 1450°F for 
five hours without growth, scaling or prema- 
ture cracking. They are made by Centrifugal- 
ly Cast Products Div., the Shenango Furnace 
Co., Dover, Ohio. 


Heat resisting Meehanite castings provide depend- 


able service at high temperatures 


Metal parts subjected to high tem- 
peratures undergo dimensional and 
structural changes which can lead to 
premature cracking or surface disin- 
tegration and scaling. These serious 
causes of failure can be avoided by 
selecting materials capable of with- 
standing the specific heat stresses 
involved. 


The stabilized structure of Meehan- 
ite metal is particularly suitable for 
engineering applications where com- 
ponents must function dependably 
under steady or cyclic high tempera- 
ture conditions. 


This dependability of Meehanite® at 


elevated temperatures has led to its 
acceptance as a standard material 
for annealing pots, dies and fixtures, 
ingot molds, stoker parts, steel mill 
furnaces, smelting, cement and roast- 
ing furnaces, tube mill furnace rolls, 
incinerator liners, etc. 


There are ten types of heat-resisting 
Meehanite metals available from 
which selection can be made accord- 
ing to conditions of service at high 
temperatures. For more detailed in- 
formation write for a copy of our 
new, 4 page bulletin TD-7 — “Be- 
havior of Castings At Elevated Tem- 
peratures” — or call the Meehanite 
foundry nearest you. 


Test casting A, made from alloy gray iron was 
heat-treated for 300 hours at 1700°F in an oxidiz- 
ing atmosphere. Severe growth and scaling is evi- 
dent. Casting B, made from SC Meehanite® was 
given the same heat test..No growth or scaling 
occurred. 


MEEHANITE BRIDGES THE GAP BETWEEN CAST IRON AND STEEL® 


MEEHANITE METAL 


MEEHANITE METAL CORPORATION, NEW ROCHELLE NEW YORK 























LOUIS A. ALEXANDER CO. 
264 N. Beacon St., Watertown, Mass. 


AMERICAN HANDLING EQUIPMENT CO. 
1334 W. 117th St., Cleveland 7, Ohio 


AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 
20 E. North St., Buffalo 3, N.Y 
1220 Richmond St., Cincinnati 3, Ohio 
204 Builders Bldg., Louisville, Ky. 


BINS & EQUIPMENT CO., INC. 
1918 Buford Highway, N.E., Atlanta 9, Ga. 
417 Linwood Ave., Jacksonville, Fla. 


BORROUGHS MANUFACTURING CORP. 
121 Varick St., New York, N.Y. 


THE BROWER CO. 
114 Virginia St., Seattle 1, Wash. 
The Brower Co., 1616 N.W. Glisan, Portland, Ore. 
Tacoma Asbestos Co., 25th & Holgate, Tacoma, Wash. 


W. W. CANNON CO. 
9739 Denton Dr., Dallas 20, Texas 
1901 Winter St., Houston, Texas 


COLSON-MERRIAM CO. 
1629 Aisquith St., Baltimore, Md. 
703 Transportation Bldg., Washington, D. C. 
301 S. 11th St., Philadelphia, Pa. 
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You are cordially invited 


to attend a 


of a 


NEW LINE 


of 


STEEL SHOP EQUIPMENT 


by the 


BORROUGHS MANUFACTURING CO. 


to be held 


February 24th thru 28th 


at the following 


BORROUGHS DISTRIBUTORS 


CuRTIS 1000 
1000 University, St. Paul 4, Minn. 


S. 1. DAIGLE & CO. 
437 Philip St., New Orleans 19, La. 


DAVIS AND NYE, INC. 
Corner Bank and Grand Sts., Waterbury, Conn. 


FISHER CORP., LTD. 
177 S. King St., Honolulu, Hawaii 


FREEMAN INDUSTRIAL SERVICE, INC. 
776 W. Main St., Providence 4, R. |. 


GATEWAY INDUSTRIAL SUPPLY, INC. 
6399 Penn Ave., Pittsburgh 6, Pa. 


WM. A. GORE CO. 
1834 Adeline St., Oakland 7, Calif. 
1732 Ist Ave. S., Seattle 4, Wash. 


HART-COBB-CARLEY CO. 
2439 S. Yates, Los Angeles 22, Colif. 
Warehouse, 180 Napoleon St., San Francisco, Calif. 
Edwin Fry, 420 Market St., San Francisco, Calif. 


HEALEY & CO. 
2302 Tulare St., Fresno, Calif. 


JEFFERDS & MOORE, INC. 
3416 Chesterfield Ave., Charleston 4, W. Va. 
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R. H. LLEWELLYN CO., INC. 
55 Hanover St., Manchester, N. H. 


FELIX F. LOEB, INC. 
8810 S. Vincennes Ave., Chicago 20, Il. 


METAL PRODUCTS SALES, INC. 
1225 E. Vine St., Kalamazoo, Mich. 


MILLS-MORRIS CO. 
171-187 S. Dudley St., Memphis, Tenn. 


PARRON-HALL CORP. 
298 “C” St., San Diego, Calif. 


MAURICE PERK METAL PRODUCTS, INC. 
1154 Division St., Indianapolis 21, Ind. 
PAUL W. RODER CO. 
1228 “H" St., Rear, Sacramento, Calif. 
SIGGINS CO. 
704-706 Broadway, Kansas City 5, Mo. 
1236 S. 13th St., Omaha, Nebr. 
2315 University, Des Moines, Ia. 


SIGGINS EQUIPMENT CO. 
901 S. Boyle Ave., St. Louis 10, Mo. 
SPARKMAN-BARKER CO. 
550 Santa Fe Dr., Denver 4, Colo. 


WICKWARE-STACKBIN, LTD. 
Box 220, Billings Bridge, Ont., Canada 
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BORROUGHS 


KALAMAZOO 










STEER 


J fe) ea 





— Ww WJ This entirely new line of steel Shop Equipment by 
Viv ] ] Borroughs will meet the most exacting needs of fac- 
| _— tories, institutions, garages and workshops everywhere. 

— | F — ft | Here's a sturdy, functional, good-looking line that is 
il 3 r = quality built and economically priced. Every item was 
8 designed with both the buyer and worker in mind. 


To appreciate this new Borroughs line, you must see it 


in person, or send for illustrated, detailed catalog. 








send for catalog 











t +} ‘t 

» 
BORROU GH S&S manuracturine company 
Oo ge K A L A M A Z oO oO A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3014 NORTH BURDICK alm. KALAMAZOO, MICHIGAN 
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William J. Burke 


Were Cutting 


A public purchasing official reports on his 
department’s efforts to stay free of the red- 
tape tangle. Forms analysis, control of cor- 
respondence, a central register for purchase 
orders are a few steps that are paying off. 


Purchasing Paperwork 


By William J. Burke, €xecutive Director, State Board of Control, State of Texas 


Ws: SHOULD approach our 
forms and records program with 
the intention to build them from 
the bottom up, instead of begin- 
ning with the top and working 
down. Frequently we can dis- 
cover or define the work load of 
a particular operation or division 
by an analysis of the input and 
output forms employed. Compari- 
son of the principal ones often 
reveal shortcuts that can be had, 
duplications and unnecessary 
movements of documents within 
the office. 

Since all operations and actions 
are recorded on forms, an analy- 
sis of them can provide the an- 
swer to practically any manage- 
ment problem. This fact is often 
overlooked by those who believe 


Abstract of eddress at annual meeting of the Ne- 
tionel Institute of Governmental Purehesing, Cia- 
cinnati, O., Octeber 7. 
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that the control of forms has to do 
only with the typographical de- 
sign and printing of sheets of 
paper. Too frequently we have a 
series of forms which may or may 
not be an integral part of a sys- 
tem. In some cases, our forms and 
reports and various documents, 
do not carry through the entire 
operation and make a contribu- 
tion to the final picture. In, short, 
they lose their identity and pos- 
sibly, their value en route. 

A careful review will assist in 
establishing retention times for 
records as well as reviewing the 
need for each form in use. Fre- 
quently, such reviews will de- 
velop facts indicating the form 
has served its purpose and is no 
longer required. Maybe we will 
develop a combination of forms 
having greater utility. Perhaps 
we can reduce the quantity of 


copies, yet increase the area of 
use. 
We investigated two areas in 
our paperwork program as they 
particularly affect public pur- 
chasing—the ultimate use of any 
record, and forms control. 


Evaluate Use 


As governmental purchasing 
officers, if we evaluate the ulti- 
mate use of the final record and 
are careful in the preparation of 
forms for maximum utility en 
route to the file, we will have ac- 
complished a big step toward re- 
duction of paperwork. At the 
same time we provide for maxi- 
mum contribution from each form 
as it makes its way through office 
channels. 

The simple expedient of having 
a catalog of forms in use in any 
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given agency not only provides a 
record of them but it also reveals 
duplications. At best, minor vari- 
ations between forms, all in- 
tended to serve almost identical 
purposes will be apparent. Many 
of them have been prepared by 
various individuals in the organi- 
zation according to the individual 
concept. Form letters are a good 
example of duplicated effort with 
variations. The practice of having 
new forms approved by an opera- 
ting committee composed of the 
members of the staff prior to pro- 
duction, permits the exploration 
and exploitation of the widest 
use. The practice saves not only 
paper, but time required in de- 
signing forms, composing form 
letters, printing and duplicating 
costs, envelopes and postage. 

There is one method for reduc- 
ing paperwork that is seldom 
used—a look at our outgoing 
mail, Each form letter or dictated 
piece should be carefully pre- 
pared for a purpose. Each should 
be calculated to produce a given 
result. The fewer times the proc- 
ess is used with more complete 
results, the better. As we discuss 
paper-work, we take into account 
not only paper and printing, but 
high priced commodities such as 
skilled labor and machines that 
are required for its production 
and use. 


Watchdog Policy 


Still another means of cutting 
down paper work in public pur- 
chasing is a watchdog policy on 
“open market” bids. These bids 
may be identified, for purposes of 
this discussion, as those bids cov- 
ering supposedly sporadically re- 
curring demands for given com- 
modities. Careful scrutiny of 
open market bid purchases often 
reveals the need for an evalua- 
tion of our annual contract pro- 
gram. Often they reveal that the 
agencies for whom we buy have 
failed to take advantage of the 
contractual arrangements already 
established or that for some rea- 
son or other, the using agency may 
be unhappy with contract com- 
modity and attempts quietly to 
circumvent the contract award by 
an open market bid. 

Most frequently, the using 
agency and those in charge of the 
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stock supply rooms have failed to 
thoroughly peruse the annual 
contract award book and place 
orders accordingly. If our own 
buyers fail to recognize a com- 
modity on an open market requi- 
sition as one covered by contract 
and he processes it in the usual 
manner, substantial losses in time 
and extra paper work develop. 
Such errors also produce losses 
because the open market price is 
frequently higher than that in the 
annual contract. 

Open market purchase items 
are not the only source of difficulty 
and extra paper work. When an- 
nual contract award transactions 
are not properly handled, there is 
likelihood that they will create 
unnecessary correspondence be- 
tween agencies and the procure- 
ment office and between the pro- 
curement office and the vendor. 
Four important requisites of an- 
nual contracts are: 

(1) The ability and willing- 
ness of the vendor to deliver 
promptly, 

(2) Close adherence to the 
specifications, 

(3) A rigid inspection and 
reporting program, 

(4) Freedom from substitu- 


tions. 


Failure at any point creates a 
need for action, which in turn 
produces its share of extra paper 
work. 

We are in the process at this 
time of setting up a punch card 
accounting system whereby we 
except to be able to analyze not 
only our open market, but con- 
tract purchases. Also, other pur- 
chases known as emergency and 
spot purchases will be examined 
and determinations made of the 
number and type of items pur- 
chased and their dollar value. By 
analysis of our daily transactions, 
recapped by month and then by 
year, we expect to find areas in 
which annual contract awards are 
unsatisfactory. Conversely, we 
know we will find that items can 
be more satisfactorily purchased 
under the contract program. Our 
open market transactions review 
should reveal a number of com- 
modities which have become con- 
sistent repeaters and should be on 
annual contract. Obviously, we 
expect to reduce our paper work 


on the basis of our findings. 

We define spot purchases as 
those involving expenditures of 
$50.00 or less, based on local or 
immediate area of use bids ob- 
tained, tabulated and evaluated 
by the agency. Abuse or misuse of 
the spot purchase procedure, sub- 
jects the agency to penalty of 
withdrawal of the privilege to use 


this method. 


Planned Program 


In our efforts to control our own 
paper work, we have underway 
and in various stages of develop- 
ment, the following: 

(1) Scheduled Purchasing — 
For example, our first scheduled 
purchase was set up on file cabi- 
net requirements. We called for 
bids on approximately 400 file 
cabinets ranging from 2-drawer to 
5-drawer sizes in both legal and 
letter categories. Results of the 
first bidding indicated a savings 
of approximately seven per cent 
on the cost of the cabinets. Re- 
sults of the second scheduled pur- 
chase of file cabinets, covering all 
principal types, representing a 
total of 675 cabinets, indicates a 
saving of approximately four per 
cent over the cost of the first 
scheduled group. In short, we ex- 
pect on the second scheduled pur- 
chase of file cabinets to save ap- 
proximately 11 per cent over the 
old method of purchasing. The 
reduction of bid invitations was 
substantial. Forty-three bid invi- 


‘tations were required for each 


schedule. The first group would 
normally have required 1,720 in- 
vitations, postage, envelopes and 
addressing machine time. The sec- 
ond group would have required 
mailing and handling of over 
2,400 invitations. In addition to 
savings on costs as indicated 
above, we can count as agency 
profit, several hundred dollars 
saved in overhead, envelopes, 
paper and postage. The consolida- 
tion of small orders into one large 
order or bid handled on a sched- 
uled purchase program is one 
solution to the small order prob- 
lem which simultaneously, pro- 
duces substantial savings in mer- 
chandise cost and overhead. 

(2) A survey, evaluation and 
control program for all forms, 


(Please turn to page 130) 
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t ie only thing you can’t duplicate 








is WEBSTER QUALITY! ~ 


WEBSTER MULTIKOPY DURAMETRIC 


Nothing saves expensive office paper, time and labor the way Webster MultiKopy 
Durametric does. It’s the only carbon paper with the scaled edge that assures well- 
spaced letters, reports and memos on the first typing. This edge is also uncoated for 
cleaner carbon handling, cleaner letters and cleaner fingers. Webster MultiKopy 
Durametric stays flat even in extreme temperatures and is made of the finest materials 
to give superior performance and longer service. There are fourteen varieties of 
weights and finishes for every office need. 


WEBSTER SILK STAR TYPEWRITER RIBBON 


With Silk Star there are fewer ribbon changes, sharper impressions and longer service. 
Made of the finest silk so tightly woven that 18 yards fit the standard spool that holds 
only 12 yards of cotton. And it’s so strong, it withstands the severe cutting action of 
type better and is actually 's longer wearing. Try it along with Webster MultiKopy 
Durametric. 









































Here’s the full line of 
Webster Quality Duplicating Products 
‘| Check off all your needs here 
| CARBON PAPERS in eight grades 


Typewriter, pencil, pen, transfer, blueprint, billing in scores of 
weights and finishes 


SPIRIT PAPERS AND MASTER UNITS 


for both spirit and hectograph duplicating processes. 


CARBON PAPER RIBBONS 


for correspondence, spirit duplicating, photo and offset work. 





OFFICE MACHINE RIBBONS 
for most types of adding, accounting, tabulating and addressing 
machines 


TYPEWRITER RIBBONS 
for all Typewriter makes 


for correspondence, record, offset, hectograph, photo blueprint. 


CARBON PAPER ROLLS — 
for Teletype, Autographic Register, Elliott-Fisher, and adding 
machines. 


Plus 
ACCESSORIES 


Type Cleaner, Instrument Oil, 
Duplicating Fluid, Hand Cleaners. 





Make it clear you want 


WEBSTER 


Ss EVERYWHERE 


AT LEADING STATIONER 3 





MARKING 


LEATHER, 


Blaisdell Markers 
write on anything. 



















CHINA 
MARKER 


Bold, bright marking for 
all slick surfaces — 14 


Llaisdell CHINA-MARKER 





vivid colors. 





GET THESE 
BLAISDELL EXCLUSIVES p 


SPEE-D-POINT perforation for 
ezsy sharpening—STED-D- 
POINT staple for secure lead _— 





DU-ALL 
mecHanicaa PENCIL 


(Continued from page 127) 
conducted by a committee com- 
posed of representatives of the 
staff, division chiefs and the Ex- 
ecutive Director. 

(3) Approval of new forms, in- 
cluding form letters, by the com- 
mittee prior to production. 

In this process, we expect to 
establish as closely as possibly, 
the end use requirements and 
number of copies needed for maxi- 
mum efficiency. 

(4) A central register for in- 
coming requisitions which in- 
cludes internal movement infor- 
mation on the requisition, final 
disposition and purchase order 
cross reference. 

Also a similar control register 
for purchase orders, cross refer- 
enced to the requisition. These 
two control registers will elimi- 
nate similar, individual records 
now kept on buyers’ desks, cen- 
tralize control and standardize 
handling. 

(5)A straight, numercial pur- 
chase order file system keyed to 
registers mentioned above. 

(6) A punch card accounting 


system with commodities num- 
bered to duplicate those in (a) 
bidders class and item catalog; 
(b) our alphabetical commodity 
listing and (c) our specifications 
file. Totaling of commodities by 
class, type and dollar volume will, 
along with monthly reports and 
annual recap, provide usage fig- 
ures used in projection of our re- 
quirements for subsequent pur- 
chase. 

Procedure analysis of our pa- 
per work operations is a constant 
need which we try to meet. Con- 
tinuing vigilance can help estab- 
lish a preventive maintenance 
program to plug dollar leaks and 
avoid an avalanche of waste. The 
nation’s clerical workers are 
creating, processing, maintaining 
and preserving billions of pieces 
of paper each year. 

We can accomplish a great deal 
simply by applying the discipline 
of waste control in the office, by 
questioning every phase of our 
current paper work handling and 
processing. Through analysis we 
can streamline our operations and 
improve our procedures. 





W-2 TAX FORMS 


the fastest 





selling 
tax form 

in the 
country 


The only W-2 forms combined with separately designed and 
approved copies for ALL State and City information returns. 
The easiest form to write, address, separate, mail, file. 













































Marks all surfaces. Six 3-PART 4-PART 5-PART a 
colors with matching 106 CARD 
4 leads. 50 1.50 1.85 2.45 2.95 
100 2.70 3.40 4.40 4.85 
200 4.35 5.45 6.75 7.85 
Write for sample naming this pub- 500 8.80 11.00 12.75 16.85 
lication. Our many special pencils , 1000 13.20 16.50 19.75 24.75 
have solved varied marking problems 





For imprinting name, address, Social Security 
identification number add $3.00 per item per order. 


WRITE OR PHONE YOUR ORDER. 


Send for complete price lists on Redifixt W-2 with journal 
sheet, marginally punched continuous W-2 forms for tabulat- 
ing, and Redifixt W-2 forms for N.C.R., and complete catalog 
of business forms for every requirement. 





since 1893. Let us help you. 


TRADE MARKS REG. U.S. PAT. OFF. 


BLHIO DELL 





CONSOLIDATED BUSINESS SYSTEMS, INC. 


30 Vesey Street, New York 7, N.Y 


ad a, Loti Bote] iy YN. Ad 


BETHAYRES, PENNA 


BArclay 7-3687 





Plants: New Brunswick, N.J., New York, N.Y., Durham, N ¢ 
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caorload after carload... 


Rlere's paper quality 


nobody can equal 


This shipment, like every lot of base paper that rolls 

into our coating plants, was made for one purpose only— 
diazo coating by Ozalid! 

Since Ozalid is far and away the world’s largest coater 
of dry whiteprint paper, mills run paper specifically for us— 
to our rigid specifications. 


Therefore, we get base paper that’s brighter and stronger 
to start with... folds better ...lasts longer... 
naturally gives you a better product. 


In a business like yours, with day-in day-out customer 
satisfaction so vital to your growth, why gamble 
with anything less than the quality of Ozalid paper? 


OZA LID" papers 


for consistently finer prints 


A Division of General Aniline and Film Corporation, Johnsen City, N.Y. + In Canada—Hughes Owens Co., Ltd., Montreal 


For More Information Write No. 229 on Inquiry Cerd—Page 32 
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Eastman Kodak Company, 
Rochester, New York, has added 
the Verifax Bantam copier to its 
line of Verifax copiers. Economi- 
cally priced at $99.50, the new 
machine is the first in its line 
to employ a curved glass platen. 
With compact base dimensions of 
13%” x 17%”, the Bantam can be 
conveniently located in any of- 
fice despite space restrictions. Up 
to five copies of any typed, drawn, 
written, or printed original may 
be made on the copier at a ma- 
terials cost of about two and a 
half cents per copy. Capable of 
making intermediates or masters 
on Verifax translucent copy 
paper for use in _ diazo-type 
printers, the Bantam is also 
adaptable for use with the Veri- 
fax method of producing offset 
masters for office-type duplicators. 
Write No. 46 on Inquiry Card—Pag> 32 
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WESTON Cotton Fiber BOND 
Makes Letterheads Noticeably Better 


Weston Bonp, made better with cotton fiber, imparts an 
air of obvious importance to your letters. It lends conspicu- 
ous quality to your letterhead — character that commands 
attention. 

In the office, you'll like the way it takes typing, writing 
and (when necessary) erasing. It serves admirably, too, for 
office forms and other applications that call for a clean, 
strong serviceable bond paper. And the cost? . . . hardly 
more, if any, than you are now paying. 

Your printer has Weston Bonp in white, colors, white 
opaque, litho finish and envelopes to match. Ask him to use 
it for your next lot of letterheads or write for a sample book 
and make your own comparison. Address Dept. PN 





BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 John D. Brush & Co., Roches- 
DALTON, MASSACHUSETTS ter, New York announces the in- 
troduction of its new model safes 


which feature a number of me- 

N .D chanical advancements and mod- 

Cotton Fiber Quality Letterh ern styling. All Sentry floor safes 

7 ” ne now carry the label of the Under- 
COTTON FIBER BONDS * LEDGERS * MACHINE POSTING LEDGERS » INDEX BRISTOLS (Please turn to page 136) 


For More Information Write No. 230 on Inquiry Card—Page 32 
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NCR PAPER gives you faster, cleaner 





no carbon 


required 


COPIES WITHOUT CARBONS 





Business forms users everywhere are dis- 
covering that NCR Paper speeds up 
their work. Without using carbon paper 
or even any carbonization, this amazing 
paper makes perfect copies of sales slips, 
invoices, premium notices, stock requisi- 
tions—any one of hundreds of applica- 
tions where clean, clear copies are needed. 

Non-smearing NCR Paper, perfected 
by the research laboratories of The Na- 
tional Cash Register Company, elimi- 
nates smudging of copies or fingers and 


ANOTHER PRODUCT OF 


is easy to handle because it requires no 
carbon inserts. Up to five legible copies 
can be made with a standard typewriter, 
ball-point pen or pencil and eight or more 
with a business machine or electric 
typewriter. 

NCR Paper is simple to use. Just put 
together several forms. Copies are ob- 
tained from hand written or business 
machine or typewriter forms. Finished 
copies are always neat and clean, easy 
to read. 


THE NATIONAL CASH REGISTER COMPANY, vayton 9, onic 


9829 OFFICES (NN 94 COUNTRIES 


Have your forms printed on NCR Paper 
by your present forms supplier. You'll be 
amazed how easily it solves the problem 
of producing multiple copies. You'll get 
better, cleaner copies in less time! Phone 
your present forms supplier, to- _ 

day, for further information. *@* 


* TRADE MARK REG. U.S. PAT. OFF. 


NCR PAPER AND SUPPLIES 


For More Information Write No. 231 on Inquiry Cord—Pege 32 
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Eagle 
Mirado 


IS SMOOTHER 


TO SAVE YOU WORK 


..e SLRONGER 


TO SAVE YOU TIME 


..- LONGER -LASTING 


TO SAVE YOU MONEY 


— And We 


Cou rote e/ 


WRITE FOR FREE 
‘‘MINIATURE LABORATORY’”’ 
and FREE sample Mirado Pencil 


Send your request, together with your name 
and address, your dealer's name, and the 
name of this magazine, to the Eagle Pencil 
Company, 703 E. 13th St., N. Y. 9, N. Y. 








Cooter / This Giant Pendulum 

. in the Eagle laboratory uses the friction of 
pencil against paper to test pencil smooth- 
ness. The smoother the lead, the longer the 
pendulum keeps swinging. And test after 
test proves MIRADO smoother-writing than 
any other pencil! 























or! This Point Testing Scale re- 
cords the amount of pressure necessary to snap 
different pencil points. Repeated tests prove 
MIRADO is so strong it will almost never break 
under normal writing pressure! 














Longer laaliig/ Writing “mileage” 


is recorded on this Mileage Meter. As the cylin- 
der turns, the pencil writes—and the length of 
the line is recorded on the dial. Tests prove 
MIRADO makes 35 miles of line—writes longer 
than any other pencil! 








- Aud YOu Cam prove / 


EAGLE" 
MIRADO* 


is more efficient 
...more economical 


cm 


AS 











SAVE WORE! MIRADO’s smoother 
point cuts out penci] drag, makes 
writing faster, easier, more comfort- 
able, less tiring. Your employees will 
do more work with less effort! 








J—> 
— 
—s 


¥ 


a: 


SAVE TIME! MIRADO’s stronger 
point bears up under pressure, needs 
less sharpening, almost never snaps. 
Your employees will have fewer an- 
noying interruptions, fewer trips to 


the sharpener! 











SAVE MONEY! MIRADO’S longer 
lasting lead gives you extra days, 
extra pages of service. You actually 
need to buy fewer pencils because 
each MIRADO lasts so much longer! 


EAGLE MIRADO 


is right in any office 


ORDER SOME TODAY! 




















EAGLE PENCIL COMPANY » NEW YORK + LONDON + TORONTO + MEXICO + SYDNEY + BOGOTA 
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Eagle 
Mirado 


IS SMOOTHER 


TO SAVE YOU WORK 


..e SLRONGER 


TO SAVE YOU TIME 





... LONGER-LASTING 


TO SAVE YOU MONEY 





WRITE FOR FREE 
‘‘MINIATURE LABORATORY”’ 


and FREE sample Mirado Pencil 


Send your request, together with your name 
and address, your dealer's name, and the 
name of this magazine, to the Eagle Pencil 
Company, 703 E. 13th St., N. Y. 9, N. Y. 
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in the Eagle laboratory uses the friction of 
pencil against paper to test pencil smooth- 
ness. The smoother the lead, the longer the 
pendulum keeps swinging. And test after 





test proves MIRADO smoother-writing than 
any other pencil! 
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is more efficient 
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, SAVE WORE! MIRADO’s smoother 
Cr! This Point Testing Scale re- point cuts out pencil] drag, makes 


cords the amount of pressure necessary to snap writing faster, easier, more comfort- 
able, less tiring. Your employees will 
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SAVE TIME! MIRADO’s stronger 
point bears up under pressure, needs 
less sharpening, almost never snaps. 
Your employees will have fewer an- 
noying interruptions, fewer trips to 


the sharpener! 











SAVE MONEY! MIRADO’S longer 


° / ‘ lasting lead gives you extra days, 
Age. ! Writing “mileage” extra pages of service. You actually 


need to buy fewer pencils because 











is recorded on this Mileage Meter. As the cylin- each MIRADO lasts so much longer! 
der turns, the pencil writes—and the length of 

the line is recorded on the dial. Tests prove EAGLE MIRADO 
MIRADO makes 35 miles of line—writes longer is right in any office 
Sen ee a pet! ORDER SOME TODAY! 














EAGLE “CHEMIx SEALED” 
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‘writes 6 months without refilling 


This handsome RECORDER”* ball point desk set gives 
truly dependable service—superb writing quality. 

Writes instantly—at a paper’s touch. Once it starts writ- 
ing it doesn’t stop—writes for a full six months in 
normal use without requiring a refill. Steady, sure 
service, too—no ink “flooding” or “starving.” The strik- 
ingly modern Esterbrook RECORDER comes with red, 
blue or black ink ... fine or medium point. Available 
in black or your choice of high fashion colors. Only 
$2.95 at list for complete set in black—$3.95 for colors 
and black chrome-banded de luxe model. In office or 


home it decorates any desk. 


(| WORDATHON by Kink 


New WORDATHON* Refill Cartridge writes up to five 








times longer than ordinary ball point refills, gives a 


*Trade Mark 


f.) 
RECORDER 22: 22%, Gsterbrook, 
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full six months’ service—only 69¢. 
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(Continued from page 132) 


writers’ Laboratories indicating 
successful endurance of a one 
hour 1700 F fire exposure and 
a 2000 F explosion hazard test. 
Among the new features are a 
bank-type lock bar, heat-seal clo- 
sure, a cam-type locking handle 
and improved Vermiculite insula- 
tion. Certain models are also 
available with a concealing cab- 
inet in mahogany cabinets. 

Write No. 47 on Inquiry Card—Page 32 





The Roberts Recorder, a me- 
dium-priced magnetic tape re- 
corder is now available with a hy- 
steresis synchronous drive motor. 
Designed and marketed by Rob- 
erts Electronics, Inc., of Los An- 
geles, Calif. the new portable re- 
corder will enable the audiophile 
to make recordings rivaling the 
best professional tapes. The com- 
plete package including mech- 
anism, amplifier, preamplifier, 
speaker and microphone, has high 
and low level input and output 
either through the seven inch ex- 
tended range self-contained loud- 
speaker or an external output to 
other equipment. 


Write No. 48 on Inquiry Card—Page 32 


A completely coordinated line 
of modern metal furniture is 
available in davenports, sec- 
tionals, arm chairs, conference 
tables, and desk cabinets. Offered 
by the Howell Company Division 
of Acme Steel Company, St. 
Charles, Illinois, the furniture can 
be seen in the 24-page catalog 
(No. 28). 

Write No. 49 on Inquiry Card—Page 32 
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nothing else 
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n any position which insures tight closure 
There are Aloyco valves and alloys 
designed for every type of corrosive service 
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‘ : ALOYCO 111 Gate Vaive for 150 Ib. service 
ae 





SPECIALIZATION! Isn't it reasonable to believe that the 
oné company with experience, facilities, research and 
service all devoted to a single product is your best source 
rol ae-10] 0) o)h Ram Mal -Manlele(-laamalie) jmemielisleia Mm iela-> lille) Mel 1icdal te) 
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Stainless Steel Valve castings of the finest quality. 


Longer Lasting 
ALLOY STEEL PRODUCTS COMPANY ALOYCOd 


LINDEN, NEW JERSEY . VALVES 




















Association News 





Economic Trends Is Hot Topic 


Vi artin R. GAINSBRUGH, 
chief economist of the National 
Industrial Conference Board, was 
the featured speaker at a recent 
dinner meeting of the Purchasing 
Agents Association of New York, 
Inc. at the Hotel New Yorker. 

After an introduction by Frank 





S. Romanse, Babcock and Wilcox 


Company, first vice president, Mr. 


Gainsbrugh spoke on the subject 


“Current Economic Trends and 


Their Implications to Purchasing 
Agents.” He gave his predictions 
for the 1958 gross national prod- 
consumption 


uct, personal ex- 


PURCHASING AGENT 
ASSOCIATION 





Martin R. Gainsbrugh addressing a meeting of the Purchasing Agents 
Association of New York. Seated on the dais are (I. to r.) George W. 
Baker, second vice president; Louis J. DeRose, general forum speaker; 
David S. Gibson, president; and Frank S. Romanse, first vice president. 








A view of the purchasing agents at the January dinner meeting. Over 


200 members 


138 


attended and heard Mr. 


Gainsbrugh’s | presentation. 


penditures, gross private domestic 
investment, net foreign invest- 
ment and government purchases 
of goods and services. 

_“This is no inventory recession 
we are in,” the economist noted. 
“It is primarily in the investment 


sector, excluding inventory and 
derived primarily from excess 
capacity. This type runs longer 


and cuts deeper than an inven- 
tory 

He remarked that “the contrac- 
tion 


recession. 


may be more violent than 
any we've had since the end of 
World War II.” Noting that “in 
this period of test, the P.A. will 
be asked to make 


lower 


his contribu- 
and 
efficient production,” he asserted 
“the reward for those 
vive is the glowing 
the 60's.” 
President 


tion to costs more 
who 


harvest of 


sur- 


David S. 
Worthington Corporation 

the meeting. A 
work of the education 
committee was given by its chair- 
man, Gailon C. Fordyce, Ameri- 
can Cyanamid Company. 

The afternoon general forum 
was addressed by Louis J. De- 
Rose, president of DeRose & As- 
sociates. Mr. DeRose presented a 
critical analysis of “When and 
How to Negotiate Purchases.” 

He defined negotiation as ‘a 
process of conversation, discus- 
proposals and counter- 
proposals, all with the aim of ar- 
riving at agreement.” Among the 
tools of negotiation, he mentioned 
price analysis, use of different 
forms of contracts and the estab- 
lishment of “more than a casual 
buyer-seller relationship.” 

The forum was moderated by 
Donald R. Gillie, Gilman Paper 
Company. Following the formal 
presentation, the members _par- 
ticipated in a group discussion 
and question and answer period. 


Gibson, 
pre- 
sided at 
on the 


report 


sions, 
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SHIP VIA UNITED- 
THE WORLD’S LARGEST 
HIGH-SPEED CARGO LIFT 


UNITED offers you the world’s largest 365-m.p.h. cargo lift, because every 
DC-7 in the fleet carries 9000 pounds of air freight. Add to this the hefty 
capacity of United’s DC-6A Cargoliners plus the extra cargo space on every 





passenger Mainliner® and you have the most flexible air freight service avail- 
able. And when you ship United, you take advantage of such features as 
Reserved Air Freight (guaranteed space), direct airways to 80 cities, door-to- 
door service and fleet-wide radar dependability. Also, you enjoy the close co- 


operation that’s a matter of pride with United, where extra care is basic policy. 









For service, information o7 
free Air Freight booklet, 
call the nearest United Air Lines 






UNITED 


Re presentative, or write 
Cargo Sales Division, 
United Air Lines, 36 South 


Wabash Avenue, Chicago 3, Ill. 


IT COSTS NO MORE FOR EXTRA DEPENDABILITY—ON UNITED, THE RADAR LINE 
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now...thanks to Tuffy ... three 
make the trip instead of one 


The Toronto Iron Works makes tanks on a Tuffy Slings. Now they have standardized 
production line basis. Plate steel is rolled on them.” 
and welded into 8’-long tank sections at Se er ‘a eee 
one end of the plant. The sections are Tuffy S 'S are ideal for this job and 
picked up by an overhead crane and trans- countless others) because of their superb 
ported to the far end for final assembly combination of super-strength and free- 
Formerly they were carried on a chain.. flowing flexibility. It’s just about impos- 
a single section per trip, tying up the sible to kink a ffy Sling; and if you 
crane all day. should, the kink: jooth out with no 
: damage done. 
In the course of a plant survey, which is 
a valuable part of the service rendered by Another Tuffy plus feature: Tuffy’s 
Tuffy distributors, a better idea came up. pressed-on ferrule is applied over tuck 
Why not make a rigging of Tuffy Slings splices under tremendous pressure to give 
. handle all three sections of a tank at the sling eye 100% of fabric strength. 
the same time... free the crane for other : 
Slings and work? That’s exactly what is happening in Your Tuffy Distributor: a Good Man to Know 
Hoist Lines the picture above. Result: easier handling, He’s stocked to meet your needs; ready to make 
*; less crane time, big production-dollar fast delivery of your Tuffy Slings, Tuffy Hoist Lines 
savings. Further result, in the words of famous working partners of Tuffy Slings), and 
a company official: Union Wire Rope. And he’s qualified to help you 
find money-saving ways of using Tuffy products in 
“This was the first time this plant used your operation. Get in touch with him. 





FREE! Tuffy Sling Handbook 


Gives full data on Tuffy Sling 

types, uses, dimensions 

weights and rated loads. Plus 

a complete rigger’s manual SUBSIDIARY cw; , STEEL CORPORATION 

and engineer’s handbook or 

wire rope constructions and | 2282 Manchester Avenue Kansas City 26, Missouri 
7 p onstructio and 

specifications. Write for you 


copy now 4 Specialists in high carbon wire, wire rope, braided wire fabric, stress relieved wire & strand 
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most exacting specificati 











Brainard Steel Tubing 
Griswold St. Ext., Warren, Ohio 
Nome: 





For complete information on Brainard’s Welded 
Steel Tubing, send for this all new catalog. & Address: 





SS eiee me EE 


Brainard Steel Division, Sharon Steel Corporation 
Griswold Street, Warren, Ohio 
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Shillady Addresses 
North Jersey P.A.'s 


An UNUSUALLY large crowd 
turned out for the annual Presi- 
dent’s Night meeting of the Pur- 
chasing Agents Association of 
North Jersey. The affair was held 
in the Essex House in Newark. 

Guest speaker was Robert 
Shillady, president of the Nation- 
al Association of Purchasing 
Agents. Special guests included 
National Secretary Howard Ahl, 
John Snedeker, N.A.P.A. vice- 
president for District 8, Duke 
Chesney of the Eastern New 
York Association, and Bill Rae 
of the New York Association. 
Rube Atkins president of the 
North Jersey Association pre- 
sided. 

Frank Curran, national direc- 
introduced Mr. Snedeker, 
who congratulated the New Jer- 
sey group on the rapid progress 
it has made since its inception a 
few years ago. Mr. Snedeker then 


presented Mr. Shillady. 


tor, 


The national president made a 
strong plea for attendance at the 
N.A.P.A. convention in Chicago 
in May. He said it would provide 
every purchasing agent attend- 
ing a source for inspiration, uplift 
and exposure to new professional 
developments. 

Mr. Shillady went on to de- 
clare that we are now in a time 
of considerable uncertainty in the 
economy. He said such a situation 
calls for sound foundations on 
which to build our business op- 
erations. He said a review of fun- 
damentals by purchasing people 
was a prerequisite for the “search 
for value” in the materials, equip- 
ment and services they buy. 

Two important educational 
projects were announced at the 
meeting: one-day purchasing 
conference held by Rutgers Uni- 
versity in cooperation with the 
North Jersey Association on Jan- 
uary 16; and a series of lecture- 


Rube Atkins, PAANJ president, flanked by NAPA top brass 
Secretary Howard Ahl and President Bob Shillady at pre-meet- 


ing reception. 


John Snedeker (1.), vice-president 
for District 8, chats with Paul Far- 
rell, editor of Purchasing Magazine. 


forums on 
Purchasing.” 
The lecture-forum series, com- 
prising seven sessions, will begin 
on February 6 and will be held 
every week thereafter at the con- 
ference room of The Wilbur B. 
Driver Co. in Newark. Well 
known authorities will speak 
on Communication, Purchasing’s 
Place in Management, Legal As- 
pects of Purchasing, Vendor Se- 
lection, Human Relations, Value 
Analysis, Packaging, and Traffic 
Problems. Vincent G. Moorehead, 
chairman of the education com- 
mittee, Celanese Corp. of Ameri- 
ca, Box 1000, Summit, New Jer- 
sey, is accepting registrations. 


“The Profession of 
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PROTECTION! THE CONTAINER TOOK THE SHOCK 


NO DAMAGE TO THE ASSEMBLIES 





PLANTS 
AND 
SALES OFFICES 
CLEVELAND 
DETROIT 
CHICAGO 
MEMPHIS 
LOS ANGELES 
PLYMOUTH, wis 
JAMESBURG, N. J 
OGDENSBURG, N.Y 
; ABRASIVE 
Write for our CON 
latest Packaging 


Brochure. 


For More Information Write No 





THIS CAR WAS 
DERAILED AND 
OVERTURNED 
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— 
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PREMIUM PROTECTION 
COSTS LESS! 


PICTURES TELL THE STORY! 


Ford Motor Company’s steering gear and column as- 
semblies, protected by Cleveland Container metal-end 
sleeves and spacer tubes, survive the overturn of a 
railroad car with no damage to the assemblies 

A bag type of covering, formerly used, gave protec- 
tion from dirt and dust but NO protection against 
blows or jars . . . and COST MORE than the Cleveland 

ontainer sleeves. 


Our experience, plus sound design engineering 
can provide your products with similar PREMIUM 
PROTECTION usually at lower costs 


Why pay more? 
For quality products . . . call CLEVELAND! 


CLEVELAND CONTAINER 2: 


COMPANY ®@ west HARTFORD, 
6201 BARBERTON AVE., CLEVELAND 2, OHIO 


* ALL-FIBRE CANS « COMBINATION METAL 
AND PAPER CANS + SPIRALLY WOUND 
TUBES AND CORES FOR ALL PURPOSES 

CLEVELAND CONTAINER CANADA, LTD. 


Plants & Sales Offices: Sales Office: 
TORONTO AND PRESCOTT, ONT. MONTREAL 
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Miller Phosphor Bronze is consistently 











chosen for the tough jobs—in this in- 











stance a switch part that must withstand 
an estimated 750,000 “on and offs” with- 


out fatigue or fracture. 


























Miller specializes in the tailor-made 





production of phosphor bronze alloys— 
in strip, coiled and flat lengths—best 
fitted to your needs. At Miller, Phosphor 


Bronze is the main line, not a sideline. 












































THE MILLER COMPANY °¢ MERIDEN, CONN. 
ROLLING MILL DIVISION 


Antics Cualily Hsgohon Dronge 
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Little Rock Ass’n Visits 
Diamond Alkali Plant 


The feature of a recent meet- 
ing of the Little Rock Association 
of Purchasing Agents was a visit 
to the Diamond Alkali Company 
plant in Pine Bluff, Arkansas 

According to Hugh McMillan, 
Arkansas Foundry Company, 
public relations chairman, the ex- 
tensive tour was very informative 
to the 34 members and guests at- 
tending. The plant uses salt, water 
and electricity to produce chlorine 
gas, hydrogen and liquid caustic 
soda. Following the tour, the 
group met at the Rendezvous 
Pine Bluff for dinner. 

Ten men and 7 women from the 
association attended tle 14th Dis- 
trict Conference at New Orleans 
recently. The Little Rock P.A.’s 
are planning to send a larger 
group to next year’s conference 


at Jacksonville 


Toledo Ass'n Presents 
*“Seryv-A-Show”’ 


The Toledo Purchasing Agents’ 
Association presented its ninth 


annual “Serv-A-Show” recently 
at the Toledo Civic Auditorium 
Prior to the show, an opening 
night dinner and cocktail party 


was held at the auditorium. 

The association also held a din- 
ner meeting at the Toledo Yacht 
Club. Chuck Hanna, humorist 
and after-dinner speaker, gave 
the group a talk on the subject 
“Are Purchasing Agents People?” 


Twin City P.A.’s Hold 
Meeting, Plant Tour 


A plant visit and meeting were 
among the recent activities of the 
Twin City Association of Pur- 
chasing Agents. 

The association visited the 
Standard Conveyor Company 
plant in North St. Paul, Minn. 
and toured the facilities there. 
Following the tour, a dinner 
meeting was held at the Town & 
Country Club, where a film 
“Mike,” developed by Ducks Un- 
limited, was presented. 

For More Information Write No. 240 
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HOW TO BUY A‘750 


eed a “special” pump, Worthington’s SESC 
urd End Suction Centrifugal) 


line will often 
low-cost answer. 


an 
r example, the chart above shows specifications for 
rent pumps, with a variety of materials of con- 
n, which would ordinarily involve manufacture 
ial pumps. However, because all of these mate- 
are available from the SESC line, the pumps can 
ight at big savings. 
secret of Worthington’s ability to give you many 
special pumps at standard prices is the flexi- 
the SESC line. Parts have been standardized, 





ps. As a result, you can literall* ‘custom- 


your pump to get exactly the right features to 


meet your requirements. 


70,480 COMBINATIONS TO CHOOSE FROM. You have 
a choice, for example, of four materials of construc- 
tion—iron, steel, bronze, Worthite* and combinations 
of these. You have a choice of five types of liquid end: 
and five different drives. You can choose packed stuffin 
box or mechanical seal operation. In all, there are 70,48 
combinations—all built from standard, stocked parts and 
ready for prompt delivery at competitive prices. 
CA high nickel, high-chromium, low-carbon alloy steel 


Trademark Reg. U. S. Pat. OF. 
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PUMP FOR *300 











available for better maintenance 
and production cleaning and 
plant santtation...at lowest cost. 





VE 














OAKITE WAREHOUSES 


at key points assure prompt de- 
livery of cleaning matertals. 
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F VAN AKITE MEN 
cover the country to give you ex- 
pert technical service fast on a 
local basis. 





Call your local Oakite man or write for 
details to Oakite Products, Inc., 54 Rector 
Street, New York 6, N. Y. 


SCIENCE 


] 
S/O add tid y 


Technical Service Representatives in Principal Cities of U. S$. and Caneda 
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Association News 


Editor Speaks At 
ADMA Fall Meeting 


C. D. Francisco, midwest editor 
of PurcHAstnc Magazine, was 
guest speaker and round table 
discussion leader at a two-day 
meeting of the American Drug 
Manufacturers Association § re- 
cently. 

During his presentation, held 
at the Whittier Hotel in Detroit, 
Mr. Francisco explained the 
philosophies and techniques of 
Value Analysis, as applied in 
modern industry. 

Emphasizing the importance of 
functional thinking, Mr. Fran- 
cisco decried the “amazing phe- 
nomena of trained conformists” 
in industry. “Everything we do,” 
he said, “involves risk. We are 
afraid of failure in the face of the 
knowledge that basic research, 
the foundation upon which suc- 
cess is built, is nothing but a 
series of failures.” 


Youngstown Ass’n Hears 
Talk on Stock Market 


Carl Dennison of Butler-Wick 
& Co., Youngstown addressed the 
Youngstown District Purchasing 
Agents Association at their 
monthly meeting. After being in- 
troduced by F. J. Limestahl, 
secretary, Mr. Dennison gave the 
group many interesting points on 
what the average person should 
know about buying and selling 
stocks, investment clubs and the 
working of the stock market. The 
members found it a very interest- 
ing and worthwhile evening. 

It was announced at the meet- 
ing that James D. Sloan of 
Youngstown Sheet & Tube Co 
had recently been named to a 
special government reserve of 
business and industrial leaders 
who are being trained to serve in 
case of national emergency. Mr. 
Sloan is one of 45 additional 
members named recently to the 
Business and Defense Services 
Administration of the Nat’l. De- 
fense Executive Reserve in the 
Dept. of Commerce. 
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the right tool means a better job 


TT¢ sa 


} 
rd tools 


t from stock. 
vecial and custom 
tion should 
h your Utica 


f new and special 


Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N.Y. | 


A 
USE GTICAM.. the tools the experts use [ 


im fr~& 
Halimark of Quality since 1895 <Oxtx<er UTICA DROP FORGE & TOOL DIVISION + KELSEY-MAYES CO., UTICA 4, NEW YORK 
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Quick-As-Wink 


oe oe ee, eae ee ee 


Control Valves 


Y2" “B"-Type Lever 


Operated 4-way Valve, 


%" “O"-Type Single 
Solenoid 4-way Valve. 


Play safe. Install Quick-As-Wink valves on all your air 
and hydraulic controls. Positive and fast acting, all oper- 
ating parts are in pressure balance, avoiding any tendency 
to creep or crawl. You'll get month after month and year 
after year of long, dependable, trouble-free — and safe — 
service. There’s nothing better than a Quick-As-Wink 
Control Valve. Can you afford to gamble with less? Sizes 





from 4"' to 4’’. Hand, foot, cam, pilot, diaphragm or solenoid 
operated. Thousands of different types, sizes 
and actions. Get full details. 


———Write for BULLETIN NO. 571 Today. 


Quick-As-Wink F 


—— AIR AND HYDRAULIC—— 


Control Valves 


Mfd. by C. B. HUNT & SON, INC., 2124 East Pershing St., Salem, Ohio 
——Engineering and Sales Representatives in the Principal Cities — 
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Cleveland P.A.’s Hold 
Panel Discussion 

A four man panel presented 
the subject “What is Expected 
of a Purchasing Agent” at a re- 
cent dinner meeting of the Pur- 
chasing Agents Association of 
Cleveland, Inc. at the Hotel Car- 
ter. 

Panel members were Richard 
C. Bryan, director material con- 
trol of the White Motor Com- 
pany, representing production; 
Dr. John D. Stanitz, assistant 
chief engineer of Thompson 
Products, Inc., representing en- 
gineering; George S. Trotter, 
manager Buckeye sales district 
of the General Electric Company, 
representing sales; and Hubert C. 
Overmyer, assistant manager of 
Ernst & Ernst, representing ac- 
counting. Frank DeCrane, di- 
rector of purchases of the Lam- 
son & Sessions Company, acted 
as moderator. 

A question and answer period 
followed the panel discussions. 


North Cal. Govt. P.A.’s 
Hear Human Relations 
Talk 
The Federal Procurement Of- 
ficers Association of Northern 
California held their monthly 
meeting at the Leopard Cafe in 
San Francisco. The guest speaker 
was Mrs. Murel Knight, an ex- 

pert on human relations. 

Mrs. Knight has been giving 
classes in human relations, public 
speaking and personality develop- 
ment for over 25 years to such 
audiences as purchasing agents, 
accountants, auditors, supervisors 
and secretaries. Her talk was 
very much enjoyed. 

At an earlier meeting the asso- 
ciation listened to Professor Del- 
bert J. Duncan, University of 
California, whose address on 
“The Care and Feeding of the 
Procurement Officer” gave inspi- 
ration to all the members. He was 
introduced by Harry Henry, 
Bureau of Public Roads, and 
program chairman for the month. 
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FACT: Westinghouse lamps with 


Exclusive Ultralume’ phosphors 


give you MORE LIGHT PER FOOT 


...MORE LIGHT PER DOLLAR! 


“ULTRALUME”™phosphorscoatthe THAT’S WHY a Westinghouse lamp Jestinghouse fluorescent lamps 
inside of every Westinghouse fluor will give you more light at less cost... have “Ultralume” phosphors... there’s 
cent lamp and produce the light you it takes as much electricity to light a one for every industrial, business and 
see. “Ultralume” phosphors assure “lazy lamp” asa Westinghouse. Anda home use. Specify Westinghouse on 
maximum brightness for the life of the Westinghouse lamp has a longer bril- every lamp order. Call your local au- 
lamp. Only Westinghouse has “‘Ultr: liant life... more light per foot, more thorized Westinghouse agent or write— 
lume” phosphors. light per dollar. Westinghouse Lamp Division, Bloom- 
field, N. J. 


you CAN BE SURE...1F iTS 


Westinghouse@FLUORESCENT LAMPS 
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kor any of your welding jobs 


HELIARC 
Inert Gas Shielded Arc 


UNIONMELT 


Submerged Arc 


Welding Wire 


Argon 


FOR THE BEST IN ELECTRIC WELDING...LOOK TO LINDE 





... LINDE can supply the 
right method! 


Inert gas shielded arc welding— 
Hewiarc Apparatus for inert gas shielded arc welding, using a tungsten electrode 
and a shield of LinDE argon, is tops for joining hard-to-weld commercial metals. 
On stainless steel and aluminum, HELIARC Welding is fast and clean, producing 
high-quality welds that resist corrosion. HELIARC Welding eliminates costly 
grinding and finishing, making it a valuable method for quantity production 
of hard-to-weld metals. 


Submerged arc welding — 


Shapes made of materials ranging from light gage to heavy plate, adaptable 

to mechanization, can be most economically joined by UNIONMELT Welding. It is 
used on low and medium carbon steels and alloy steels, including those 
containing chrome and/or nickel. UNIONMELT Welding is also used extensively 
for resurfacing metal, providing extra wear and corrosion resistance. UNIONMELT 
Welding is fast and inexpensive on production jobs. 


Shielded inert gas metal are welding — 
One of the most versatile welding methods is Sigma Welding. LinDE’s Sigma 
apparatus, using a shield of LINDE argon, is ideal for manual welding of 
commercial metals \4 in. or more thick, and for automatic operation on lighter 
gage metals to .050 in. Highest quality welds can be made on aluminum thicker 
than 4 in. at speeds up to 16 inches per minute. Build-up and surfacing jobs 
are also improved by using LINDE’s Sigma welding method. 


(/ Magnetic flux gas shielded arc welding — 
Un1oNarc Welding, LinDE’s most recent development in electric welding, is an 
extremely fast method for welding mild steel. This method employs a 
continuously-fed, bare steel wire electrode, magnetically coated with flux 
conveyed in a stream of carbon dioxide shielding gas. Manual welds can be made 
easily in any position —vertical, overhead, downhand—with no stops to change 
electrodes. The speed, versatility, and ease of operation of 
of Unronarc Welding brings costs down 25% to 65° below 
those of manual covered electrode welding. Clean, smooth, 


UNIONARC high-quality welds are provided, even in the presence of 
moderate amounts of rust, scale, and moisture. 
Magnetic Flux Gas Shielded Arc 
Engineers at LINDE have been designing, developing. and testing elec- 
Cas GS tric welding methods and apparatus for many years. Help on any weld- 
FLUX AND GAS— " . " , . 

E ing method is yours for the asking. You can improve your work and cut 
production problems by taking advantage of LINDE’s experience. Fer 
data on UNIONARC Welding or any other electric welding method, call 
the LINDE office nearest you. 

LinDE CoMPANY, Division of Union Carbide Corporation, 30 East 
42nd Street, New York 17, N. Y. Offices in other principal cities. Jn 
Canada: Linde Company, Division of Union Carbide Canada Limited. 


Livoe Heviuac,” 
l sfON MELT l ~poNaR 
and “Ussex Cansus 


trade marks of Union Carbide Corporation 
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KLEINS 


for the 


ELECTRONICS 
INDUSTRY 


30 1-6-SCP 


All pliers shown may be” 

hed with coil spring to hold 

jows in open position. 

Spring gverenteed for the 

life of the plier 

Light in the hand ...comfortable to use 
points carefully matched... knives 

hand honed—all these features are yours 

with genuine Klein Pliers. 

100 years of engineering skill and man- 
ufacturing experience are behind every 
pair of Kleins you buy. 

You will be amazed at how much better 
a job you can do... how much faster you 
can do it... when the pliers you use are 
Kleins 

ASK YOUR SUPPLIER 
Foreign Distributor: 
International Standard Electric Corp., New York 
years of service to 
men, electricians and in- 
dustry is back 
of this new 
PocketTool 
Guide No. 
100. Acopy 
will be sent 
to you on 
, tequest with- 
out obligation. 


\ my wt . _ 
eae KLEIN 
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Afternoon-Evening 
Programs For 
Central Iowa Assoc. 


The Newton, Iowa Country 
Club provided a relaxing environ- 
ment for the Central Iowa Asso- 
ciation’s regular December meet- 
ing. At the dinner meeting, mem- 
bers heard Arthur Machell of 
General Electric give a very in- 
teresting talk on standardization. 

During the afternoon, members 
toured industrial plants of the 
WinPower Company, Dun-Lap 
Manufacturing Company and 
Parsons Company. 


Freight Increases 
Discussed at Alabama 
Ass’n 


The education committee of the 
Purchasing Agents Association 
of Alabama, under the leadership 
of Guy Cofield, gets the credit 
for a very interesting luncheon 
meeting held recently at the 
Thomas Jefferson Hotel. 

John Voyer, member of the ed- 
ucation committee, arranged the 
panel type program and acted as 
moderator. The members of the 
panel were: Ezra C. Patton, 
Traffic Manager, Louisville & 
Nashville Railroad Company; and 
Alvin W. Vogtle, Sr. Vice Presi- 
dent Sales and Traffic, DeBarde- 
leben Coal Corp. The subject for 
discussion was “Recent Freight 
Increases and their Effect on 
Southern Business and Industry 
Purchases.” 


Unusual Meeting Held 
by Denver P.A.’s 


The Purchasing Agents Associ- 
ation of Denver held an unusual 
meeting recently in the Theatre 
of the Coors Brewing Co., Golden, 
Colo. It was a combination plant 
visitation and educational meet- 
ing. 

At the meeting, which was held 
before the: tour of the brewery, 
Bud Manning introduced the 


program for the evening. First, a 
Republic Steel Co. film, The 
Care and Handling of Buyers, 
shown. The film told the 
story of how an experienced pur- 
chasing agent, who was once a 
salesman, showed a “freshman” . 
salesman how to become more 
helpful to buyers and therefore 
more effective and successful. 

After the film, Mr. G. T. Boyle 
of the Denver Traffic Club spoke 
in a forceful manner on the re- 
lationship between the purchas- 
ing department and the traffic 
department. 

“An important part of the cost 
of the item purchased,” said 
Boyle, “is the cost of getting it 
to where it is to be used. And 
thus the traffic cost is a potent 
source of possible savings 

“There is much more to traffic 
than just looking up a rate in a 
rate book,” he continued. “Proper 
packing, routing, tracing and 
scheduling are important, as well 
as the handling of claims. A qual- 
ified traffic man can earn a profit 
for the company sometimes ex- 
ceeding price differentials on the 
goods.” 

After Mr. Boyle’s talk, the 
members went on a conducted 
tour of the brewery. It is said 
that some of them felt very re- 
freshed after the tour. 


was 


Syracuse and Central 
New York Hear 
Quality Controller 


The Purchasing Agents Asso- 
ciation of Syracuse and Central 
New York, Inc. held a joint meet- 
ing with the Quality Control So- 
ciety of Syracuse. The meeting 
was held at the Roof Garden of 
the Onondaga Hotel. A. G. Rue- 
diger, president of the association, 
introduced the guest speaker, 
August B. Mundel. 

Mr. Mundel is a qualified speak- 
er on the subject of quality con- 
trol. He has had a wide range of 
experience, including work as an 
instructor in quality control at 
State University of New York. 
His talk was well received. 
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Original bearings cost 50¢ per hour 


of life... Bearings, Inc. recommended 
bearings cost less than 10¢ per hour! 


has been practic ally non-existent with our new 
and the machine is much quieter,” he further stat 


This is another example of our engineers’ abilit 
acute bearing lala It 
beari 


ings are used or how many you buy... 


makes no differer 


distributors we guarantee you factory fresh. 


RPM ar 


bearings ready to de 
dust,” repo nti nt M 


liver long life and trouble 


"BEARINGS. Inc. 


OHIO: Akron * Cleveland * Columbus * Deyton « Elyria s Hamilton + Lime « Lockland » Mansfield + Toledo * Youngstown * Zanesville 
INDIANA: Fr W 2 * indionapolis * Muncie * Terre Houtes PENNSYLVANIA: Erie « Johnstown * Philodelphic + Pittsburgh + York 
WEST VIRGINIA herlest 


Cherleston ¢ Hy n+ Porkersburg * Wheeling NEW JERSEY: Comden 
NEW YORK: Bvuffclo, Be * MARYLAND: Boltimore + DELAWARE: 


DIXIE BEARINGS, Inc. 


FLORIDA: Jocksonv 
N. CAROLINA: ( 


Call our branch nearest you NOW! 


« Cincomnet 


Wilmington 


e* GEORGIA: Atlontes KENTUCKY: Lovisvilles» LOUISIANA: Baton Rouge + New Orleans 


J 
orlotte * Greensboro * $. CAROLINA: Greenville TENNESSEE: Chottanooge * Kingsport * Knoxville * Noshville 
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Purchasing People In The News 





American Felt Company, Glen- 
Connecticut, has elected 
Kenneth R. Peattie to the posi- 


4 


tion of vice president in charge 


Sie 
vie, 


Kenneth R. Peattie 


procurement. He has been as- 
sociated with the company since 
1929 and has been the company’s 
wool buyer for the past 13 years. 
Mr. Peattie will continue this 
activity as well as the responsibil- 

for the purchasing of all raw 


terials. 


Robert W. Snowdon has been 
‘omoted to manager of pur- 
shases and traffic of Heppenstall 
Pittsburgh, Pennsyl- 


npany, 


Robert W. Snowdon 


nia. He became associated with 
ympany in 1936 and has ad- 
ed through such positions as 
elter foreman and special proj- 
He was manager 


4 


ec engineer. 


of the New Brighton plant, and 
then served as assistant to the 
general manager of operations, 
and assistant manager of ring 
sales. He was transferred to the 
purchasing department in 1956. 
Mr. Snowdon succeeds Irvin E 
(Ike) Walton, vice president in 
charge of purchases and traf- 


Irvin E. Walton 


Walton 


years of 


fic. Mr. has. retired 
after 40 service with 
more than 25 years spent as pur- 
chasing agent. In 1955 he was 
elected a vice president. William 
G. Fitzgerald has been advanced 


William G. Fitzgerald 


to purchasing agent of the firm’s 
Pittsburgh plant. He started his 
career with the company in 1940, 
and has served in many capaci- 
ties until he was transferred to 
the purchasing department ir 
1956. 


The appointment of Robert 
Jacobson as director of purchases 
for Reading Metals Refinery Cor- 

New York, has been 
announced. Mr. Jacobson has 
been associated with the parent 
company, Reading Tube Corpora- 
sales capacity since 
early 1953. Previously, he had 
been treasurer and 


Paramount Meats, 


Y -+} ) 
poration, 


tion, in a 


secretary of 
Inc. 


Harold Fryar, former general 
purchasing agent, has been ap- 
pointed director of manufactur- 

and elected to the board of 


Harold Fryar 


directors of The Coleman Com- 
Kansas. He re- 
places W. L. Rowe who has re- 
1 to Toronto, Canada, t 
resume his position of vice presi- 
ent charge of production of 
the Coleman Lamp & Stove Com- 
pany, Ltd. Mr. Fryar will fill the 
unexpired term of the late W. C 
Coleman on the board of direc- 
tors. A former director of the 
N.A.P.A., Mr. Fryar is a charter 
member of the Wichita chapter of 


national organization. 


rT: 7 
pany, Wichita, 
- 


turned 


¢ 
aen 


C. E. Witt has been named di- 
rector of purchases for Pittsburgh 
Consolidation Coal Company, 
Pittsburgh. He replaces J. M. 
Knowles, vice president in charge 
of purchases, who has retired 
after a long period of outstanding 
service with the company. 
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Set Your Si 


Americo's Finest— 
Gould industrial 
Truck Battery 


Aiwoys Use Gould-Notiona!l Automobile & T 


©1957 Gould-National Botteries, inc 


~ G a i 
4 _ ae > 
=, \ 2 BS . ’ : ih : , 
: 1+ at : he . », awe ‘fs 2 2 
m Tacome, Washington, where many champion field dogs cre rcised 


ehts on Longer Battery Life: 


sf 


ipif al mav help vou. 
ney and be 


ompany m 
of each make of bat- 


rds. You 


} 


battery costs. save your ¢ 


comparative value 


woul batte ry mall tenan 
ting these records frequent! 


ce rec 


\. 


epg 
ry ite by COnSUI 


eby assuring the best possible operating procedures 


local Gould representa- 
rd charts. 


reco! 


t talk this idea over with vour 


he will give you easy-to-use maintenar 
Gould-National Batteries, Inc., Trenton 7, N. J. 


<= gould 


te you (ore 
BATTERIES 
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This New 


Riel 4P) 


is the only 21,” to 4” 
watene threader that’s 


Jam-Proof 


It’s safe—can’t jam and knock 
equipment around when you 
thread pipe by power drive. 
Automatically kicks out after 
standard thread is cut. Work- 
holder sets to size before put- 
ting on pipe — other easier 
work features. See it at your 
Supply House! 
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Promotion of Mark B. Patten, 
Jr. to purchasing agent has been 
announced by Behr-Manning Co 
a division of Norton Company, 


Mark B. Patten, Jr. 


Troy, New York. Assistant pur- 
chasing agent since 1941, Mr 
Patten will succeed Bert M 
Twamley, who has been trans- 
ferred to the tape sales depart- 
ment for special work. Mr. Patten 
has lectured at Siena College on 
industrial purchasing. He is : 
nember of the Purchasing Agents 
Association of Eastern New York 
a chapter of N.A.P.A. 


Richard D. Morrison has been 
named executive assistant to 
Emlyn Lloyd, director of pur- 
chasing for Chrysler Corporation 


Richard D. Morrison 


Detroit, Michigan. Prior to join- 
ing the corporation last August, 
Mr. Morrison had ten years’ ex- 
perience in automotive industry 
purchasing, including the past 
four years as a senior steel buyer 
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ent 


~ First choice foy 
ONGthal Cguijpment-/ 


The Complete Line of 


ALEMITE 
SURGEPRUF 


REUSABLE COUPLINGS AND 
HYDRAULIC HOSE 


... with a full line of components 
nationally available! 


Symbol of 


1850 Diversey Parkway, Chicago 14, Illinois 


ALEMITE 


O'rivision 


STEWART-WARNER 


CORPORATION 


Single- and Double-Wire Hose For 
Medium-High Pressure and High- 
Pressure Service. Seamless inner tube of 
synthetic rubber, reinforced steel wire 
braid, and synthetic rubber outer cover 
Resists abrasion, weather, and oil. Hose tem- 
perature operating range: —40° F.to +275°F. 


sede ¢ Ad 4% : 
sePBhVue 

AAA hh hhd 
seRS BQN) \ 


44 Mane 


Couplings. Made of high-strength steel 
“Double-wedge grip” forces 

threads through rubber cover 

either single- or double-wiré braid firmly. 
Saves both time and labor! 


Serrsade 


Adapters and Swivel Adapters. Full 
range of sizes in J.LC. and other threads 
One-piece adapters—and swivel unic 
adapters to simplify assembly a 
twisting strain in cramped quarters 


Hose Assemblies. Types and sizes for all 
hydraulic lines. No special assembly tools 
required. Fast, easy assembly with just 
ordinary tools! 


Mail Coupon for 
- Surgepruf Catalog! 


bbb spy a 
tie = 


tA DAbaA 


ALEMITE, Dept. 2-28 
1850 Diversey Parkway, Chicago 14, Illinois 


Please send me your catalogs of Surgepruf covu- 
plings, hose ond components. 

Nome __ 

Company 

Address 
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pushes safety 
records up— 
pulls chain 


costs 





GAMMA RAY 
QUALITY 
CONTROL! 

X-Ray type testing of 

master, joiner and end 
nks assures sate, 

wouble-free welds. 





CONTROLLED 
ATMOSPHERE 
HEAT-TREATING 


on all popular sizes 
vides uniformity 


EXCLUSIVE 

PATENTED 
TAYCO HOOKS! 
1-Beam type design... 
alloy steel construction 
r ghout the siing and unique recessed 
chain assembly. Grip mean extra safety! 














REGISTERED! You get a certificate of test 
with every TM Alloy Chain. It bears the chain's 
proof test... 


« Serial number. 
Alleviate the squeeze on profits and 
tighten your grip on safety—switch 
to TM Alloy Steel Chain. Gamma 
Ray Quality Control... Controlled 
Atmosphere Heat-Treating.. . pat- 
ented Tayco Hooks make it Triple- 
Safe! Never requires annealing! 
Tough—withstands abrasion, shock, 
grain-growth and work-hardness. 
Getal/the facts! 


Contact your nearest Distributor or write 
S.G. TAYLOR CHAIN CO., INC. 


Plants: Box 509, Hammond, Indiana 
3505 Smaiiman St., Pittsburgh 1, Pa 


C Lain 79 our specialty, not our sideline! 


Taytor Mane 


A GREAT NAME IN 
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John D. 


Bio 
assistant to tne 


The appointment of 
Peters as vice 
president of purchases, Ralph C 
Moffitt, has been announced by 
the United States Steel Corpo- 
ration, Pittsburgh. In this newly 
created position Mr. Peters, for- 


John D. Peters 


merly manager of purchasing re- 
will be responsible for 
the improved administrative pro- 
grams and practices for applica- 
tion in the corporation’s exten- 
Sive purchasing activities. Robert 
F. Benson will succeed Mr. Peters 
as manager of 
search. A graduate of the Uni- 
versity of Michigan, Mr. Peters 
received his L.L.B. from Western 
Reserve University. He was ad- 
mitted to the practice of law in 
the state of Ohio, and was first 
employed by the U. S. Depart- 
ment of Justice in Los Angeles. 
He joined the Corporation as a 
sales analyst for the American 
Steel and Wire Company in 
Cleveland in 1946. He heid vari- 
ous other administrative positions 
until 1952 when he became man- 
ager of purchasing research, the 
position he held until his present 
appointment. 


search, 


purchasing re- 


George F. O'Connell has been 
named director of purchasing of 
Quality Bakers of America Co- 
operative, New York, New 
York. He succeeds *Leo Ismert, 
who has retired after serving 21 
years as director of purchasing 
for the company. 


Inc., 





Shippers 


Agree... 
It’s P-I-E! 


PACIFIC INTERMOUNTAIN EXPRESS 
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“CAT 
and DOG’ 


MECHANICAL 
RUBBER GOODS 


ANY QUANTITY... 
NON-STANDARD ITEMS 
MADE TO YOUR SPECS 


-+» BUT FAST! 


Look no further for mechanical rubber 
goods odds and ends. We thrive on“CATS 
AND DOGS”. . . swiftly fill custom or- 
ders large production-run companies 
must omit or postpone. No order too 
small...no order too large! 


Molded...Extruded or Cut! 


Most anything in natural or synthetic 
rubber—compounded by our own chem- 
ist— molded, extruded or cut to Govern- 
ment, ASTM, SAE or private specifica- 
tions. Your molds designed and made 
at minimum cost. For those “CAT and 
DOG” rubber goods you need now... 
phone, wire or write us today. You'll get 
the results you want. . . but fast! 


PHONE AfTlantic 9-5501 
“CAT and DOG” Division 
ROYAL RUBBER COMPANY * 


DEPT. 202 SOUTH BEND, INDIANA 
* Division of THE RUBBER SHOP, Inc 


eeeeeeeeeeeeeeseeese 
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News 
about HYPALON 


HYPALON hose 
delivers sulfuric acid 
for over 4 years... 


still in good condition 


H 


HYPALON 
E.! 


ELASTOMERS IN 


cu wet OF 


Better Things for Better Living 
... through Chemistry 


Bulk containers save 
Shipper 14 cent per pound 





WELLINGTON SEARS COMPANY, 65 WORTH STREET, NEW YORK 13, N.Y. amscnens 


Chrysler Corporation uses 
COTTON Toweling “on the line’”’ 


f the most important factors in the finz 
ic transmissions is cleanliness. So essential 
matter that at Chrysler Corporation’s Kokomo, 
ission plant, continuous cotton toweling is used 
’ area and test sections. It is available at 
ness high, and save time. 
is doing a job in many ways, in 
tton towels and toweling help improve employee 
ss and comfort. They reduce maintenance costs, help keey 
And reduced fire hazard is an important plus. 
not look into the advantages of cotton in y¢ 
ion? For information on cotton towel service, write Fairfax, Dept. 
65 Worth St., New York 13, N. ¥. 


Here’s How Linen Supply Works... 


You buy nothing! Your linen supply 
everything at low service cost—cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 
creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 


Clean Cotton Towels... 
Sure Sign of Good Management 


< << 
= "- 
> * 
Cart 


. 


lon] - ¢ = } 
deaier turnisnes 


Fatrtax- Towels 
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The Fluor Corporation, Ltd., 
Los Angeles, has appointed Ed- 
mund C. Austin to the newly 
created position of director of 

rchases. He has over 20 years 

purchasing and 
with Standard Oil 


experien 


Edmund C. Austin 


Company f California and 
Arabian American Oil Company. 
Prior to joining the corporation he 
had been petroleum advisor and 
tant general manager of the 
anadian Bank of Commerce in 
Canada. From 1942 to 

he was loaned to the United 
Ordnance Depart- 

ment, and directed purchasing on 
W Coast of the United 
Mr. Austin spent six 

1951 with the Petro- 

stration for Defense 

D. C. where he 

of Foreign Ma- 


+ 
istd 


he Detroit, Toledo and Iron- 

ailroad Company, Dearborn, 
Michigan, has elected J. E. 
Messinger purchasing agent. He 
replaced C. E. Rooney who has 
retired after 45-years of distin- 
guished service 


+ 


The city of Atlanta, Georgia, has 
announced the appointment of J. 
Forrest Gee as assistant purchas- 
ing agent. Mr. Gee replaces R. C. 
Witcher who has served in this 
capacity for nearly 25 years and 
has now retired. 
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’mean to Pitter Metal Products, Inc. 





“U.S. Steel Supply Special Services help us 


CUT PRODUCTION COSTS” 


says 
W. J. Pitter 


President 
Pitter Metal Products, Inc. 


Maywood, California 


e “U. S. Steel Supply pre-cuts sheets to any size we want,” says 
Mr. W. J. Pitter, president, Pitter Metal Products, Inc., sheet metal 
fabricators, Maywood, California 


“We taKe advantage of U. S. Steel Supply Special Services by 
ordering our sheets pre-cut. Thus, we eliminate not only profit 
robbing delays caused by cutting the sheets ourselves, but also the 
risk of costly cutting errors. Our labor costs are reduced, and we 
have no waste or storage problems with pre-cut sheets. The price 
differential is more than offset by the speed, variety and technical 
assistance given by U. S. Steel Supply Special Services.” 


| buyers, like W. J. Pitter, know from experience the value 


of these dependable services. 


Why not put these Special Services to work for you? 
You can use U. S. Steel Supply’s flame-cutting, shearing, slitting 

or coiling equipment, and eliminate the need for this expensive 

machinery in your plant. If you would like one of our represé 

to show you how to benefit from U. S. Steel Supply Special Services, 

write to U. S. Steel Supply at the address listed below. 


U.S. STEEL SUPPLY 


DIVISION 


1s 4 


General Offices 


P. O. Box 1099, Dept. $2, Chicago 90, Ill. 208 So. LaSalle St., Chicago 4, Ill. 
Sales Offices Coast to Coast 


oe ms EOS as & © 
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How a Taylor Laminated Plastic safety clutch 
protects rotary lawn mower crankshafts 





Friction disc assembly permits clean cut, 
prevents damage to drive mechanism 


Running into rocks or other solid objects with a rotary lawn mower 
is not a recommended practice, but it is possible to strike these objects 
without damaging the drive mechanism. 
4. laminated plastic safety clutch assembly does the job. Two Taylor 
L aminated Plastic friction discs, mounted as shown in the drawing, 
drive the cutting blade with positive force until a solid object is str uck 
When this occurs, the clutch assembly absorbs the shock, the discs 
and the blade stops without impeding the operation of the driving 
hanism—all parts are protected from serious damage. 
P erhaps you have a similar problem—or others that can be solved 
using either laminated plastic or vulcanized fibre parts. Our applica- 
tion engineers will be glad to help with 
your specific needs and recommend the 
material best suited to your application 
Get their assistance by contacting the 
Taylor sales office nearest you. 


TAYLOR 


Laminated Plastics 
Vulcanized Fibre 


‘ 


; 
| 
tif 
J 


i 
J \ | 
ORIVE SHAFT 


| 


(Ld 


CROSS SECTION of slip clutch 
me showing arrangement 
omponents on crankshaft of 


awn mower 


TAYLOR FIBRE CO., Plants in Norristown, Pa., and La Verne, Calif. 
First and largest volume producer of 
Rolled Copper-Clad Laminates for printed circuits 
¢-Melamine -Silicone-Fpoxy Laminates © Combination Laminates * Copper-Clad Laminates © Vulcanized Fibre 
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Edwin B. Parkes has been 
1 yf purchases, a 
created position, for Rand 

& Company, Chicago, 


— 
Edwin B. Parkes 
Formerly a oe man- 

Parkes joined t is 
1. 1920 as a men + bang of the 
staff. In 1937 he 
anager of the 
1g department, az 
f the produc 
in 1941. 


Brown L. Miller has been pro- 
t vel to 


, , 
i manager of purchases 


the five plants of the Ad- 

re, Resin & Chemica] Divi- 

n of the American-Marietta 

mpany, Seattle, Wast 

Mil ller has been general 

or of ; the company’s booty re- 

sineers plant at Newark, Ohio 

He replaces William G. Aickin 

} g agent for the last nine 

been assigned 
ewly created position of re- 
mist for the division 


ment of Albert D. 
Neipris to the mpc of purchas- 
ing agent has been announced by 
The Blane Corporation, Cantor 
Massachusetts, for their thermo- 
plastics division. Mr. Neipris has 
20 years experience in the waste 
rials industry. Prior to join- 
ng the corporation, he was a 
buyer of raw materials for the 
Hodgins Paper Company, Cam- 
bridge. Previously he had been 
associated with the P. Shaffer 
Company, Chelsea. 
For More Information Write No. 258 
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The superior quality of ] ¢ t ss St kes fine . 
products finer. Our inventory of stainless bars in a = Improve your Products with... 


sion in ‘Detroi it for your copy of the latest st sts 


STEEL 
sremnde Stee. enmenen STEEL 


Box 4606 + Detroit 34, Michigan 





a] AN VAN Gs 


with ONE big feature in common 


my Xee):\e =e Ce 


Buckeye i Ram : Wen Aro : 
























4 


tanley 





Black & Decker Gibraltar 





U.S. Electric ) Ingersoll Rand 4 
i ate 
’ Rotor Thor-Speedway 















Sears’ Craftsman 






Jacobs and your industrial supply dis- 
tributor are ready to deliver the chucks 
you need and the service you deserve. 
First in chucks .. . first in service. 









The Jacobs Manufacturing Company 


West Hartford, Connecticut Cc he U Cc K oy 


For More Information Write No. 193 on Inquiry Card—Page 32 





Wortb BésTos 


BRAKE LINING 


... any shape ...any size... any friction 
to meet your most exacting requirements! 





as for 
Race Cars 


bey INTRICATE 


as for Industrial 
Brakes 


TINY 


as for small Precision Assemblies 


as for giant 
Forming 
Presses 


@ World Bestos is currently helping many manufacturers solve 
difficult braking problems with special friction formulas that assure 
dependable stopping power, non-fading performance and extra 
long life. 

World Bestos offers extensive research and development facilities 
and more than 30 years’ specialization in friction material manu- 
facture. Modern, high-capacity plant assures on-schedule delivery. 


® Write for new Industrial Brake Folder . . . or let us know your specific require- 





ments. Send prints and specifications if possible. Engineering assist available. 


LD Ae Lay CS 





DIVISION OF THE fi 


Firestone 


TIRE AND RUBBER CO. 


Industrial and Automotive Brake Blocks and 
Linings + Transmission Linings + Special Clutch 
Facings + Vibration Controls - Sheet Packing 
' 4 
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Announcement has been made 
of the appointment of Douglas 
Kiernan to the position of pur- 
chasing agent, Stowe-Woodward, 





Douglas Kiernan 


Inc., Newton Upper Falls, Mass. 
Previously, Mr. Kiernan had 
been purchasing agent for Colo- 
nial Aircraft, Sanford, Maine, and 
was also associated with Fairchild 
Engineering and Gruman Aijir- 
craft. 


Johar C. Oorbeck has been 
made director of purchases of 
Tyler Refrigeration Corporation, 
Niles, Michigan. Formerly associ- 
ated with Whirlpool Corporation, 
Benton Harbor, Michigan, he as- 
sumes the duties of Paul R. 
Hartzog, who has retired. Mr. 
Hartzog has spent a total of 41 
years in the purchasing profes- 
sion, 13 years of which he was 
associated with the Tyler Corpo- 
ration. 


Norman Deutschmann has been 
advanced to purchasing agent of 
Morningstar-Paisley, Inc., New 
York City. He has been engaged 
in sales activities for the past 
12 years with the company. 





SEE PAGE 32 
FOR 
INQUIRY CARD 
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Black & Decker Sander-Grinder 
removes material 45% faster! 


Prove this fact to yourself. . . 
mail coupon for free demonstration 


at ~ i, You can’t beat a Black & Decker Sander-Grinder for 

yah) fast material removal! This test proves it! Pitted 

" ; against leading competitive tools in a test especially 

a 4. designed to assure impartiality, the Black & Decker 
- ; Sander-Grinder removed material 45% faster! 

“ss ; Prove to yourself that Black & Decker Sander- 

Grinders run cooler for longer continuous operation; 

speed up sanding, grinding, cutting and wire brushing. 

See for yourself in your own shop. Mail coupon today 

Smootu WeELps, remove rivets REMOVE PaInt, Scag, Rust; for a free demonstration, or further information. 

Grinder he oo Bal ) Wire Cup Be ellie THE BLAcK & DECKER Mra. Co., Dept. 1702, Towson 

ee 4, Md. (In Canada: P.O. Box 278, Brockville, Ontario.) 


Look Under 
ab AC re 


TAKE ON ALL SANDING oper- Look FoR Swirty SERVICE bn Yellow Pages Leading Distributors Everywhere Sell 


ations from rough material at one of B & D'S 48 Factory we 
removal to finishing with Service Branches. There's one 
B & D Quality Abrasive Discs near you 


Quality Electric Tools . . . Power-built for top performance 


Let the mén who 
as make’em-fix‘em! | 


———-B MAIL TODAY FOR FREE DEMONSTRATION Gam. 
THE BLACK & DECKER MFG. CO. 
Dept. 1702, Towson 4, Md. 
Please arrange a free demonstration of your Sander- 
Grinder. 


| 
{ 
| 
| 
| 
© Please send me additional literature. 
| 
| 
| 
| 
| 


Zone. State 








ik 


added to Ingersoll-Rand 


Impactool family... 


new 
size 
599 





SUPER SLUGGER 





This new Giant of Impactools, by the originator of 
Impact Wrenches, is the biggest and newest member 
of the Ingersoll-Rand family of 22 sizes of Impactools. 
It has a 34%" square driver which, with heavy-duty 
impact sockets,makes an easy, fast,two-man job of 
loosening or tightening nuts on bolts from 6” to 
12” in diameter. 


Like all the other 21 sizes of Impactools bearing the 
I-R trademark, this too! uses the time-proven ball and 
cam impact mechanism. 


Whatever your nut-running problem, you will find 
the best Impactool to speed the job and cut the cost 
in the full line of 22 sizes of Impactools bearing 
the I-R trademark. Ingersoll-Rand, 11 Broadway, 
New York 4, N. Y. 


N Lae pal! Tools plus AlRengineering 
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Purchasing People 








The Cuno Engineering Corpo- 
ration, Meriden, Connecticut, has 
announced the promotion of Fred 
S. Gagnier, Jr., to purchasing 





eX 7 
Fred S. Gagnier, Jr. 


agent. Associated with the corpo- 
ration since 1948, he was ap- 
pointed assistant purchasing agent 
in 1955. Mr. Gagnier succeeds 
Ralph A. Clark, who has retired 
after serving the firm for over 
30 years. 





GET MORE OUT OF 
PURCHASING 


Put your own name on the 
mailing label that delivers 
PURCHASING Magazine... 
and see how much more 
you'll get out of the con- 
tents. 


See how much you'll gain by 
having time to really digest 
the material written just for 
you. 


A personal copy would always 
be handy for easy reference 
—ready to help when you 
need it. 


Order a personal subscrip- 
tion now—$4. a year. Write 
to PURCHASING Magazine, 
205 E. 42nd Street, New 
York 17, N.Y. 
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premium on purity 





From the cow to the container, the purity and delicate flavor 

of dairv products must BY protected Dairy equipment 

made of stainless steel resists Corrosion, imparts no odor to the product 
and is easy to keep clean and sterile. The highest quality 

dairy eqtupment ts designed improved 


and protected with MeLOUTH STAINLESS STEEL. 


specify 
Mc LOUTH STAINLESS STEEL 


for the a industry 


McLoutyn Stee. CorRPoRATION perroit, MICHIGAN 


MANUFACTURERS OF STAtCNLESS AND CARBON STEELS 














Industry Developments 





Purchasing agent W. T. Loomis 
greets Allegheny Ludlum _ Steel 
Corp. guests—S. M. McCroskey, 


district sales manager; Miss Clara 
Wick, office manager; salesman 
Richard Young. 


Pp URCHASING WAS right out 
there with the big handshake re- 
cently when the Louis Allis Com- 
pany, Milwaukee manufacturer of 
motors, gear motors and adjust- 
able speed drives, celebrated the 
completion of a $2,500,000 plant 
and office expansion program. 
Sensing the opportunity to do a 
real public relations job, purchas- 
ing worked well into the wee 
hours to make sure that suppliers, 
stockholders and others of the 10,- 
000 guests were properly wel- 
comed— and educated. For here, 
also, was an excellent opportunity 
to acquaint suppliers first hand 
with the application of their prod- 
ucts to Louis Allis equipment. 
Director of Purchases Hans M. 
Larsen and his purchasing agents 
and buyers welcomed representa- 
tives of hundreds of companies 
during the course of an evening. 
Along the way, during a plant 
tour, suppliers stopped to inspect 
individual purchased components 
displayed on tables outside buy- 
ers’ offices. In an atmosphere of 
congeniality, conversation was 
lively, ideas came freely, for this 
represents a buying 
power of between eight and ten 
million dollars annually in me- 
chanical and electrical 
nents and sub-asseimblies. 
A firm believer in free competi- 


company 


compo- 


Purchasing 





Builds Good Will 


Purehasing people are ever-conscious of 


the value of public relations, Here’s 


how one purchasing department used 


an open house opportunity to highlight 


ils company’s progress. 


tion, purchasing has developed a 
minimum of two and three sup- 
pliers for all their purchased parts. 
For castings, they have developed, 
and are using, the facilities of 
twenty-eight suppliers. At the 
open house, competitor met com- 
petitor, some for the first time. 
All agreed that here was 2n atmo- 
sphere that makes doing business 
a pleasure. 

Typical were the impressions of 
two competitive suppliers of sili- 
con laminations. 


steel for motor 


Said Mr. S. M. McCroskev of Al- 
legheny-Ludlum, “a_ well-organ- 
ized program like this makes for 
better understanding of a com- 
pany.” Mr. M. C. Magnussen, rep- 
resentative of Inland Steel com- 
mented, “it sure shows confidence 
in the future of the economy.” 
Good will is one of those in- 
tangibles that appears in tangible 
dollars and cents on the books of 
Regardless of 
where you find 
find purchasing. 


some companies. 
how you rate it, 


good will, you'll 





Ever on the move, here P. A. Loomis greets Inland Steel Company salesman 
M. C. Magnussen at buyer’s display of purchased parts. 
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Now you can get 
both 17-4 PH* and 17-7 PH* stainless steel plate 
from CARLSON 


Here is the first 1 pe 
This 179° x79 * 1 Rg 
cutters for trimming to 


7-4 PH* plate 
te is being ™ 


pecified size. 


ever rolled anywhere. 
oved to the abrasive 





You can build equipment with either of 
two precipitation-hardening stainless 
plate grades—17-4 PH* and 17-7 PH*. 
Both are available at Carlson 
be cut to your exact specifications to 
save delays and true-up time in your 
own plant. 

The Armco-developed 17-4 PH and 
17-7 PH grades combine ease of fabrica- 


both can 


tion, hardenability, high strength and 
corrosion resistance. These grades have 
the desirable mechanical properties of 
the hardenable chromium types and a 
workability and corrosion resistance ap- 
proaching regular 18-8 stainless steels. 
Simplified low temperature heat treat- 
ments will produce a Rockwell hardness 
of C40 to C50. And tensile strengths 










range from 180,000 to 215,000 psi de- 
pending upon the heat treatment. 

Take full advantage of our complete 
service in stainless steel plate and plate 


products. Write, wire or phone for 
detailed information on 17-4 PH and 


17-7 PH stainless steels. 


*Trade Mark of the ARMCO STEEL CORPORATION 


Stainkeus Steels Exebusively 


THORNDALE, PENNSYLVANIA 
District Sales Offices in Principal Cities 





PLATES © PLATE PRODUCTS © HEADS © RINGS « CIRCLES © FLANGES ¢ FORGINGS © BARS and SHEETS (No. 1 Finish) 








weldless welded 










save critical 
materials 














reduce costs 


Simple or complex cross-section shapes formed by the 
Edgewater process are so accurate that a minimum of 
finishing is required. This saves machining time and mate- 
rial, and keeps costs to a minimum. 

Edgewater weldless rings are made in diameters from 5 to 
145 inches; welded rings in diameters up to 48 inches. 
Highest quality workmanship produces rings meeting the 





Send for booklets ; ; i 
describing shapes, ™ost exacting specifications. 


sizes, materials and 
other data. 


Edgewater Steel Company 


P. O. Box 478 °* Pittsburgh 3O, Penna. 
For More Information Write No. 267 on Inquiry Card—Page 32 
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Union Tank Car Company, Chi- 
cago, has announced that Graver 
Water Conditioning Co. has be- 
come a completely integrated and 
wholly owned division of the com- 
pany. Graver Water Condition- 
ing Co., with headquaters in New 
York City, was formerly a divi- 
sion of Graver Tank & Mfg. Co., 
Inc., East Chicago, Ind., whose 
assets were recently acquired by 
Union Tank Car Company. 


Completion of the company’s 
two-year $600,000.00 plant expan- 
sion program has been announced 
by  Rust-Oleum Corporation, 
Evanston, Illinois. New additions 
include enlarged office space and 
a new company cafeteria in the 
administrative buildings. New 
production facilities in the manu- 
facturing division include a three- 
story, 12,000 square foot ware- 
housing unit as well as the instal- 
lation of new ball mill equipment 
and a new automatic packaging 
system. 


Lone Star Plastics Co. Inc., Fort 
Worth, Texas, has completed re- 
modeling and expanding their 
plant. New offices and depart- 
mentalizing of certain other acti- 
vities will double capacity of this 
firm. 


Alert Supply Company, Los 
Angeles, has been acquired by 
Hanson- Van Winkle-Munning 
Company, Matawan, N.J. Alert, 
manufacturer of buffing com- 
pounds, will retain its corporate 
identity as a subsidiary of H- 
VW-M. The Alert management 
will continue with all personnel 
holding the same responsibilities. 
Western sales and technical staffs 
of Hanson-Van Winkle-Munning 
will join the firm under the direc- 
tion of Alert president. Volume 
product lines of both firms will 
be continued without change. 


Bliss & Laughlin, Inc., Chicago, 
Illinois has purchased 27 acres of 
land in South Holland, IIL, less 
than a mile from its Harvey plant, 
as the latest step in the firm’s 
current expansion program. 
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QUALITY DESIGN 
MAKES THE 
DIFFERENCE 


OVER 


2 1500 


STEEL 
EQUIPMENT 
ITEMS FOR 
FACTORIES 
SHOPS 
ia WAREHOUSES 
STORES 
OFFICES 
INSTITUTIONS 

















=r ry See Your LYON Dealer! 


; ] He’s as near to you as your phone. He 
F offers the world’s most diversified line of 


| steel equipment. Equally important, he 


can show you how to get the most for 
= ; your money in saved time and space. 


LYON METAL PRODUCTS, INC. 


General Offices: 233 Monroe Ave., Aurora, Ill. 
Factories in Avrora, Ill. and York, Pa. 
Dealers and Branches in All Principal Cities 


My 


Lyon also has complete facilities for manu- 
facturing special items to your specifications 


STEEL EQUIPMENT 
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Tumbling with Loctite 


In just two minutes... | 

MAKE 20,000 LOCK SCREWS 

OUT OF ORDINARY SCREWS 
...and save $400! 


Treated fasteners store for days 
... lock only when assembled 





Four strengths provide any required locking torque. 


Send us details on quantities purchased, styles and 
sizes of lock fasteners you now use and our Engineering 
Service will show your savings using LOCTITE. 


Industry 








LOGTITE sesans 


AMERICAN SEALANTS CO. © 117 Woodbine St., Hartford 6, Conn. 
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Molded Fiber Glass Company, 
Ashtabula, Ohio, has purchased 
equipment and inventories of the 
Fiberglass Reinforced Plastic 
Molding Division of American 
Hard Rubber Company, Akron. 
Production of the fiberglass rein- 
forced plastic parts formerly cus- 
tom molded by American Hard 
Rubber will also be taken over 
by the Molded Fiber Glass Com- 
pany. This is the second major 
expansion since 1956 for the firm, 
which last year increased its 
molding capacity by 50 per cent. 


Novelty Steam Boiler Works, 
Inc., Baltimore, Maryland a sub- 
sidiary of Ellicott Machine Cor- 
poration, has been renamed Elli- 
cott Fabricators, Inc., The com- 
pany has specialized in the pro- 
duction of pressure vessels and 
special metal fabrications for over 
50 years and became affiliated 
with Ellicott in 1953.The change 
has been made so that the new 
corporate name will be more 
descriptive of expanding opera- 
tions. 


A group of Chicago business 
men, headed by Harold E. Sulli- 
van, Jr., and Joseph J. Sullivan, 
has purchased Payson Mfg. Co., 
and Harris & Reed Mfg. Co. Pay- 
son Mfg. Co. produces a complete 
line of industrial casters, build- 
ers and door trim hardware, and 
power sash operators. Harris & 
Reed Mfg. Co. manufactures in- 
stitutional and industrial casters. 
Both concerns will continue to do 
business at their respective loca- 
tions in Chicago, Illinois. 


The Standard Tube Co. and 
Michigan Steel Tube Products 
Co., both of Detroit, Michigan, 
have merged. The Standard Tube 
has become the surviving com- 
pany under terms of the merger 
agreement and will function un- 
der that name. 
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SHATTERPROOF! 
SCOREPROOF! 


HIGH-SPEED STEEL! 
ONE-PIECE CONSTRUCTION! 





BARNES ROCKET BLADES 
ARE SAFE, EFFICIENT CUTTING TOOLS 


Every Barnes Rocket Blade is shatterproof and scoreproof for 
maximum cutting performance and long life. 


Barnes exclusive ““Gradient Hardness” is the reason. Blade hard- 
ness is graduated from tough, hard teeth for best cutting ability 
to a strong, semi-hard back for flexibility and resistance to scoring. 


Rocket blades are preferred by safety engineers. The flexibility of 
the tough, semi-hard back absorbs heavy shock loads and 
eliminates shattering. 


Barnes Rocket Blades require only low cost, water soluble coolants— 
yet do not score. Scoring wastes power and shortens blade life. Spe- 
cial oil coolants retard scoring but add cost and create safety hazards, 


Cal! your Barnes Distributor today / 


He has a complete stock of Rocket blades for all 
your power or hand hack saw requirements! 


w. o. BARNES co., INC. 


1297 TERMINAL AVENUE 7 DETROIT 14, MICHIGAN, 
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WHY TRY 
TO SOLVE 
YOUR GEAR 
PROBLEMS 
ALONE ? 





ERKINS can custom-cut a precision gear to fit your exact needs...make 
you a gear that guarantees full capacity and trouble-free performance. 
Many gear-makers promise a precision gear — Perkins delivers precision 
.. always. Fifty-two years of gear-making for aircraft, automotive and 
instrument manufacturers assure top quality. Extensive facilities, modern 
equipment, rigid production and quality controls produce gears consist- 
ently uniform in tolerance with a YOURS ON REQUEST 
burr-free micro finish. Perkins Folder showing cus- 
: i ant : ss tom gears Perkins has 
quality eliminates production de ais teen tedlene 
lays and costly rejects for you... materials) for aircraft, 
Perkins gears wear longer, cost you eee, POESIae 
: instruments, home 

less in the long run. Ask us to 

quote on your next gear require- 


appliances, portable 
and machine tools, 
ment. Then judge for yourself. 


and other products. 
Includes Perkins fa- 
cilities for producing 
various gear types and 
sizes. Write today. 


ERKINS 


MACHINE AND GEAR CO. 


Dept.37,West Springfield, Mass. 


Telephone: REpublic 7-4751 
For More Information Write No. 271 on Inquiry Card—Page 32 
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First shipments of laminated 
foil materials have been made 
from Kaiser Aluminum & Chemi- 
cal Corporation’s new foil process- 
ing plant at Belpre, Ohio. A full 
range of aluminum foil-to-paper 
and _ foil-to-paperboard lamina- 
tions for converters, manufactur- 
ers of packages for food process 
and industrial users and the to- 
bacco industry will be produced 
by the Belpre facility. For several 
months the plant has been pack- 
aging Kaiser Aluminum house- 
hold foils for markets in the east- 
ern half of.the nation. The foil to 
be processed will come from the 
company’s huge new rolling mill 
at Ravenswood, West Virginia, 
which is 40 miles from Belpre. 


William Brand & Co., Incorpo- 
rated, Willimantic, Connecticut, 
has announced the organization of 
a new subsidiary corporation, Wil- 
liam Brand Wire and Cable Corp., 
located at 3030 Nebraska Street, 
Santa Monica, California. A 
wholly owned subsidiary, the new 
corporation will specialize in the 
manufacture of custom cables and 
cable assemblies for missile, air- 
craft, business machine and other 
electronic applications represent- 
ing large markets on the West 
Coast. The products will incorpo- 
rate the company’s Turbo U/L 
and government approved wires 
in their construction. 


Formerly located in North Chi- 
cago, the Compacted Metals Cor- 
poration has recently moved into 
a new plant in Waukegan, Illinois, 
as part of a general expansion and 
modernization program. The com- 
pany has been engaged in the 
manufacture of compacted metal 
parts for the past decade. An in- 
creasing volume of business ne- 
cessitated the acquisition of addi- 
tional quarters. 
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SMEARS caused by improper cleaning 


Did you know that highly caustic cleaners can cause color-smearing in asphalt tile? 
That dirt and grime stain improperly sealed terrazzo? Or that any floor suffers 
from dirt retention unless properly sealed? 





These are everyday examples of how floors needlessly lose good looks and value. 
All are simple to prevent. How? With a program that protects floors from the 
surface down the West Program of Floor Preservation and Care. 


What is it? 


Three basic steps. Cleaning. Sealing. Maintaining. Adapted to the individual needs 
of floors by West Representatives who specialize in methods as well as materials. 


The West Program solves any floor problem from staining or smearing to dust and 
slip hazards. A test area demonstration will show you how. No obligation of course. 
Just send the coupon or contact your local West Office. 






WEST CHEMICAL PRODUCTS INC., 42-16 West Street, Long Island City 1, N. Y 
| Branches in principal cities © In Canada: 5621-23 Casgrain Ave., Montreal 











; x —— _- 
| | } | } Please send your 32 page booklet, “The Proper Care of Floors.” 
- | Please have a West Representative telephone for an appointment. 
WEST nssitisine| | 
PRODUCTS INC | Name a ~ - 
a | Position = a . — 
WEST DISINFECTING DIVISION | Mail this coupon with your letterhead to Dept. 15 
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MORE THAN 8000 STANDARD SPECIFICATIONS have been established 
by Judson L. Thomson Mfg. Co. for the five basic types of rivets: semi- 
4 tubular, deep-drilled, bifurcated (split), outside prong, and shouldered. 






Ba Vw wee Fe 
Seventeen Key Questions 
Simplify Value Analysis 


of Fasteners 


By SIDNEY C. PARKER, Sales Department 


Judson L. Thomson Manufacturing Co. 


utility per unit of cost, it pays to be 
completely objective. Playing favorites 
or rejecting the old for the new can 
often prove costly. An unbiased ap- 
proach to the analysis of fasteners, 
however, can slow down a project un- 
less you have a system for quickly 
evaluating the many possible alterna- 
tives. 

Such a system must have a starting 
point. May I suggest rivets as the log- 
ical start? There are two reasons why. 
As cold-formed fasteners, mass-pro- 
duced at rates ranging from 75 to 400 
a minute, rivets cost less than most 
other fasteners. Machine-set at rates 
as high as 180 a minute, they keep 
assembly costs at a minimum. 

You can simplify the evaluation of 
rivets by answering the following 
seventeen questions: 

1. Have you considered rivets for all 
assemblies that call for permanent 
fastening? 

2. Where welding is now being used, 
can rivets plus gaskets or sealants 
provide comparable air tightness 
or water tightness at lower cost? 

3. Where stapling is being used, can 
the heads of rivets add decoration 
or utility at little or no extra cost? 

4. Where stitching is being used, can 
rivets replace or supplement it for 
greater strength? 

5. Can rivets replace expensive re- 
movable fasteners where assembly 
is not absolutely essential? 

6. Can self-piercing rivets — deep- 
drilled or bifurcated (split) — 
eliminate the cost of drilling or 
punching holes in the material to 
be assembled? 

7. Can the addition of caps or burrs 
(washers) under the clinch of 
rivets permit their use on brittle 
or easily torn materials now fas- 
tened or joined a more expensive 
way? 

&. Can the use of pneumatic or hy- 
drauliec rivet-setting machines 


which control impact allow the use 
of rivets for assembling fragile 
materials? 

9. Can a change in assembly design 
provide access for machine-set riv- 
ets to replace more costly fas- 
teners? 

10. Can a change in assembly sequence 
introduce the speed and economy 
of riveting? 

11. Can special cold-formed rivets re- 
place more costly parts as pivots, 
contacts, stud followers and the 
like? 

If the above questions lead to the 
decision that you can switch from 
other fasteners to rivets, the follow- 
ing questions will help you evaluate 
sources of rivets. 

12. Does the rivet manufacturer make 
all kinds of rivets to give you com- 
plete freedom of choice? 

13. How many standard specifications 
does the rivet manufacturer offer 
to lessen the possibility of more 
costly specials? 

14. When special rivets are necessary 
does the manufacturer have ex- 
perienced engineers who can solve 
new problems fast? 

15. Does the rivet manufacturer also 
make machines to assure trouble- 
free assembly at lowest cost? 


*16. Does the supplier concentrate his 


engineering, production and qual- 
ity control talent in one plant for 
expediting delivery of top quality 
rivets? 

17. Does the supplier stock adequate 
supplies of most-wanted standard 
rivets in conveniently located 
points? 

Free ‘‘Fastener Fact File’ 

This new manual of rivet and rivet set- 

ting machines provides complete infor- 

mation needed for efficient value analy- 
sis of fasteners. 

Write Judson L. 

Thomson Mfg. 

Co., Dept. P, 

Waltham 654, 

Massachusetts. 





Gy JUDSON L. TOWSON MFG. CO., WALTHAM 54, MASS. 
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Automation Causing 
Shifts in Labor Force 


Automation is changing the 
structure of the American labor 
force, says the National Industrial 
Conference Board. 

Based on a survey of 130 com- 
panies, NICB found that the pro- 
portion of workers engaged in 
both direct and indirect produc- 
tion work has declined since 1954, 
while proportionate increases 
have taken place in non-factory 
employment. In addition to auto- 
mation, reasons for the shift in- 
clude increased business volume, 
keener competition, new prod- 
ucts, decentralization of opera- 
tions and additional paperwork, 
adds NICB. 

The Board notes that many 
firms are not disturbed by this 
relative rise in the non-produc- 
tive labor force. However, it re- 
ports a number of cooperating 
companies are stressing the need 
for cutting further growth of 
head office, clerical and sales per- 
sonnel. 


Top Executive Salaries 
Surveyed by AMA 


Salaries of top executives in 
American and Canadian com- 
panies increased 5.1 percent in 
1956, compared to a 5.9 percent 
increase the previous year. 

That’s what the eighth annual 
survey of top management pay 
conducted by the Executive Com- 
pensation Service of the Ameri- 
can Management Association 
shows. The study analyzed the 
total compensation paid to 35,000 
executives in over 3,800 corpora- 
tions and included, for the first 
time, a special section on “small” 
companies with annual sales un- 
der $10 million. 

Salary increases were granted 
to almost 49 percent of the ex- 
ecutives surveyed, with 10 per- 
cent taking a salary cut and 41 
percent remaining at the same 
salary. Manufacturers of non- 
durable goods raised their execu- 
tive pay 6.2 percent while durable 

(Please turn to page 182) 
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Glazing operation requires both water and compressed air. 4,000 ft of 
SPANG Pipe comprise water lines, 1,000 ft carry compressed air. 


Dewey W. Hall, Hall Plumbing & Heating Co., inspects the compressed 
air system at Stylon Southern Corporation. 5,000 ft of Spang Steel 
Pipe, in sizes from %” to 12”, were installed at Stylon Plant No. 2 


Dependable past performance creates 


second peSek Nis Steel Pipe order 
at Stylon Southern Corporation 


The new $2,000,000 Plant No. 2 of Stylon Southern 
Corporation at Florence, Alabama contains 5,000 ft of 
SPANG Steel Pipe to carry water and compressed air for 
the manufacturing of ceramic tile. 

“With the new plant's capacity calling for the produe- 
tion of eight million square feet of ceramic tile a year, we 
must have reliable air and water piping to produce at 
this rate and operate efficiently,” reports Mr. Robert C. 
Jackson, Plant Engineer. 

“Based on our experience with a similar Spanc Pipe 
installation at our Plant No. | in 1954, we chose SPANG 
again for its dependability. The new installation, put into 
use in July, 1956, has performed perfectly.” 

Produced in a complete range of styles, sizes and colors, 
Stvlon Ceramic Tile is used for walls, floors and counters 
in home and commercial applications. Combined, Plants 
No. 1 and No. 2 produce 15 million square feet of ceramic 
tile yearly. And Spanc Pipe. plays a vital part in main- 
taining this production, 




















QUALITY CONTROL PROVIDES DEPENDABILITY 
SPANG Steel Pipe is quality-controlled from skelp to finishee 
product. Each lot is tested and inspected to bring you 
top-quality pipe that is easy to cut, bend and weld. There’s 
a SpanG Distributor near you. Let him serve you on your 
next piping job. 


Architect: Turner & Northington, Florence, Ala. 

General Contractor: Brice Construction Company, Birmingham, Ala. 
Piping Contractor: Hall Plumbing & Heating Company, Florence, Ala. 
Spang Distributor: Tall 
Mechanical Engineer: Robert C. Jackson. 


SPANG-CHALFANT 5.3 Aare 
DIVISION OF THE NATIONAL SUPPLY COMPANY CW STEEL PIPE 





Supply Company, Florence, Ala. 


General Sales Offices: 
Two Gateway Center, Pittsburgh, Pa. 
District Sales Offices: Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 
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Why, The Purchasing g Agen 
In This Plant Selected 








FLOORS, MACHINES, WALLS AND CEILINGS AND EXTERIOR 

OF THIS PLANT ARE TRUSCON PROTECTED ... EACH BY A 

SPECIALIZED COATING DESIGNED TO PROVIDE MAXIMUM 
WEAR AND PROTECTION 


By following the Truscon consultants’ recommendations, the Purchasing Agent 
and Plant Engineer in this plant know that each piece of property and equipment 
receives the best protection that modern paint chemistry can offer. 

Because of Truscon Laboratories’ nearly 50 years experience and reputation in 
the field of specialized maintenance coatings, you, too, can rely on: 

TOP QUALITY. . . Finest ingredients and best techniques of formulating characterize 
all Truscon products. 

DEPENDABLE PERFORMANCE .. .All Truscon products undergo exhaustive field 
testing for wear, weathering, color retention and coverage, before they are placed on 
the market. ° 


GOOD SERVICE AND FAST DELIVERY... A Truscon factory branch in your area 
assures complete inventories and trained personnel—immediate delivery and service 
are available to you at all times. 


FREE CONSULTATION .. . Truscon consultants are factory trained in the proper 


selection of specialized coatings for all conditions—alkaline, acid, rust, moisture, etc., 
and are at your disposal at all times for consultation with your own staff. 


Call your Truscon representative today for an “‘on the spot” dem- 
onstration of Truscon products under your exposure conditions, 


a 
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TRUS SCON , 


TRUSCON 


Industrial Maintenance Division of 


Devoe & Raynolds Co., Inc. 


Detroit 11, aboradiries 
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goods manufacturers increased 
management compensation only 
3.1 percent. 

Payments were made under 
some kind of bonus incentive or 
profit-sharing plan to 58 percent 
of the executives whose compen- 
sation was reported. Such pay- 
ments amounted to about 15 per- 
cent of their total earnings. Over 
70 percent of the companies sur- 
veyed reported contributions to 
some form of retirement plan, 
amounting to about 10 percent of 
the salaries of the participating 
executives. 


Hallowell Elected 
ASA President 


H. Thomas Hallowell, Jr., pres- 
ident of the Standard Pressed 
Steel Company, Jenkintown, Pa., 
has been re-elected president of 
the American Standards Associ- 
ation for his third consecutive 
term. 

John R. Townsend, special as- 
sistant, Office of Assistant Secre- 
tary of Defense (Research and 
Engineering), was elected vice 
president. He succeeds Van H. 
Leichliter, president, American 
Wire and Steel Division, U. S. 
Steel Corporation. Mr. Townsend 
is a former director of Materials 
and Standards Engineering for 
Bell Telephone Laboratories and 
for Sandia Corporation. 

The following were elected di- 
rectors of ASA: J. C. Lawrence, 
Moylan, Pennsylvania, nominated 
by the American Institute of 
Chemical Engineers; M. J. Pitre, 
Vice president, Fidelity and Cas- 
ualty Company of New York, 
nominated by the Association of 
Casualty and Surety Companies; 
Richard W. Summey, vice presi- 
dent in charge of manufacturing, 
Bridgeport Brass Company, nom- 
inated by the Copper and Brass 
Research Association; Harold R. 
Huntley, chief engineer, Ameri- 
can Telephone and Telegraph 
Company, nominated by the Tele- 
phone Group (U. S. Independent 
Telephone Association and Bell 

(Please turn to page 184) 
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New! ... from Morse Chain 





Morse “Timing’’ Belts 


Stronger, lighter, slip-proof drives from 
the longtime leader in power transmission! 


EXCLUSIVE! 


Only Morse offers all 4 of 
these basic power trans- 
mission drives: Roller Chain, 
Silent Chain, Hy-Vo Drives, 
and ‘Timing’ Belts. Your 
Morse distributor has no 
ax to grind in favor of one 
or two types of drives—he 
gives you a truly impartial 
analysis of your power trans- 
mission problems. Call him 
today! 





eeoee eee eee eee eee ee eee eee eee eee 


FEBRUARY 17, 1958 


Here’s why Morse ‘“Timing”’ Belts are important to you: For the first time, 
you can get these versatile, job-proved drives from a specialist with years 
of experience in every phase of mechanical power transmission! 

Along with seasoned engineering know-how, Morse gives you the con- 
venience of a complete line to choose from: 0-16,000 FPM; 1/1000 HP to 
1,000 HP; in stock or made-to-order drives. 


Whether or not you already use timing belts, it will pay you to get all 
the facts on Morse ‘“Timing”’ Belts from your local Morse distributor. You’l] 
find him listed in the Yellow Pages under “‘Power Transmission,” or write: 
MORSE CHAIN COMPANY, DEPT. 15-28, ITHACA, NEW YORK. 
Export Sales: Borg-Warner International, Chicago 3, Illinois. 








IN POWER TRANSMISSION 


THE TOUGH JOBS COME TO 
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Coe the Difference 
Stainless Steel Rex-Weld 
makes in this corrosive service 


STEEL HOSE— 


STAINLESS STEEL REX-WELD 


Connections on ammonia distribution tanks. Photo shows (second from left) one section 
of corroded steel hose. Other units are replacements of Flexon stainless steel Rex-Weld 
hose. No corrosion damage after one year of service. 


FLEXON® 


The Complete Line 
for good connections 


REX-WELD 
corrugated metal hose is 
available in stainless steel, 
steel, bronze and alloys; sizes 
%,” through 24”, 1.D.; for 
burst pressures to 18000 psi. 


REX-FLEX 
corrugated stainless steel hose; 
sizes %4" through 6”; working 


pressures to 3100 psi. 
REX-TUBE 


interlocked and square 

locked type hose and 

tubing in steel, bronze, stainless 
steel and other alloys; sizes 

%(," through 12”, 1.D. for low 
and moderate pressures and 

for use as conduit, ducting, 
exhaust, protective armor, etc. 


CATALOG No. 161 
gives basic specifications and 
application data for Flexon 
Metal Hose. Write for your 
copy, today. 


FLEXON 
QUALITY 


backed 


Steel hose was formerly used for connections on 
ammonia distribution tanks in this plant of a 
leading petroleum and petro-chemical processor. 
However, frequent replacement was necessary 
due to external corrosion from atmospheric 
moisture. The problem was solved by installing 
Flexon stainless steel Rex-Weld hose. 


Forty-two such units have now been in service 
for a year, conveying ammonia at 580 psi (con- 
stant) with no sign of corrosion, as the photo- 
graph shows. These flexible connections also 
absorb the radial motion present without loosen- 
ing or undue wear. 


Specify Flexon Rex-Weld stainless steel hose 
for any of your connection problems involving 
corrosion, internally or externally. Reduce your 
cost of replacing flexible connections by using 
Rex-Weld stainless steel hose. The extra dura- 
bility of stainless steel Rex-Weld will pay divi- 
dends for you. 

See your Flexonics Distributor or write for full 
information. 


CHICAGO METAL HOSE 
DIVISION 


RW-29 


1316 §, THIRD AVENUE, MAYWOOD, ILLINOIS 


cer ; 
Tvice 





FORMERLY CHICAGO METAL HOSE CORPORATION 





Manufacturers of flexible metal hose and conduit, expansion 
joints, metallic bellows and assemblies of these components. 


In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
For More Information Write No. 277 on Inquiry Card—Page 32 
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Telephone Laboratories, Inc.); 
and Matthew J. Murphy, editor, 
Factory Management and Main- 
tenance, member-at-large. 

Re-elected to the board were 
Vincent de P. Goubeau, vice 
president, Radio Corporation of 
America, nominated by the Na- 
tional Association of Purchasing 
Agents, and John R. Dube, presi- 
dent, Aleo Valve Company, nom- 
inated by the Air-Conditioning 
and Refrigeration Institute. 


New Handbook on 
Industrial Trucks 

A publication designed to an- 
swer the needs of material han- 
dling personnel in all industries 
has been published by the Indus- 
trial Truck Association, Washing- 
ton, D. C. 

Appropriately entitled “The 
Handbook of Powered Industrial 
Trucks” the 96-page publication 
is divided into five convenient 
sections: industrial truck applica- 
tions; cost savings through indus- 
trial truck handling; planning for 
and selection of industrial trucks; 
industrial truck engineering data; 
and industrial trucks and the fu- 
ture. 

It contains dozens of case 
studies showing specific indus- 
trial truck applications, as well 
as nearly two hundred illustra- 
tions of various truck types, at- 
tachments, containers and load 
carrying devices. Numerous en- 
gineering tables, graphs and 
charts are used to present prac- 
tical truck operating data. 

Copies of the handbook may 
be obtained from the Industrial 
Truck Association, Ninth and F 
Streets, Washington 4, D.C. Cost 
per copy is $5.00. 
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FLEXLOC self-locking nuts on this conveyor assembly stay tight despite vibration, yet can be removed 
quickly and easily for maintenance purposes and can be reused without loss of locking power. 


FLEXLOC self-locking nuts help you build 
vibration-proof assemblies economically 


1-piece design eliminates auxiliary lock- 
ing devices, reduces your cost f.o.b. bolt 


Fiexcoc self-locking nuts not only assure you vibration-proof 
fastening; they also help simplify your inventory and reduce 
assembly time. A FLextoc is a I-piece, self-locking unit 
requiring no cotter pins, lockwashers or jam nuts. There are 
no auxiliary locking elements to put together, come apart or 
get lost; no inserts to pop out or deteriorate. 


FLextocs can be used as locknuts or stopnuts. They lock, 
seated or not, wherever wrenching stops and will not work 
loose despite severe vibration. Uniform locking torques permit 
more accurate preloading of bolts, studs and screws and 
minimize wear on power wrenching tools. FLEXLOCs are easy 
to remove and can be used repeatedly. They are unaffected 
by dryness, moisture or oil and are serviceable throughout 
a wide temperature range. 
Off the shelf, a FLeExtoc may cost slightly more than an 
ordinary nut; but f.0.b. your product, it usually costs you less 
. assembly time, labor costs and reliability all considered. 
See your authorized SPS distributor for more information. 


He carries a complete line of FLextoc self-locking nuts— 
regular and thin height—in a full range of standard materials 
and sizes (including microsizes). Flexloc Locknut Division, 
STANDARD Pressed Steet Co., Jenkintown 31, Pa. 





VIBRATION TESTS—LOCKWASHERS/PLAIN NUTS VS. FLEXLOC SELF-LOCKING NUTS 














Specimen Washer Bolt and an Vibration Time 
No. | Type Nut Size : to Failure 
eae in.-lb. 
1 Serrated V4—20 20 30 sec. 
2 Serrated Ye—20 40 30 sec. 
3 Split V4—20 20 60 sec. 
4 Split V4—20 40 13 sec. 
5 Flexloc Nut Ve—20 20 1 hr.—no failure 
6 Flexloc Nut Ve—20 40 1 hr.—no failure 
7 Plain Nut Va —20 20 30 sec. 
8 Plain Nut V4—20 40 45 sec. 

















Table shows results obtained when lockwasher/plain nut combi- 
nations and FLextoc self-locking nuts were vibrated at various 
tightening torques. Tests were run according to AN specifications. 


We also manufacture precision titanium fasteners. Write for free booklet. 





Cy 


© Nutt-Shel Corporat e Western e 


3p) Jenkintown - Pennsylvania 


Standard Pressed Stee! Co. @ The Cleveland Cap Screw Co. e Columbia Steel Equipment Co.., Ir 


da ltd. e Unbrako § ket Screw Co., ltd 
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E. F. Bauman, Director of Purchases, Federal-Mogul Div., Federal-Mogul- 
Bower Bearings, Inc., Detroit, Michigan, says, “Due to the compactness and 
completeness of Conover-Mast Purchasing Directory, it is the most used.” 


How to Cut Your 


Source-Finding Time in Half 


CONOVER-MAST PURCHASING DIRECTORY is de- 
signed especially for you. It is the handiest buying 
directory available for industrial purchasing men 
like you. Compact, conveniently arranged— 
complete-in-one-volume — can be kept right on 
your desk. Just read the following advantages: 


e A one-volume directory that is wholly industrial 


186 


—no non-industrial listings to slow you up in get- 
ting what you want. 


A directory that has 100% verified listings. 
A directory that uses employment as a size indi- 
cator for each listed company—a most accurate 


measure, 


A directory that has a modern typographical lay- 
out with coated paper stock. 


So, now ...if you want to find 
suppliers twice as fast, CMPD 
can do that for you. Use Con- 
OVER-MAST PURCHASING DIREC- 
TORY in place of the more cumbersome directories. 
Others who have done so now praise the complete- 
ness of CMPD and its time-saving features. Try 
it for one month on all your industrial purchases. 


Honk -wDmdozrzoo 








Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW YORK 17, N. Y. 


BRANCH OFFICES 
CHICAGO - CLEVELAND + DETROIT + LOS ANGELES 
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WOLVERINE 


leads the way 


with integrally finned tubing 


Looking for a way to reduce shell and tube condenser size? . . . or 
increase BTU extraction? . . . or improve the operation of your air 


cooled air conditioning units? 


* Well, thanks to Wolverine Tube and its extensive research and 
- 


é. development program, you can solve each of those problems by 
? using Wolverine Trufin®—the integrally finned tube. 


Here is tubing where the fins are actually squeezed from the tube 
wall. As a result, you get nearly 22 times more outside heat trans- 
fer surface than you do with plain tube. Wolverine gives you a 
choice of low fin type tubing (Trufin Type S/T) for shell and tube 
condensers or high finned (Types L/C, H/A, H/R) for air cooled 
installations. Because fins are part of the tube, they can never shake 


loose due to vibration, thermal shock or pressure variations. 


Next time you require finned tubing specify Wolverine Trufin— 
the original integrally finned tube. For more complete information 
about Trufin and other Wolverine tubular developments, write for 


the Trufin catalog. Do it today. 


2. 


MADE IN USA 
TO THE STANDARDS 





Wolverine Trufin is available in Canada through the Unifin Tube Company, London, Ontario. 








mw osu naan WOLVERINE TUBE 
CALUMET DIVISION 
URANIUM DIVISION DIVISION OF 
GOODMAN LUMBER DIVISION 
WOLVERINE TUBE DIVISION CALUMET @ HECLA, INC. 
In Canada: 
17250 Southfield Road 
CALUMET @ HE A OF CANADA LIMITED 
WOLVERINE TUBE DIVISION Allen Park, Michigan 
CANADA VULCANIZER & EQUIPMENT CO. LTD = 
UNIFIN TUBE DIVISION Manufacturers of Quality-Controtied Tubing and Extruded Aluminum Shapes 


PLANTS IN DETROIT, MICHIGAN, AND DECATUR, ALABAMA. SALES OFFICES IN PRINCIPAL CITIES. 


EXPORT DEPARTMENT, 13 EAST 40TH STREET, NEW YORK 16. NEW YORK 6473 
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LOOK WHAT HAPPENS 





INQUIRIES ARE ANSWERED PROMPTLY— 
Whenever you call or write for infor- 
mation on prices, availabilities or 
service, you get a prompt reply. 


DELIVERIES ARE MADE ON TIME— 
Orders for the most frequently used 
types of wire cloth are promptly filled. 
If we can’t supply what you want 
from our complete stock, we’ll schedule 
our looms to get it to you as soon as 
possible. 


INSTALLATIONS ARE CHECKED—At 
Cambridge, orders aren’t filled and 
forgotten. Our own sales engineers 
follow up your order to make sure our 
product is giving you the best possible 
service. 


QUALITY, OF COURSE—Individual loom operation and countless 
checks on mesh size and mesh count assure you of highest quality 
wire cloth when you specify Cambridge. 


Let us quote on your bulk or fabricated wire cloth needs. Samples for insp 

tion or test purposes are available upon request. Call your Cambridge FIELD 
ENGINEER. He's listed in the phone book under “Wire Cloth.” Or, write direct 
for FREE 94-PAGE CATALOG and stock list giving full range of wire cloth avail- 


able. Describes fabrication facilities and gives useful metallurgical data. 








e Wire Cloth Co. 


Department AK, 
Cambridge 2, 
Maryland 


The Cambridg 


METAL PE A 
CONVEYOR METAL 
BELTS 





OFFICES IN PRINCIPAL INDUSTRIAL CITIES Z| 
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BOOK REVIEWS 





Top Management Decision 
Stimulation 


American Management Association 
$4.50 (AMA members: $3.00) 


Frequent decisions are essential 
for top purchasing executives. 
Skill in making them is achieved 
by selecting relevant facts from a 
mass of available data. This skill 
is, however, difficult to acquire. 
This publication offers an original 
approach to developing it by in- 
troducing the training technique 
of top management decision stim- 
ulation. The technique provides 
realistic conditions under which 
a few hours of intensive decision- 
making simulates years of actual 
business experience. The ability 
to reach accurate decisions is thus 
strengthened. 


Engineering Materials Handbook 


Charles Mantell, Editor 
McGraw-Hill Book Co. $21.50 


In 43 carefully organized sections, 
this handbook covers metals, the 
organic and inorganic materials, 
and the cause and prevention of 
failure in materials. Technical 
tables, design information, struc- 
tual characteristics, and tabular 
data make a wealth of specific 
facts available. Reliability is as- 
sured by the use of more than 
150 contributors, each a specialist 
in his field. 

Emphasized are fabricated 
forms of materials, their physical 
and mechanical properties, their 
adaptations, advantages, limita- 
tions, competition with each 
other, protection against deterio- 
ration, and change in stability. 
Both everyday materials and re- 
latively exotic ones are treated 
in this comprehensive handbook. 

In its nearly 2000 pages, the 
handbook holds the answers to 
both routine and unusual prob- 
lems that crop up when material 
is being selected. Every purchas- 
ing agent will find it of very real 
service when he’s faced with such 
problems. 
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4 
/ TEXROPE DRIVES 


the real cost of equipment 


The cost of any equipment you buy extends over its entire 

lifetime. It does not end with purchase price. Cost goes up 

with every shutdown, every maintenance stoppage. Cost stays 

down when you buy quality. And quality means Allis-Chalmers. 

Something extra goes into the full line of Allis-Chalmers 

_ control, motors, pumps and Texrope drive equipment. We call 
f mt it ‘““quality-craftsmanship.” It means long-run dependability; 

“J it means the real cost of A-C products stays low. 


Find out more from your Allis-Chalmers office or distrib- 
utor, or write Allis-Chalmers, General Products Division, 
Milwaukee 1, Wisconsin. 


Texrope is an Allis-Chalmers trademark. 


ALLIS-CHALMERS 
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ck-absorner 
F ] Ad ted WS 1 ARS VJ I 


chipping hammers 
by Ingersoll-Rand 





Ingersoll-Rand has done it again—introduced a 
‘“‘shock-absorber’”’ chipping hammer. Here are a few 
of the advantages this new concept in hammer 
design gives you: 


e Provides new operator comfort and 
efficiency 

e Cushions the chisel in the cut 

e Absorbs chisel vibration 

e Substantially reduces noise 

e Eliminates maintenance due to 
improper operation 


These new Shock-Absorber Chipping Hammers are 
made in 5 sizes—each with four easily converted 
power ranges. This means you have 20 power com- 
binations to meet exactly the cutting need of any 
type of job. 


Call your nearby Ingersoll-Rand AlRengineer. He 
will be glad to show you this revolutionary new tool, 
and let you test it in your own shop, on your own 
work. Both you and your men will prefer it. Ingersoll- 
Rand, 11 Broadway, New York 4, N.Y. 


a | a} Ingersoll- = 


Tools plus AlRengineering 
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How To Write A 
Purchasing Job 


Description 


(Continued from page 91) 


The supervision received, for 
example, may entail close over- 
seeing of every phase of work. At 
the other extreme, there may be 
almost complete independence and 
exercise of discretion in handling 
the work, with only occasional 
consultation and periodic review 
of the results. The qualifications 
to be kept in mind (and written 
into the job description) therefore 
are: whether or not a particular 
phase of the work is done under 
specific instructions or initiated 
by the worker himself; how close- 
ly, if at all, the work is checked 
at various stages; what decisions 
are made without reference to the 
supervisor; and what initiative is 
exercised in completing assign- 
ments or undertaking new ones. 


Contents of a Job Description 
A job description should pro- 
vide the following information: 
1. Title of the job and depart- 
’ ment in which it is located. 
2. Objectives (optional); this is 
a broad statement of over- 
all goals, usually used only in 
descriptions of high-level ex- 
ecutive jobs. 
3. Relationships 
(a) reports to (title) 
(b) responsible for work of 
(title) , if applicable 

4. Duties 
(a) regular 
(b) periodic 
(c) occasional 

5. Responsibility (initiative, de- 
gree of supervision, judg- 
ment) 

6. Equipment operated 

7. Working conditions (if haz- 

ardous, unpleasant or dif- 
ficult) 

Each of these seven points need 
not be treated separately, and not 
all of them will be pertinent to 
every job description. Some are 
optional, depending on the job. 
For example, “equipment oper- 
ated” or “working conditions” 
would not enter into a job de- 
scription for a purchasing super- 
visor. 

(Please turn to page 192) 
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He proved that 


Ke 


f 1 wheel 
| could outperform 3 
at Steelcraft 


\- oe Tool Co. 


Steelcraft Tool Co., of Detroit, used to use 
three different grinding wheels to grind angles on 
straight high speed steel form tools. Then 
Bay State distributor Jim Frederick, of Detroit's 
Industrial Abrasives Co., showed them how a 
single Bay State specification would cut fast for 
roughing and fine for finishing 


Result: Costly wheel changes were cut way 
down and both Roland Belardnelli, co-owner of 
Steelcraft, and John Kulpa, chief operator, rate 
the new wheel A-plus for speed and precision, too. 


Purchasing Agents, as well as operators and 
proprietors, find Jim Frederick helpful because he 
frequently comes up with ideas that not only im- 
prove grinding efficiency but cut costs, too. The 


same applies to your Bay State distributor. Better 





Steelcraft operator John Kulpa checks performance ot new Bay State 
grinding at lower cost is his busines, too. : 
‘ wheel on high speed steel form tool job. (Guard removed for 
ee photography). 


rs >" 


& BAY STATE 


Wy iS of | Sco 
rs r he | FAVOR: ’ 
<< “ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 

In Canada; Bay State Abrasive Products Co., Brantford, Ontario. 
Branch Offices: Bristol, Conn., Chicago, Cleveland, Detroit, Pittsburgh. Distributors: All principal cities. 
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How To Write A 
Purchasing Job 
Description 












Springs to work to 
provide smooth bore 


(Continued from page 190) 


On the other hand, in the case 
of a statistical typist, “equipment 
operated,” is important. The re- 
quired speeds should be noted, 
together with other skills the job 
requires. 

Every job description, however, 
should carry at least three main 
headings (title, relationships, and 
duties) and if responsibility and 
skills are not spelled out separate- 
ly they should be entirely clear 
from the statement of duties per- 
formed. 

Duties. Except for the most 
routine job, work performed 
should be considered under three 
general classifications: regular 
duties; duties performed period- 
ically; occasional miscellaneous 
duties. Regular duties should be 
spelled out concretely and in full. 





There are hundreds of ways to use Spiratube® For example, a job description 
P that simply says that a secretary 
...and they all save time and money! “handles” correspondence leaves 





a question as to whether she types 
out form letters, takes dictation, 
or composes certain letters her- 


Spiratube is a highly flexible, lightweight duct that is ideal for portable 
and semi-permanent maintenance operations... for carrying air and 
other gases, for collecting fumes and dust, for transferring light solids 


and certain chemicals, and even for removing abrasive chips. self. 

With Spiratube you never have to move your work to a fixed duct As a rule, the writer should try 
opening... you simply move Spiratube to your work. It installs in no to show at what stage or condition 
time at all and is a cinch to disconnect and move if you wish to relocate work is received, what technique 
a machine. or processing or knowledge is ap- 

In the panel below we mention several time -and money-saving appli- plied to it, and in what form the 
cations for Spiratube. Perhaps they will suggest ways for you to reduce completed work is passed on. (For 
your costs. The background and experience of our field engineers are example, “obtains preliminary 


at your service. Let us know how we can help and we'll be glad to have 


rice quotations and information 
one of them stop by. For full information, write Dept. 192. P q 


on probable delivery dates from 
regular vendors, and refers those 
falling within established ranges 


























EXAMPLE OTHER TYPICAL APPLICATIONS to supervisor.) 
Spiratube used for @ Exhausting carbon dioxide fumes from Responsibility. The responsibil- 
wood-chip removal empty brewery tanks. ity for a given job is reflected 
on carriage feeds = @ Removing painting and welding fumes. in (a) the kind and degree of 
7 — @ Quickly replacing corroded rigid duct supervision received (i.e. the de- 
5 , work. gree of latitude and discretion ex- 
IL @ Conveying water to ready-mix concrete ercised in the job), (b) the super- 
—— trucks. vision if any, given to others (and 
er TRIN P| the resulting responsibility for 
their work}, and (c) the results 


Stocked by leading distributors 


of error. 
throughout United States and Canada 





FOR MORE INFORMATION 


giexible Tu % ing ON PRODUCTS IN 








CORPORATION THIS ISSUE 
GUILFORD, CONNECTICUT USE INQUIRY CARD 
ANAHEIM, CALIFORNIA + HILLSIDE, ILLINOIS PAGE 32 
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Cutting sheets to proper size is one of the many services offered by distributors of Bethlehem products. 


“TWENTY-FOUR HOURS,” the Distributor Promised 


Down in Cristiel , Charles D. Briddell, Inc is well known to the crabbing 
industry for the ex ¢ machinery it builds. Recently the shop was working at top 
speed to turn out a crab-picking machine for a good customer. A steel angle of special 
size was needed to complete the job—and because of unusual circumstances, the shop 
didn't have one immediately availal 


Charles Briddell, president of the company, phoned a Baltuumore steel-products 
distributor. Quickly he explained his situation. “We'll have you fixed up in 24 hours,” 


the distributor promised 


Keeping that promise was important. Minutes after the call had been completed, 
the distributor was cutting a sheet to size hen he rusl 


ied it to a local fabricator, 


who agreed to form the angle without That afternoon the piece was on its 


way to Crisfield 


Charles Briddell received it the following morning. His comment: “Perfect timing. 
That S what | call service! 


HERE'S WHAT THE DISTRIBUTOR OFFERS YOU. Bethlehem sheets, bars, shapes, plates, tool steel, 
and other products are stocked by distributors in all parts of the country. Stocks are carefully selected 
to meet the needs of the areas served. But the distributor offers you more than a warehouse full of 
steel. He's equipped to perform such services as cutting, sawing, slitting, and other 
types of processing—always on very short notice. He's geared for fast delivery! | 
BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. Charles Briddell, Crisield, Md. His company builds 
Bethlehem Pacific Coast Steel Corporation, San Francisco unusual machines for a specialized industry, and 
also manufactures an excellent line of cutlery. 


Call the dutuibulor —your Shopping Center for Steel 








Gee SOW or sen 


nw BIRD RUBBERLIKE rioorinc 


OUTWEARS RUBBER ... AND COSTS ONLY HALF AS MUCH! 


LONGER LIFE Bird Rubberlike long out- 
lasts real rubber in heavily used traffic 
aisles — at half the cost of rubber. 


WHY PAY MORE? With Bird Rubber- 
like you can channel your traffic where 
you want it, and hold dirt to restricted 
lanes. It’s non-skid too, even when wet. 
All this at half the cost of rubber. 





LOWER MAINTENANCE It stays put 
without cementing; and permanent in- 
stallation is cheap and easy — at half 
the cost of rubber. 


COLOR, NOW! “Color Chips”, new 
Rubberlike, with plastic flecks of red- 
and-white or green-and-white, brings 
new life and cheer to drab traffic aisles 
— at half the cost of rubber. 





The Eastern Massachusetts Street 
Railway Company uses Rubberlike 
in all their buses. 





















BIRD & SON, Inc. 
East Walpole, Mass., (Dept. R) 


1 am interested in further information about 
new Bird Rubberlike. 


‘os ong send me FREE booklet on Rubber- 
ike. 


please have Bird Rubberlike representa- 
C] tive call. 





name 





address —__ 





In Railroad Terminal Buildings Rubberlike 
has proven that it can withstand the pound- 
ing of busy feet for many years. 


prrrrrrrrr? 


a 
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CLASSIFIED 
DEPARTMENT 


Contract Work e Used Equipment For Sale 
Employment and Business Opportunities 








5 
yr 





REQUIREMENTS 


Undisplayed (want ad style), minimum charge 4 lines, prepaid. 
Figure forty-four letter spaces (five average words) to @ line. 
Add one line for box number address; replies forwarded with- 
out charge. 


Discount of 10% for twelve consecutive displayed insertions. 
Forms close 3 weeks preceding date of publication. 





POSITIONS WANTED 





Young Man 30 with extensive administrative RATES 
and line purchasing experience in heavy indus- 

try wishes responsible managerial position with s 
manufacturing concern. Bus. Administration and Undisplayed 
LL.B. degrees. Write, Box 1542, PURCHASING, ~ — 


205 E. 42nd St., New York 17, N. Y. 


42 sales offices and 
15 factories give you 





Positions, Wanted 


fast, dependable Purchasing man 15 years Industrial Purchasing 45¢ line 

‘ and Supervision B.S. Degree, advanced training, ; 
corrugated box service. familiar all phases purchasing, seeks position, jf Displayed 
Better see H & D. Purchasing Agent, location optional. Write Box $8.50 inch 


1541, PURCHASING, 205 E. 42nd St., New York 
17, N. Y. 





Owision of West Virgima Pulp and 


HINDE & DAUCH 


t 


Send orders to: CLASSIFIED DEPARTMENT * PURCHASING 
205 East 42nd Street, New York 17, New York 


wets > 





cam a A A A a 
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ADVERTISEMENT—This entire page is a d advertisement Prepared by U.S. lndustrial Chemicals Co. 


U.S.1. CHEMICAL NEWS 


* A Series for Chemists and E xecutives of the Solvents and Chemical Consuming ssuming Inductees * 1958 


Urethane Foam Can Now Longest Polyethylene Pipeline 
Be Sprayed on; It Cuts 


incuiating Labor Coote Carries Brine Between Process 


PR gas Mesa gs lO ype oe Plants at Ashtabula, Ohio 


irregular surfaces, so that it foams and sets 
in place, have recently been perfected. Insulat 


ing coats up to two inches thick can be applied Pipe Made of U.S. I. PETROTHENE® Resin Runs for 6.200 Feet 
rapidly to vessels, buildings and machinery: From Mallory-Sharon Metals Plant to U.S.L Sodium Plant 


with no slipping, sagging or falling away of 
the foam ‘ . ; B toot 

In test applications, insulating jobs have When the problem arose of moving a corrosive solution of saturated brine 
been completed in 1/12 the time (calculated | over 6,200 feet of terrain broken by roads, streams and railroad tracks at 
in man-hours) required for installing conven- | Ashtabula, Ohio, U.S.1. decided to use a polyethylene pipeline. Polyethylene 
tional insulating materials. Suppliers of poly 
mer and spray apparatus figure that on ordi 
nary jobs, a trained operator can apply 12 








was chosen for the job after a thorough study ——— 


of*other materials such as plastic-lined iron, THENE 561 virgin polyethylene compounded 
rubber-lined steel and polyvinylchloride. It has with carbon black. The pipe was supplied in 





sq. ft. per minute of one inch thick foam : ‘ ng ange : . » 
k lexible and rigid polyureth ane foams are the advant ages of corrosion resistance, mini 30-foot le ngths flange d with polyethylene 
’ ‘ : : ¢ rings and bolted together on installation. 

produced from the reaction of polyesters with mum maintenance requirements, ease of fab- . 
diisocyanates. An intermediate that can be | rication and installation Carrying brine at temperatures ranging 
used to produce the polyesters is U.S.1. ISO 4 = from 70 to 90°F, 24 hours a day, 7 days a week, 
SEBACIC acid, a mixture of C-10 dibasic Now in operation, the pipe has an inside the pipe runs from the brine settling pond at 
acids diameter of six inches, an outside diameter Mallory-Sharon Metals zirconium and titanium 
of 744 inches. It is made of U.S.1. PETRO- sponge plant to the sodium plant of U.S. * 


Titanium Impeller Shaft 
Solves Corrosion Problem 
In Pumping Ferric Chloride 


Impeller shafts of commercially pure tita 
nium are now being used in pumps to carry 
ferric chloride solutions. They are reported 
to yield at least 320 hours of pump service 
without leakage. Materials tried previously 

special ferrous and non-ferrous alloys, and 
platings of nickel, silver and rhodium — have 
given maximum service life of 45 minutes due 
to corrosion of the shaft and loss of tight seal 

Mallory-Sharon Titanium Corp., now affil 
iated with U.S.L. in the new Mallory-Sharon 
Metals Corp., participated in original test runs | Polyethylene pipe leaving extruder at Carlon After connecting lengths of pipe, line is rolled 
by supplying titanium. | Products’ Asheville, N. C. plant. into trench, needs no further attention. 








OF U.S 











POLYETHYLENE RESINS: eee ge ae DL-Methionine, N-Acetyl-pL-Methionine, Urethan 


, Intermedictes 
PETROTHENE™® 200 Series high quality resins for extrusion injectior 


Heavy Chemicals: Anhydrous Ammonia, Ammonium Nitrate, Nitric Acid, 
and compression molding, film extrusion, paper coating, blow molding 


Nitrogen Fertilizer Solutions, Phosphotic Fertilizer Solution, Sulfuric Acid, 


PETROTHENE 300 Series special resins for electrical insulation use Caustic Soda, Chlorine, Metallic Sodium, Sodium Peroxide, Sodium 
PETROTHENE 560 Series — biack, compounded resins for pipe and mulch Sulfite, Sodium Sulfate 
film extrusion Reactive Metals, Oxides and Salts: Zirconium, Zirconium Oxide, Zirco- 


nium Tetrachioride, Titanium, Hafnium, Hafnium Oxide, Hafnium Tetra 


OTHER PRODUCTS: chloride. 


Alcohols: Ethy! (pure and ali denotured formulas); Proprietary Denatured Development Chemicals: Ethyicluminum Sesquichloride, Methylaluminum 
Alcohol Solvents SOLOX®, FILMEX ANSOL® M, ANSOL PR Sesquichloride, Monomethy! Hydrazine, Triethyi Aluminum, Tri: sethy! 

Organic Solvents and Intermediates: Norma! Buty! Alcohol, Amy! Alcohol Aluminum, Unsymmetrical Dimethy! Hydrazine. 
Fuse! Oil, Ethyl! Acetate, Normal Buty! Acetate, Diethy! Carbonate, Animal Feed Products: Antibiotic Feed Supplements, BHT Products (Anti 
DIATOL® Diethy! Oxalate, Ethy! Ether, Acetone, Acetoacetanilide oxidant), Calcium Pantothenate, Choline Chloride, CURBAY 8-GW&, 
Acetoacet-Ortho-Chloranilide Acetoacet-Ortho-Toluidide Ethyl! Aceto Special Liquid CURBAY, VACATONE®, Menadione (Vitamin K;), DL 
ocetate, Ethy! Benzoylacetate, Ethy! Chloroformate Ethylene, Ethy! Methionine, MOREA®, Niacin USP, Riboflavin Products, Specio! Mixes, 
Sodium Oxalacetate, Sodium Ethylate, ISOSEBACIC® Acid, Sebacic U.S.1. Permadry, Vitamin B,, Feed Supplements, Vitamin Dj, Vitamin E 
Acid, Urethan U.S.P. (Ethy! Carbomate), Riboflavin U.S.P Products, Vitamin E and BHT Products 











U.S.I. SALES OFFICES 

Atlanta * Baltimore * Boston * Buffalo * Chicago * Cincinnati 
USTRIAL CHEMICALS co. Cleveland * Dallas * Detroit * Houston * Indianapolis * Kansas City,Mo. 
Division of National Distillers and Chemical Corporation Los Angeles * Lovisville * Minneapolis * Nashville * New Orleans 


99 Park Avenue, New York 16, N.Y. New York of Philadelphia - Pittsburgh * Portland, Ore. * St. Lovis 
Salt Lake City * San Francisco * Seattle 
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New package 
simplifies handling, A 


cy 


storage, 
inventory 





No matter how large your bulk order of Bristol socket screws, 
you always get a neatly-packaged, labeled, clearly-identified, 
easily-handled, easily-shelved, easily-stored product. No wooden 
boxes, no barrels, no messy handmarkings. 


EASY TO HANDLE, Individual, spill-proof boxes (above) 
weigh no more than 25 pounds—easy to lift, stack, shelve. Newly 
designed cartons, with a top weight-limit of 200 pounds each, 
bring you the individual boxes. 


EASY TO IDENTIFY. A neat, printed label clearly shows type 
of screw, size, thread, length and quantity. 


EASY TO INVENTORY. High-visibility labels, neat stacks 
of boxes, and sensible quantities make inventorying easier. 
Order them from your authorized distributor today. Because 
of Bristol's newly expanded facilities, more complete stocks, aud 
extremely fast handling of stock queries, he can give you better 
service and faster deliveries than ever before. A.7.12 


Precision socket screw manufacturers since 1913 
Bristol's Hex Socket Screws 


Bristol's Multiple- 
Spline Socket 
Screws 


GHTTe 


Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 142” diam. 





Waterbury 20, Conn 
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STAINLESS! 





—from inlet to tip 


Now the superlative Master- 
gauge is available in a wider 
range of corrosion resistant 
tubes and sockets than any 
other pressure gauge. 

Check the adjoining list. And 
remember that tube socket and 
tip are fused into one piece by 
the exclusive Marsh ‘‘Cono- 
weld” process. 

Marsh alone combines the 
“Conoweld” construction, the 
copper-clad ‘‘Marshalloy”’ case, 
the finer Mastergauge move- 
ment, the Marsh ‘‘Recali- 
brator”’, the new ‘“‘Safecase.”’ 
Ask for data covering your spe- 





SIX CHOICES 
of tubes and sockets 


4130 alloy steel tube 
with alloy steel tip and 
socket. 
403 stainless steel tube 
with alloy steel tip and 
socket. 
403 stainless steel tube 
with 416 stainless tip and 
socket. 
316 stainless steel tube 
with alloy steel tip and 
socket. 
316 stainless steel tube 
with 303 stainless tip and 
socket. 
“K" Monel tube with 








¢ alloy steel tip and socket. 
cific needs. y shen 


MARSH INSTRUMENT CO., Soles offilicte of Jos. P. Marsh Corp Dept. G, Skokie, III. 
Marsh Instrument & Valve Co., (Can.) ltd. * 8407 103rd St., Edmonton, Alberta , Can. 
“THE STANDARD 


m i he Ss pommaer 
ue YY 
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Totally Enclosed 
Fan Cooled 





Type TEFC 
Polyphase 





Custom Built e « « But 
NOT Custom Priced! 


Here is the most successful development in Air Cooled 
Motors. Reduces friction 75% —cuts power costs. 
Handies any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 
quiet running too. 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


VALLEY 





@ Other Models 


Type SN polyphase, High 
Torque, constant speed, con- 
tinuous duty, squirrel cage 
induction, 

Type AN single phase, con- 
stant speed, repulsion stert, 
induction fun, continuous 


duty. 
For More Information Write No. 291 on Inquiry Card—Page 32 


ELECTRIC CORPORATION 


4221 Forest Park Bivd + St Lows 8 ™ 
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corrosive and 


high temperature fluids process fluids 


















































water separation 





' 


There are over 2,000 filter types available 

right now from Purolator. Before you consider 
special, custom made filters, let 

Purolator know your filtration problem. Write 
Purolator Products, Inc., 970 New Brunswick Ave., 
Rahway, N. J., Dept. PA2-415. 


There’s a Purolator filter for every Kn wn fluid 


Filtration For Every Known Fluid 


PUROLATOR 


PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 
Agents in principal cities. 
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12 tips on resistors 





Unusually versatile Vitrohm® resistor 
line simplifies design problems 


Did you know that high reliability Vitrohm Resistors can 
take on more than 11 styles to fit almost every design re- 
quirement? All have outstanding Ward Leonard quality 
that protects your reputation as an equipment designer. 

1 FIXED Vitrohm tubulars come in 5-to-200 watt sizes. 
2 AXIOHM, standard in 3, 5, or 10 watts, with axial leads 
is ideal for compact electronic gear. 3 ADJUSTOHMS make 
it easy to get the right voltage, bleeder or bias current. 

4 NON-INDUCTIVE Vitrohm tubulars, up to 160 watts 
in stock sizes. Famous flatted sides and ‘Ayrton-Perry’ wind- 
ing keeps down inductance and capacitance. § DISCOHMS, 
at 24 watts, feature extra compact mounting and 6 
PLAQOHMS, sizes to 150 watts, are also non-inductive. 7 
STRIPOHMS, from 20 to 75 watts, are another way to save 
space—easy to stack mount. 8 RIBFLEX resistors (made to 
order), up to 550 watts, take terrific momentary overloads. 

9 FERRULE TERMINAL resistors (made to order) feature 
fuse-clip-type mounting. 10 SCREW BASE resistors (also 
made to order) permit ready change of resistance values. 
11 BRACKET TERMINAL resistors have leads silver-brazed 
to mounting brackets. Mounting completes electrical cir- 
cuit. 12 MIL-R-26C Vitrohm Resistors available in all styles 
—sizes—characteristics and resistance values listed in spec. 

Write for 64-page Catalog 15 today. Ward Leonard Elec- 
tric Co., 50 South Street, Mount Vernon, N. Y. (In Canada: 
Ward Leonard of Canada, Ltd., Toronto.) 8.2 


LIVE BETTER.. E/ectrically 


WARD LEONARD ELECTRIC CO. 
|: Pa EE ry ncored Contos Since /S§%. 
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What Makes A Good 


Supplier 


(Continued from page 88) 


ing for better service. It frequently reveals the 
reasons for high costs in a product, that can be 
eliminated or reduced by some simple modifica- 
tion of the specification. Mutual consideration of 
such changes at the point of actual production can 
result in quick and practical decisions. 


Points to Check 


For purposes of vendor evaluation, some of the 
specific things to look for in a plant visit are: 

Management. Is it progressive, efficient, coop- 
erative? 

Plant and Equipment. Is it modern, well main- 
tained, well laid out for efficient production? 

Technical Facilities and Personnel. How much 
attention is given to research, quality control, 
product improvement? 

Supervision. Are operations well planned, 
closely supervised, supported by good inspection 
practices? 

Plant Personnel. Do workers seem to know 
their jobs? Is morale high? Are labor relations 
satisfactory? ; 

Training. Are workers and supervisors prop- 
erly trained? Are there suitable provisions for 
indoctrination of new workers and for training 
on the job? ; ; 

Reliability of Supply. Are raw material stocks 
and sources adequate to support the manufac- 
turing program? 

Plant Safety. Is the plant clean? Is there suf- 
ficient protection against fire, accident, and other 
hazards that might interrupt production? 

Procedures. How are customers’ orders han- 
dled? Are the business procedures and records 
efficient, affording adequate control and follow- 
through from receipt of order to completion and 
shipment? 

Costs. Is there an over-all impression of effi- © 
ciency? Does the company know its costs accu- 
rately? Is it making a systematic effort to reduce 
costs? 

This is the type of information that can be ob- 
tained only through personal observation at the 
source. It is the type of information that deter- 
mines whether a vendor is likely to be a satisfac- 
tory source of supply. It is the type of informa- 
tion that enables the buyer to visualize the entire 
purchase transaction in concrete terms of product 
and producer, rather than merely as a paperwork 
transaction processed through the intermediary 
of a sales representative. 

It should be noted also that the plant visit is a 
technique that works both ways. A good supplier 
welcomes the opportunity to visit his customer’s 
plant and see at first hand how his own products 
are used and applied. When he does so, it makes 
the good supplier a better supplier. 


PURCHASING 





SPECIAL 


CF«lI’s Wickwire Spencer Steel Division makes all 
four general types of springs— Compression, Exten- 
on, Wheels and Flat—as well as Formed Wires of 
all kinds. Even if you need an unusual design, or a 
special spring for a new application, CF«l will 
design and ems one to meet your most rigid 
specifications. 

Fill all your spring needs from a single, depend- 
able source of supply. For complete details, call 
your nearest CFal Sales Office. 5677 


Tq] Wickwire SPRINGS 


AND FORMED WIRES 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 
THE COLORADO FUEL AND IRON CORPORATION: Denver + Oakland 
WICKWIRE SPENCER STEEL DIVISION: Atlanta ~- Boston ~ Buffalo 
Chicago + Detroit - New Orleans - New York + Philadelphia 
CFal OFFICES IN CANADA: Montreal - Toronto 
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The latest 

in laboratory 
equipment as 

well as rolling, slit- 
ting. edge finishing. 
hardening. 
tempering and... 


... induction 

annealing facilities 

enables Sandsteel 
' to offer the finest 

in quality 

and service. 


SANDSTEEL 
SPRING'S 
‘ 


\ Quality 


) 
j) Control 
4 


Protects 
Your 
Product’s 
Reputation 


COINY 


SANDVIK STEEL, INC. 

Sandsteel Spring Division 

Fair Lawn, New Jersey—Tel. SWarthmore 7-6200 
In New York: Algonquin 5-2200 
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Letters To The Editor 


OFFICE LAYOUT 


The Lincoln and Mercury Divi- 
sion is searching for new ideas 
pertaining to the physical layout 
of a buying area. 

We are primarily interested in 
office layouts which could be ap- 
plied to a large open area housing 
a relatively large group of buyers 
and the necessary clerical person- 
nel. 

The physical layout of this area 
should reflect an efficient ar- 
rangement of furniture’ and 
equipment while achieving an 
optimum amount of privacy for 
the buying personnel without re- 
sorting to the use of permanent 
floor-to-ceiling partitioning. 

If Purcuastnc has published 
similar information in the past 
it would be of great interest 
to us. 

R. O. McCarthy 
Administrative Assistant 
Purchasing Department 
Lincoln and Mercury Div. 
Dearborn, Michigan 
e@ We are sending a number of 
articles on office layout and non- 
permanent partitioning which ap- 
peared in the Office Equipment 
Section of PurcHastnc Maga- 
acne. 


LIKE OUR BI-WEEKLY 


I want to compliment the entire 
staff on your new bi-weekly pub- 
lication. You have certainly gone 
ahead in presenting purchasing 
material to professional men. If 
ever I felt like reading a maga- 
zine from cover to cover, it was 
the January 6 issue of Purcnas- 
ING. I am sorry to see the “High- 
lights” section eliminated, but it 
has been running for almost 
twenty years if I remember cor- 
rectly. Those of us in purchasing 
who have benefited so much 
through the magazine’s activities 


over the years certainly ap- 
preciate what you are doing. 
A. G. Pearson 


Staff Assistant 
Northrop Aircraft, Inc. 
Hawthorne, Calif. 
e The “Highlights” section was 
missed by many PuRCHASING 
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readers. It was reinstated with the 
February 3 issue and appears on 
page 65 of this issue. 


I have your first bi-weekly 
issue of PurcHasinc. While 
having enjoyed your good work 
over the years, I must at long last, 
speak out. 

The issue of January 6, 1958 is 
full of good meat. I won't give 
up my copy—‘“Let ’em eat cake.” 

Some of our men need such as 
contents of this issue. 

Please tell me how I can get 
four additional copies. I will then 
send my personal check to cover 
the cost and mailing. 

John G. Glenn 

Pittsburgh Plate Glass Co. 

Creighton, Penna. 
e@ The four copies are on their 
way to you. We hope you will 
enjoy the other 25 this year as 
much as you did the first. 


TECHNICAL SKILLS 


I was very much impressed 
with the article, “Purchasing 
enters the Computer Age,” 
(January 6, 1958). This type of 
system is a good illustration of 
scientific approach directed to- 
wards a now technical phase of in- 
dustry. This is the same approach 
used every day by industrial 
engineers in the manufacturing 
activity. It is interesting to note 
that these programs are proving 
highly profitable. For example, 
the results of the automatic writ- 
ing of purchase orders has made 
significant contributions towards 
reducing the operating expenses 
of many purchasing organizations. 

Because of these programs and 
others such as value analysis, an 
increasing number of engineering 
graduates are being recruited for 
purchasing. Not necessarily for 
their technical knowledge but 
more for their analytical ability 
and scientific approach towards 
their work. 

This fact combined with the 
various programs undertaken are 
leading to the inevitable conclu- 
sion that more and more aspects 


of the procurement operation are 
becoming a science and less an 
art. 
L. W. Tomlinson 
Purchasing Agent 
Westinghouse Electric Corp. 
Metuchen, New Jersey 


AID TO EDUCATION 


Thank you for your (editor’s) 
fine contribution to the success of 
our Workshop Seminar on the 
“Administration of the Purchas- 
ing Function.” Without the assist- 
ance of (such) leaders, together 
with the fine cooperation and sup- 
port we receive from companies 
such as your own, AMA could 
not bring to its members pro- 
grams of the same caliber as that 
meeting. 

As Iam sure you realize, we at 
tempt to obtain for our meetings 
the best possible leadership, 
coupled with the most advanced 
management thinking and prac- 
tice. It is only through the con- 
tinued support from persons such 
as you that we are able to main- 
tain this high quality in our meet- 
ings. 

Clifford J. Craft 
Manufacturing Division Mgr. 
American Management 
Association 


SALESMEN’S CALLS 

Recently, my attention was di- 
rected to a very interesting 
article in PurcHAstnc Magazine. 

This appeared in the Novem- 
ber, 1956 issue and was entitled, 
“Scheduling Salesmen’s Calls” by 
Julian G. Davies. 

I wonder if we might have per- 
mission to reproduce this for dis- 
tribution to our entire member- 
ship. Naturally, we would give 
credit to your magazine in the 
covering message which accom- 
panies the distribution. 

R. Bruce Wall 
Secretary 

National Association of 
Aluminum Distributors 
Philadelphia, Penna. 


@ Permission granted. 
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...and Matched Multi-V Belts for 
every industrial need. 





Here's a Record Making Hose! 


Every 30 seconds superheated 
steam follows ice water —and 
Thermoid Hose outlasts all others 


In manufacturing phonograph rec- 
ords, Plastic Products Company, 
Memphis, uses Thermoid Wire Braid 
Steam Hose to carry steam into its 
molds at 375°F. under 175 lb. pres- 
sure. Every 30 seconds, the steam is 
followed by icy cold water—through 
the same hose! This hot and cold 
cycle goes on eight hours a day, 
month after month. 


Thermoid outlasted every other hose 
tried by this record maker. 


Here is another example of how 
Thermoid Personalized Service ful- 
fills special demands. To meet the 
most exacting requirements of any 
plant application, your Thermoid° 
Distributor carries a complete line 
of Hose, Conveyor Belting and 
Multi-V Belts. 





Thermoid 


Thermoid Company, Trenton, N. J. 
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60% shorter— 
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# 


but with radial air-gap design! 


NEMA rating 
in 60% 
less space 





New Louis Allis Pancake Motor preserves all the advantages of conven- 


tional motor construction 


The new Louis Allis Pancake Motor is your solution to 
trouble-free power in any space-cramped motor application. 
The Pancake is a remarkably short flange-mounted motor 
— up te 60% shorter and 33% lighter than standard motors 
of the same rating! And it is built in conventional radial 
air-gap design! 

It's done by an ingenious forming process which literally 
compresses the end coils of a conventional radial air-gap 
motor into an exceptionally short length. The result is a 
compact, light motor ideally suited for horizontal or vertical 
mounting on machine tools, roof ventilating fans, or any close- 
quarter installation where space is a critical design factor. 
What's more, this is achieved without sacrificing a single 
desirable characteristic: the stator still contains the same 


iron and copper as standard Louis Allis motors . . . standard 
sm-101 


NEM<A service factor is maintained... high insulative values 
are retained by using proved Louis Allis varnishes and new 
insulating techniques . . . over-sized pre-lubricated bearings 
are used to guarantee long bearing life . . . and the entire 
motor is enclosed in an industrial-type cast-iron housing 
designed to shrug off abuse! 


The housing and flange are cast in one piece: this permits 
extra-accurate internal machining which extends bearing 
life and reduces noise levels to a new low. 


Investigate the Pancake Motor through your local Louis 
Allis District Office. Sized from 1 to 15 hp, at 1800, 1200, 
and 900 rpm, in open drip-proof and enclosed non-ventilated 
or fan-cooled enclosures. Write for Bulletins 2100 and 2150 
to the Louis Allis Co., 439 E. Stewart St., Milwaukee 1, Wis. 


LOUIS ALLIS 


MANUFACTURER OF ELECTRIC MOTORS AND ADJUSTABLE SPEED DRIVES 


For More Information Write No. 297 on Inquiry Card—Page 32 


Fepruary 17, 1958 


For More Information Write No. 298 on Inquiry Card—Page 203 
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Fort Howard Paper Company 


Green Bay, Wisconsin » " 
; <> 
America’s most complete line of paper towels, tissues and napkins —terp ¢] Cte 








TANKS AND INDUSTRIAL EQUIPMENT rr quiring a ¢ ombi- 
nation of high streneth., toughmne nd resistance to corro 
ion. Hot water stor © heater incl tank nhred pre 


vessels of Everdur are re lily fabr ted | 


ELECTRICAL CONDUITO! Kverdur protect electric lines in 

corrosive environments, withstands vibration and abrasion 
it oil refineries, in underwater tunnel ibove chemica 

plants. Made in two wall thicknesses—R.C. and E.M.'1 





Whenever you have a tough problem calling for high 
strength with immunity to rust,and corrosion resistance 
equivalent to pure copper, consider an Everdur alloy. 
It may save vou a lot of trouble and money. For de 
tails on properties and applications of Everdur alloys, 
write for Publication E-5. Address: The American 
Brass Company, Waterbury 20, Conn. In Canada: 
Anaconda American Brass Ltd... New Toronto. Ont. 


For More Information Write No. 152 on Inquiry Card—Page 32 








Get unusual corrosion resistance, plus high strength, 
toughness, weldability, and easy fabrication with 


Everdur, Anaconda copper-silicon alloys 


F — 
i 
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IN WATER AND WASTE SYSTEMS, Everdur alloys provide 
easy fabrication and long service in a wide variety of jobs - 
from gates on to bolts and nuts. Their high strength m ikes 
possible lightweight built-up assemblies of wrought metal. 


. | 


j 





FASTENINGS AND SCREW MACHINE PARTS. Everdur is 
avail ible in forms for hot he iding and forging of bolts and 
rwecessories, seve4re cold-working operations for bolts and 
screws—and as free-cutting rod for screw machine products 


EVERDUR 


COPPER-SILICON ALLOYS 


products of 


Made by The American Brass Company 


For More Information Write No. 153 on Inquiry Card—Page 32— 








Now—from “Abrasive Tech” 


Guard removed for photographic purposes ‘ ‘ . - . P 
sil = s eee Production rate climbed sharply when the new “81-Coat” abrasive belts were used for this 


job. It’s removing the gates from sand-cast aluminum parts used in the automatic feeder 
of a punch press. A 24-X 81-Coat Resinall Metalite Belt was found best, with lubrication 
by light grease stick. The same advantages of increased production, and longer life, are 
found with discs as well as belts... on stainless steel, brass, and other metals. 


Faster stock removal with new abrasive belts 


Blew “81-Coat” abrasive belts with Spur Action have rougher, tougher cutting 
points for faster stock removal ... stronger resin bond for greater heat endurance. 
Try them on your production problem —at your plant or at one of our 17 
Abrasive Tech Methods Rooms: Atlanta, Boston, Chicago, Cincinnati, Cleveland, 
Detroit, Grand Rapids, High Point, Indianapolis, Los Angeles, Teterboro, Camden, 
San Francisco, Seattle, St. Louis, and Brantford, Canada. Main Office and plant: 
Troy, N. Y. For Export, Norton Behr-Manning Overseas, Inc., Troy, N. Y.,U.S.A. 


BEHR-MANNING CoO. 


TROY, N.Y. 
A DIVISION OF NORTON COMPANY “NORTON 


AGRASIVES 
BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones « Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives « Grinding Wheels e« Grinding Machines « 


BEHR:-MANNING ® 


Refractories 


